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Colonial Design 


shown actuol size 


| There's new drama in Dexter's Rega! line it’s the 
Colonial Design now in two tone brass and black 


finish. Also available in two tone bright chrome and 





dull bronze and in standard finishes. This lock is 
available with 5", 7%" and 18” backset, pin or dis 
tumbler cylinder, deadlocking or spring latch. Solid 
brass exterior parts, brass knobs, steel reinforced, 
inside parts cold-rolled steel, no die castings. Another 


Dexter ® Lifetime “ Lock 


NO LOCK INSTALLS FASTER THAN A DEXTER 


DEXTER LOCK DIVISION Interior locks in motching two tone finishes rT 
DEXTER INDUSTRIES, INC. Grand Rapids, Michigan ore also available 
In Canada: Dexter Lock Canada itd., Guelph, Ontario 


In Mexico, Dexter Locks, Plata Elegante, S.A. de C.V., Mexico City 


NOW AVAILABLE AS 
A PACKAGED UNIT 
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TAYLOR MADE GARAGE DOORS, INC. 
19800 Fitzpatrick 
Detroit, Michigan 


We are interested in your exclusive franchise plan. If available 
for our trading area, plea end full information 


Nome... 
Street & No 


City 


Type of Business 
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that’s all it takes to adjust against 
Rattles, Sticking, and Drafts 


WHY GIVE YOUR CUSTOMERS LESS? 


The adjusting device in A.R.B. Wood Windows operates so easily because 
the “micrometer” adjustment floats in its own housing. The adjusting screws 
turn in metal threads — so the easy adjustment stays easy. 

With A.R.B. metals, you can supply modular wood windows (double- 
hung and glider) chat are quick-lift-out, fully adjustable against rattles, 
sticking, and drafts, and “Finger Lift” balanced (double-hung only). 
What's more, they are priced so they win buyers. More than a million and 


a half have been installed, in just 5 years. 


Lumber Dealers, or 


ARR WINDOW SALES COMPANY 


19433 John R Street ” Detroit 3, Michigan 
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from Glas-Kraft... 
AN EFFECTIVE, ACCEPTED 
VAPOR BARRIER and GROUND COVER: 


ROTBAR NO. 5 


for slab, split level and crawl space construction 


MEETS VA and FHA MPR Revision 51 and 55 VAPOR BARRIER REQUIREMENTS... 

Now, when your customers need a moisture- and fungus- resistant material for under slab, craw] space 
and split level construction that conforms with FILA and VA requirements, you can sell them new 
ROTBAK NO. 5 with complete confidence. ROTBAR NO. 5 was specifically designed for, tested 
against and accepted as an effective vapor barrier and ground cover material as specified ip 


FHA MPR Revisions 51 and 55 


GLASS-REINFORCED, WATERPROOF CONSTRUCTION . 

New ROTBAR NO. 5 Glas-Kraft has amazing all-directional strength, extreme resistance 
to tears and puncture Between its two chemically-treated layers are bonded miles of 
tovgh, non-deteriorating glass fibres. A special waterproof laminant is used to permanently 


bond the layers under heat and pressure 


FAST, EASY APPLICATION SAVES LABOR COSTS 

Because ROTBAR No. 5 Glas-Kraft is available in widths ranging 
from 18” to 96", in rolls, or in lapped blankets up to 26’ wide 
Inherent strength and these larger sizes mean easier handling, faster 
installation, fewer man-hours on every job. Write Glas-Kralt today 
for samples, prices and the name of the dealer nearest 

you who stocks ROTBAR. Meet toda need with modern 


ROTBAR NO. 5 the belle Vapor barrier 


GLAS-KRAFT 


LONSDALE, RHODE ISLAND 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Senate passes new housing bill. 

Authorization for 135,000 low-rent public housing units a year until about 
500,000 are built, was included in the new housing bill passed by the Senate. 
The approved bill also calls for many more stimulants for housing. 

Action by the House is expected to trim public housing to about 50,000 
units a year. With the elections approaching and business generally turning 
in discouraging reports of business here and there, the rest of the new 
bill will be little changed. The Senate passed a bill authorizing $3 billion 
more for FHA, $450 million for direct home loans for farmers, down payments as 
low as $200 for the aged on homes, and a Title I plan for $3,500 repaid over 
five years. 














Rise in home building rate predicted. 

April starts were 20% below the previous month a year ago but generally 
favorable attitudes by the consumer towards new home buying indicate a hefty 
jump in house sales in the coming months. 

Early reversal of the present tight credit policy is now anticipated. There 
are a lot of powerful factors at work which will improve the mortgage picture. 
We will predict that within 60 days builders will begin to get the green light 
for expanded house building programs. 

The south will continue to set the pace for home building followed by the 
west and north central regions of the country. While not generally realized, 
the south is consistently turning in more starts than any other area. 














More magazine support for OHI. 
Living magazine will devote about all of its July and August issues to 





Operation Home Improvement. Six houses have been remodeled for the issues with 
projects ranging from a New York City town house to a old-fashioned bungalow 
built in the ‘20s. 

Farm Journal this month used the OHI seal in reporting a three-stage 
farm house remodeling in Arkansas. The story carries a four-room house from its 
erection in 1925 to the handsome home it is today. 





Chicago's home improvement council. 

Contractors interested exclusively in remodeling have formed a new asso- 
ciation with a strict code of ethics, which we believe will soon be duplicated 
in other cities. The group is a division of the Chicago Metropolitan Home 
Builders Association. 

Putting over OHI largely rests on a growing number of skilled mechanics 
active in the remodeling field. A recent survey by U.S. Plywood Corp., 
Showed that only 11% of the hardwood plywood they sold for paneling was in- 
Stalled by the do-it-yourself customer. This, of course, is not to say the 
handyman customer is not important to the dealer. We do say everyone has to 
be hardboiled about how to handle OHI. 














Extend farm storage loan program. 

USDA now offers 80% loans on new storage bins, cribs and other approved 
Storage structures. The extension will take the program through June 30, 1957. 
Interest again is 4% and the cost may be amortized over five years. 





West coast mills now talk about a fall pickup. 

Eased credit for homes is anticipated on the west coast but mills generally 
realize there will be the usual lag before increased output is sold. People 
out of the industry still seem to think you can turn starts on and off like 
a water faucet. 

Fir plywood, especially, is sagging price-wise, as reported on the market 
pages in this issue. Reduced production at the mills is now common. Sheathing 
grades seem improved as are longer lengths and the speciality items. The new 
fir plywood panel that can be used both as a sub-floor and underlayment, is 
especially "hot." We reported this new product on the cover of our last issue. 

(News continued on next page) 
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NEWS 


April Starts 20% Below ‘55, 
Mortgage Market “Weakened” 


Housing starts in April in 
creased 10% over March, the La 
bor Department reported, but were 
20% below starts in April last 
yea! The March-to-April in 
crease was just about what was 
expected in the normal] seasonal 
trend. The seasonally adjusted 
annual rate held steady at 1,100, 
000 starts about the same as 
the preceding two months. 


April 106,000 Units 


April started 106, 
1,000 public 


tuilders in 
000 units, including 
housing units. Last April there 
were 130,500 homes begun For 
the first four months starts 
amounted to 355,000 public and 
private units, compared with 423, 
000 in the like 1955 months 


Mortgages “Weakened” 


The Federal Housing Adminis 
tration announced that prices in 
the secondary or resale market for 
mortgages had “weakened some 
what” during April. This reversed 
a strengthening trend which had 
persisted since the first of the 
year, 

Commissioner Norm Mason said 
on a national basis, prices for 
FHA-insured mortgages in the 
secondary market averaged $98.30 
per $100 of outstanding loan 
amounts on May 1. This compared 
with $98.60 a month earlier. Ma 
son said some regions reported a 
decline in mortgage prices stem 
ming from reduced builders’ plans 
for erecting homes this year. 


American Lumberman Receives 


Top Awards for Store Series 


Two first place awards have been 
given American Lumberman for re 
search and a series of 12 articles on 
showrooms for the lumber dealer 
which were published in 1955. The 
citations were presented by Indus- 
trial Marketing, leading magazine 
published for people selling and 
advertising to business and indus 
try 

One first place award was made 
for the “best original research” 
published during 1955. Industrial 
Marketing commended us for an 
overall study of display in this in 
dustry which discovered serious 
problems previously overlooked by 
the dealers, wholesalers and manu 
facturers. It was the first project 
of its kind ever undertaken in this 
field 


“Best Series” 


The second first place award was 
presented for the series of 
articles” published in 1955. The 
series was a followup on the store 
research previously made by Ame? 
ican Lumberman, In all 12 articles 
were published discussing every- 
thing from the best store location 
to price-tagging merchandise. Part 
of the series were new store fix 
tures designed especially for lum 
ber dealers, which are now avail 
able in blueprint form 


“best 


Blueprints Available 


More than 600 entries were con- 
sidered in making the awards. Two 
first place awards for a single pub 
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AWARDS were made by G. D. Crain 
Jr., pubisher, Industrial Marketing, to 
Gordon J. Lawler, right, managing 
editor, American Lumberman 


lication is unusual and considered 
a strong endorsement of the merit 
of service to readers 


Mason Asks Quick 
Decision on Inch-Boards 


How thick should a_ one-inch 
board be? FHA looks to the lumber 
industry to set the standards upon 
which it bases its construction re- 
quirements, according to Norm 
Mason, Commissioner, Federal 
Housing Administration 

He has said that FHA is being 
pressed to set a firm standard, and 
if industry does not settle the issue 
within a reasonable time FHA will 
be required to act 

Since 1924 the minimum dressed 
thickness of nominal one-inch 
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boards has been 25/32 of an inch 
in accordance with American Lum- 
ber Standards. On March 15 the 
West Coast Lumber Inspection Bu- 
reau issued new grading rules and 
reduced the dressed thickness of so- 
called one-inch boards produced by 
members of the association to % 
inch. For a brief time thereafter 
the thinner boards shipped by west 
coast mills presented a problem to 
FHA inspectors. Although FHA 
has followed the standards set by 
the American Lumber Standards 
Committee, Mason modified the 
rules temporarily to permit accept 
ance of % inch boards 

The American Lumber Stand 
ards Committee met recently and 
recommended to the U. 8. Depart 
ment of Commerce that % inch 
dressed thickness be the new ALS 
standard. The Commerce Depart 
ment is now circularizing mills and 
the construction industry on the 
new standards. 


Warning Issued On 
Iilegal Grade Stamps 


A substantially increased volume 
of west coast lumber is now being 
yrade-stamped, and buyers § are 
warned to be on the lookout for 
fradulent grade stamps, according 
to H. V. Simpson, manager, West 
Coast Lumber Inspection Bureau 

Simpson points out that oniy in 
spectors and supervisors employed 
by the Bureau, or graders who are 
under the direct supervision of the 
Sureau may apply grade stamps 
All Bureau grade stamps are regis 
tered and violators will be prose 
cuted, Simpson added 


Building Supply News 
Editor Forms Own Firm 


Wesley Wise, former managing 
editor of Building Supply News, an 
nounces formation of the Wesley 
Wise Co., in association with Guil 
lozet Retail Development of Cleve- 
land, specialists in do-it-yourself 
stores 

The new firm will provide pro 
fessional store planning and coun- 
seling for lumber and building ma- 
terial dealers. In operation § the 
Wise firm will analyze a retailer’s 
management structure and then of 
fer complete design and engineer 
ing of the store, including fixtures, 
inventory control and merchandis- 
ing follow-up. Wise and Guillozet 
will offer the new Stran-Steel pre- 
fab “Lumberteria” building, scien 
tifically designed for a_ pick-up 
branch shed and store 

Wise, located at 6 West Ontario 
St., Chicago, also plans to have a 
consulting service for building ma 
terial manufacturers on dealer lit 
erature, point-of-sale materials and 
other promotional materials. 

(continued on page 10) 
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Combinat Deors 


Comsiaialy reversible... 
smooth-faced on both sides 
... install with a 
screwdriver 








® o Windew 





A new standard in double 
hung performance! Fully 
jeby Removable counterbalanced and 

Window Unit weatherstripped 

The new look in windows! Sash remove easily 
Smooth-gliding sash 
remove instantly. Ribbon 


e 
styling gives more privacy 
and useable wall space 
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e Stocking Awning Units 
Here's unlimited variety Pane! and Sash f 
mil wor in window layouts! All popular styles available, 
Stack ‘em! Line ‘em up! as well as many new, 
Group ‘em! Fixed and advanced and 
ventilating sash special models 


Also Casements, Louver and Solid Core Flush 
Doors, Garage Doors, Weatherstripped Door 
Frames, and other millwork advanced in quality 
and styting! 





none better to build with or to sell 


T COMPANY*WAUSAU, WISCONSIN 


our distributor or write Dept. AL, Wausau, Wisconsin 
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CONGRESS ON HOUSING 





It's ‘“’Painful’’ But Women Trim 
Dream Homes to Pocketbook Size 


Congress on Hous 
ing called in Washington by Al- 
bert M. Cole, Housing and Home 
Finance Administrator, closed its 
three days of meetings with a 
pencil-sharpening report that took 
the things the ladies would like in 
a modern home and then cut them 
down to pocketbook size. 

In what one of the women de 
scribed as the “painful” process of 
bringing the cost of their theoreti 
cal home down to practical levels, 
the items that most of them de 
cided to sacrifice to keep down 
costs were listed. The group said 
they would eliminate garages, 
separate dining rooms, dens, and 
utility rooms. One group of women 
which preferred no basements, ac 
cepted them to gain space at lower 
cost 


The Women’s 


Home Preferred 

The home on which the women 
agreed would be 1,200 to 1,500 
square feet with the lot about 
7,500 to 11,000 square feet. It 
would sell for not more than $15, 
000. Some of the things that the 
women largely agreed on were: 

Outdoor play and living space in 
the backyard. 


with a 
baths for 


entrances 


and half 


Backdoor 
“mud-room” 
children. 

Curved streets with sidewalks 
and grass between walk and curb. 

More space and fewer gadgets. 

Only essential appliances. 

At least five feet of closet space 
per person, 

All wanted the house plan basi 
cally divided into a family or noisy 
area and a living room that fur 
nished a quiet and adult area. All 
wanted to eliminate traffic 
between different areas of the 
house. 

While most of the women would 
like a separate dining room, they 
were willing, for economy pur 
poses, to accept a dining space 
provided it was in the “L” of an 
L-shaped living room. All wanted 
at least a small space in the 
kitchen for eating. 

Nearly all wanted the kitchen 
to the rear of the house with a 
window facing the backyard. Many 
preferred traditional windows but 
wanted them removable and easy 
to clean: All felt picture windows 
should be used only when they had 
a desirable view. 


cross 


Lumber Dealers Offer to Build 
Housewives ‘Ideal Family Home” 


Now that the 100 housewives who 
attended the recent Women’s Con 
gress on Housing have agreed on 
what they want in the ideal family 
home, the nation’s lumber dealers 
will actually build the house, Ray 
mond A. Schaub, president, Na 
tional Retail Lumber Dealers As 
sociation, said last week. 

The offer was made to Albert 
M. Cole, administrator of HHFA, 
which sponsored the conference in 
Washington. Schaub commented 
that the home would be built and 
shown during the NRLDA Exposi 
tion at Chicago, December 10-13 

“The women of America have 
remained quiet too long in express 
ing their preferences on housing,” 
Schaub said. “They have been con 
tent to let so-called housing ex- 
perts, mostly men, tell them what 
they want. It is most gratifying 
to see women invited to speak up 
regarding their likes and dislikes. 

“If women want more space for 
the same money in their new 
homes, the building industry can 
and will provide that space for 
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them. It costs relatively little to 
add a few feet to a house. The 
extra cost can be offset by cutting 
down on some of the frills which 
have been jammed into today’s 
new homes, in the mistaken belief 
that women would rather have 
gadgets at the expense of room 
size and privacy.” 


Highlights of NRLDA 
Annual Spring Meeting 


Pick any subject and you will find 
it was discussed at the spring meet- 
ing of the board of directors of 
the National Retail Lumber Deal- 
ers held in Washington in May. The 
more important conclusions: 

Communication is improving be- 
tween dealers and manufacturers 
and the result will be improved, co- 
ordinated merchandising. 

FHA reports that after June 30 
they will have enough personnel to 
process all applications within two 
weeks 

NRLDA now has ready five work- 
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shop packages with slides and book- 
lets for management clinics and dis- 
trict meetings. 

The national exposition scheduled 
for Chicago December 10-13 is over 
the top financially and will be well 
attended. The materials handling 
clinics and the “‘Profit-maker Show- 
room” being coordinated by Ameri- 
can Lumberman were credited as 
attractions stimulating dealer in- 
terest. 

Dealer Literature 

In response to dealer suggestions, 
NRLDA now has available three 
pieces of literature promoting OHI 
in the yard. In two-colors, the fold- 
ers are suggested for direct mail, 
statement enclosures, package in- 
serts and counter use. Total cost is 
a little over one cent per leaflet, 
plus the cost of imprinting the deal- 
er’s name on the front. All three 
folders stress home modernization. 


Says Prefab Schools 
Are Expensive, Unsafe 


A leader of the building indus- 
try has labeled as “absurd” the 
complaint of a prefabrication firm 
that it dropped out of the school 
market because of opposition from 
“politically powerful local con- 
tractors.” 

This reply to the recent state- 
ment by the National Homes Corp., 
the nation’s largest housing pre- 
fabricator, was made by Fred H. 
Daues, president, Mason Contrac- 
tors Association of America. 

“The fact is,” he said, “that re 
sponsible school boards, architects, 
and civie groups throughout the 
nation have rejected prefabricated 
schools as excessively expensive, 
impractical, unsafe, and conducive 
to substandard education.” 


Action Announces 
Traveling Show 


James E. Lash, executive vice 
president, Action (The American 
Council To Improve Our Neigh 
borhoods), has announced that 
Life magazine will sponsor a travel- 
ling wide-screen show to further in- 
terest in the national campaign for 
better homes, better neighborhoods, 
better communities. The show, 
which is at present in preparation, 
will travel to 75 cities in 10 differ- 
ent states starting October, 1956, 
and continuing through 1957. 

The Action show will be called 
“Our Living Future”. It will be 
sponsored by representative groups 
in each city concerned with civic 
improvement and will be used to 
focus community attention on local 
problems. The show will be a 
dramatization consisting of mo- 
tion pictures and stills presented 
in Vistascope on a giant screen de- 
signed for local auditoriums 
|LUMBERMAN AND 
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Question: 





What flooring 
is best designed 
for over-the-counter 
sales? 














Answer: GOODYEAR 


— because it’s packaged 
and merchandised 


for self-selling i 


to “Do-It-Yourselfers”! 


ET THERE BE no mistake about the profit that waits 
for you the moment you stock Goodyear Floor- 
ing for over-the-counter selling. 


For Goodyear has the one complete program for self- 
selling to the big “Do-It-Yourself” market. 


First, it has the complete line — yours from one dis- 
tributor, in one inventory. When you stock Goodyear, 
you offer the top-quality VINYL and the finest 
RUBBER Flooring made! 


Next, everything is provided. With Goodyear you get 
color charts for the customer to choose from, floor- 
planning graphs so he can estimate his needs, com- 
plete installation instructions AND a self-installation 


kit which includes all the needed tools! 


Goodyear Vinyl and Goodyear Rubber Flooring come 
packaged in conveniently boxed tiles. Colors are the 
best in the industry —and the material? None better 


anywhere! 


The profits are waiting —and remember: stocking 
dealers get giant merchandising package and display 
material. It's THE complete program — the easiest 
money you will have ever made 

Call your Goodyear Distributor for details on profit 

able over-the-counter selling of the World’s Moat 
Carefree Flooring. Or write direct to: Goodyear, 


Flooring Department R-8222, Akron 16, Ohio 


GOOD, YEAR Flociing 


RUBBER * STANDARD, DELUXE, SUPER DELUXE VINYL * FOR FLOORS * WALLS * COUNTER TOPS 
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yes indeed — 
whitest in the bag— 
whitest in the mix— 
whitest in the 
completed job! 


TRINITY WHITE - 
TRINITY WHITE 


TRINITY WHT 


Trinity White is a true portland cement made from materials that 
are free from color minerals. It is an intense and very beautiful white. Makes 
the most attractive of all concrete, either in the pure white or with tinting 
pigments added, A favorite with architects and builders and with 
do-it-yourself home owners. For dealer information write 


Trinity White, 111 W. Monroe St., Chicago 


a product of GENERAL PORTLAND CEMENT Co. DEALERS! 


Send for your copy of this new 
CHICAGO . DALLAS + CHATTANOOGA + TAMPA « LOS ANGELES popular booklet for consumers 
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ealers 


hit pay dirt! 


FULL PAGE BIRD ROOFING ADS IN 


LOCAL SUNDAY PAPERS Never before has a major roofing manufacturer brought so 


much advertising power to bear in the immediate neighbor 
BRING INCREASED SALES hoods of its dealers. Never before has that power been so 
closely tied to the needs of individual dealers 
TO DEALERS PARTICIPATING First reports from dealers who have participated in Bird's 
campaign show that those ads are paying off in sales, right now 
Not only have hundreds of individual roofing and re-roofing 
jobs been sold as a result of this advertising, but many com 
plete development projects have ordered Bird roofing, too 
Get on the Bird band-wagon and get your share of the extra 
sales that come from selling the most complete, quality roofing 
line on the market the line that pioneered in color roofs and 
gives you more promotional support than any other outfit in 
the industry. See your distributor, now. Ask him how you, too, 
can qualify to be in the coming Bird full page advertising in 
your local Sunday paper. Bird & Son, inc., East Walpole, Mass. 


BIRD & SON, INC., EAST WALPOLE, MASS. - CHICAGO, ILLINOIS . SHREVEPORT, LOUISIANA - CHARLESTON, SO. CAROLINA 
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@ FITS-ALL No. 5 


Gracefully designed, yet fully ad- 
justable for nearly all standard size 
screen doors. Easily installed on wood 
or metal combination doors. Each 
grille packed in attractive individual 
carton with complete instructions for 
installing and suggestions on how to 
arrange scrolls. Available in three 
finishes. 


FITS-ALL No. 8 


Another new grille that is selling like 
hot cakes. Features M-D's patented 
“‘flower-pot"’ style holder which makes 
it easy to install and adjust this pop- 
ular grille on nearly all standard size 
screen doors. Individually packed in 
colorful carton with complete instruc- 
tions and screws. Available in three 
finishes. 





Surface Clamps Included 
Surface clamps are furnished 
FREE with Grilles No. 5, FS, 
8 and 9. These clamps make it 
easy to install grilles on the 
surface rather than between 
stiles. Simply place clamp over 
each scroll as shown at right. 


| 6\ /e) 

\@FITS-ALL No. $6 FITS-ALL No. FS 
| This striking grille is an All-American K : Here is a popular grille 
that provides full protection 























favorite. Graceful in design and avail 

able in three finishes. Easily installed for full-size panel screen 
and fully adjustable on standard size ifs 0 doors. Fits-All No, FS can 
screen doors, Packed in individual color- be adjusted to fit doors from 
ful carton with full instructions and nec- 22” to 30” wide, and from 
essary screws. ’ 75” to 55” high between 


FITS-ALL NO. 9 stiles. Available in Anodized 


Brass, Anodized Chrome and 
This graceful grille adds beauty to any Alachrome finishes. Packed 
screen door, designed to fit all standard 6 grilles to a carton, 
doors and adjustable to many others. 
Packed in individual, colorful display 
carton with full instructions and neces- 
sary screws, Available in 3 finishes. 











Hardware 


ORDER TODAY your Sold by all 


‘ LERS order will receive prompt! BUILDERS Lumber rehake. Building 
DEA Supply Dealers 


shipme nt 








ee 


sting finish. —————— 
hes or dulls. ’ A beautiful soft, 


nish, Will not rus 
fini or dull. 


silvery satin 


A rich-looking, brilliant ales , A bright, everla 
t, tarnish 


. lis. i 
Never rusts, tarnishes OF ” Never rusts, tarn's 


FITS-ALL No. 1 


Instantly adjustable to all screen 
doors. Accordion-like action permits 
expansion from 16” to 30%” in 
width between stiles and from 
40%," to 30%” high. Squared up 
size is 30%" x 30%". Packed 12 
fo carton, screws furnished, 


FITS-ALL No. 3 


For lower section of door with 
cross-bar. Fully adjustable from 14” 
wide and 32,” high between stiles 
to 25” wide and 25” high between 
stiles. 12 to carton, 


FITS-ALL No. 4 
For upper section of doors. Adjusts FITS-ALL No. 2 M-D NU-WAY GRILLE 


from 191%," wide and 34” high MESH GRILLE i od 
between stiles to 33%” wide and For doors with Easily installed on 
20%,” high between stiles. Packed divided sections. Interlaced ribs form doors or as window 


12 to carton, Each side adjusts strong protection guords, Fits 30” 
from 13” wide and fer screen. Avelle ond 92°, 36°, 42° 


FITS-ALL No. 7 19%” high te oble for 32” and doors, Available in 


Adjusts from 14” wide and 334%” 144%," wide and 36” doors. Packed steel black enamel 

high between stiles to 26” wide 17%” high. Packed or in aluminum 

and 26” high, Squares up at 26” oh ‘ vt ‘ 6 or 12 te carton. ith oll 3 , = 

296". Packed 12 to carton. pairs to carton, with o nishes. 
SOSSSSSSSHSSSSSSSSSSSSSSSSSSSHSSSSSSSSSSSSSHSSSSSSSSSSSSSSHSHSSSHSSHSSSHSHSHSESSSSHSSSSHSSHSOOSSOCOOCOSES 
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M-D PUSH GRILLE No.4 M-D PUSH GRILLE No. 15 


An expensive, graceful push grille 4” high A graceful addition to any combination door 
for either 32” or 36” doors. Available in all —wood or metal. 16” high for either 32” of 
3 finishes. Packed 12 to carton. 36” doors. Packed 12 to carton. 


tag 
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M-D PUSH GRILLE No.6 M-D PUSH GRILLE No. 16 


Another handsome, low-priced push grille for Made especially for combination doors—wood 
aluminum or wood doors. 6” high for 21”, or metal, 15” high for 21”, 23” and 27” 
23” and 27” insert panels and for regular insert panels and for regulor 32” of 36” 
32” or 36” doors. Packed 12 to carton. doors. Packed 12 to a carton, 


MACKLANBURG-DUNCAN CO. 


P.O. BOX 1197 - OKLAHOMA CITY 1, OKLAHOMA 








NEWS 


OHI News of Dealer Interest 


Special promotions and 
sales aids, which will help 


you tie in with Operation 


Home Improvement. 


OHI Manual Available 


An Operation Home Improvement 
manual which describes the step-by 
step procedure for organizing local 
level OHI campaigns is now avail 
able from OHI headquarters, 10 
Rockefeller Plaza, Suite 1109, New 
York 20, N. Y 

The 40 page book, called the “OHI 
Local Level Manual,” while de 
signed for use by community 
groups, also is valuable for indi 
vidual building materials dealers 

The book contains background in 
formation on OHI, case histories of 
successful accomplishments in OHI 
pilot cities and detailed instructions 
on how to organize a local campaign 
committee-by-committee and meet 
ing-by-meeting. Facts are included 
on where tie-in materials can be ob 
tained, The manuals cost $1.50 each 


SEP-OHI Promotion 


A big OHI advertising section 
will appear in the September 29th 
issue of the Saturday Eve ning Post 
The section will carry advertising 
for building products, major appli 
ances, home equipment, plumbing 
heating and air conditioning, hard 
ware, insurance financing and other 
products and related to 
home improvement 

Theme for the promotion is “Fall 
Home Improvement Fair.” The im 
mediate action line is “Be Wise 
Modernize Have Your Home 
of Tomorrow Today.” The Post 
will make available merchandising 
kits for retailers to capitalize on the 
consumer impact 


BeTVvices 


Memo Book 


Handy pocket memo book suggest 
ing 53 different things that can be 
done in the way of home improve 
ments is available. The memo book 
has the OHI seal and the dealer's 
imprint on the cover together with 
“sell” copy on each of the major 
projects. Write Lumber Dealers’ 
Merchandising Inatitute, W-3091 
Firat National Bank Bldgq., St. Paul 
1, Minn 
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OHI Film Strip 


More than 350 prints of the OHI 
film strip have been distributed in 
the past three months, says John R 
Doscher, OHI executive director 
The film is intended for showing at 
local meetings of contractors, deal 
ers, lenders and others interested in 
launching local OHI campaigns 
Film costs $10 and is available from 
the OHI headquarters, 10 Rocke 
felley Plaza, Nr 20), N.Y 


Design-It-Y ourself 


A method to give the homeowner 
confidence to do many remodeling 
projects himself has been announced 
by T. Doman Co. Called Bild-I-Grid 
system, it enables homeowners to 
make three-dimensional perspective 
drawings without training. A Bild- 
I-Grid kit consisting of four 11x17 
perspective charts, 30 sheets of spe 
cial tracing paper, examples of work 
and complete instructions is avail 
able. Write 7. Doman Co., 11 Moss 
Ave., Dept. 822, Highland Park 8, 
Vich 


We Ud a ow 


Lapel Button 


Attractive 3! lapel buttons in 
three-color designs with your firm 
imprint are now available. There is 
a slot to slide in the name of the 
salesman and the title of some cur 
rent promotion. For prices and de- 
tails, write Dun-Lap Manufacturing 
Co., Inc., Newton, lowa 
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Name New OHI Officers 


Paul B. Shoemaker, vice-president 
in charge of sales of the Masonite 
Corp., has been 
elected president 
and chairman of 
the board of di- 
rectors of Oper- 
ation Home Im- 
provement. He 
fills the vacancy 
caused by the 
death of F. Stu 
art Fitzpatrick 
of the Chamber 
of Commerce of 
the United 
States 

James F 
Chamber, has 


Shoemaker 


Steiner, of the U. S 
been named vice 
chairman and secretary. H. R 
Northup, executive vice-president 
of NRLDA, is treasurer of OHI 

Other OHI board members are: 
Fred Hecht, Sears, Roebuck & Co.; 
Melvin Baker, National Gypsum 
Co.; John Dickerman, National 
Association of Home Builders 
George Roscoe, National Electrical 
Contractors Association, and A. J 
Watt, U.S. Gypsum Co. 


PERATION HOME IMPROVEMENT HEADQUARTERS 
6 IS THE YEAR LET US: 
HELP YOU 
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Sign Gets Attention 





OUTDOOR SIGNS and newspaper 
advertising are being used by the 
Fairborn (Ohio) Lumber Co. to 
attract the attention of the pub 
lic. This is the attractive sign 
attached to the link chain fence just 
outside the vard 


Heads Portland OHI 


Frank Gray, J. W. Copland 
Yards, Portland, Ore., has been 
elected president of OHI of Metro 
politan Portland, Inc. The purpose 
of the organization is to coordinate 
local home building industry work 
The group plans a 14-week indus 
tryvwide promotional campaign 


Other officers are: Fred Manash, 
secretary of the Portland Building 
& Construction Trades Council, first 
vice-president ; David Duncan, pres 
ident, Portland Chamber of Com 
merce, second vice-president; Atty 
John Veatch, secretary; Clyde Kel 
ler, Jr., president of the Oregon 
Building Congress, treasurer 
LL.UMBERMAN AND 
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You See Fiberglass 
Sell RESOLITE—to 


Translucent fiberglass panels have become a major build- 
ing material, They're used in home and office partitions, 
in stores for signs and facings and ceilings, Outdoors 
their uses are numberless , . . patio covers, awnings, 
fences and breezeways, to name a few. 

Resolite is manufactured by the most progressive firm 
in the translucent fiberglass panel industry — makers of 
the first panel labeled by Underwriters’ Laboratories 
Inc.,* and the first to be reinforced by expanded metal. 

Resolite surpasses the highest quality standards of 
the industry. It is nationally advertised and stocked by 
well-established distributors in most principal Cities. 
Prompt shipment anywhere in the country from large 
factory and Mid-West warehouses is guaranteed by 
Resolite’s huge production capacity. 

Dealers realize extra profits from tie-in sales of Reso- 
lite’s complete line of accessories, lumber and related 


products for the do-it-yourself and small builder market. 


Panels Everywhere 
Make Extra Profits 


STRONG SALES AIDS 


The colorful counter display shown above is part of 
the free sales kit given to every dealer. It includes 
actual samples of various Resolite colors and corru- 
gations. 'n addition, all Resolite dealers are supported 
by attractive free literature including complete ‘‘idea”’ 
and do-it-yourself instructions, full color leaflets and 
local advertising aids. 


*FIRE-SNUF®-—First Fiberglass Panel 
Labeled by UNDERWRITERS’ 


The label on each sheet of Resolite’s Fire-Snuf shows 
it has passed Underwriters’ rigid fire-resistance tests 


SEND FOR COMPLETE DETAILS, SAMPLES AND LITERATURE 


RESOLITE CORP. 


Box 510, Zelienople, Pa. 


Office and Warehouse, CHICAGO, ILL. 
Export Office, HOUSTON, TEXAS 


Distributors in principal cities, U. $. and Coneda 
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“WAFERWOOD” 


FLAKES OF WOOD ARTFULLY BLENDED 
TO FORM ROOM PANELING OF 


DISTINCTIVELY DIFFERENT BEAUTY 
@ 


@ 
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WAFERWOOD BRINGS YOU THE BEAUTY OF FINE INTERIOR 
PANELING—AT A COST LESS THAN 4” FIR PLYWOOD! 


Low material cost and simplicity of working, with the result- 
ant appearance of ease and grace desired in modern living, 
put WAFERWOOD in a class where the ingenuity of the 
“Do-It-Yourselfer,” as well as the enterprise of the Multiple 
Homes Builder, may achieve excellent results through its use. 


Ask us about price 
WAFERWOOD is available at you'll be amazed 
present in 14” thicknesses of that WAFER. 
I’x8’ panels (Special sizes to 16’ WOOD, with its 
long). It is guaranteed solid durable beauty, 
with enormous strength and ex costs no more than 
cellent nail holding qualities, yet V4" exterior fir ply- 
is light enough for ease of han wood! Available in 
dling and is packaged for con TL, LTL, CL, o 


venience. WAFERWOOD may | LCL lots from out 
of-stock or dtrect 


be finished in any of a wide Il sh , 
mit shipments. 
LHI | variety of standard methods, o1 f 


PLYWOOD... lett unfinished 
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Sales promotion 


FOR SHADE-SCREENING DEALERS! 








NEW KIND OF WINDOW SCREEN 


Shot Texas sales up 171%! Expanded 
THAT KEEPS HOMES 15° COOLER! 


to do the same for you! 


Here’s A promotion on amazing new Kaiser Aluminum 
Shade-Screening that’s already tested and proved by Fort 
Worth and Dallas dealers! The result: 


Dealer sales skyrocketed 171% in just one season! And 
the same promotion, on a bigger scale, is now available to 
help your Shade-Screening sales boom! 

This light beam shows how 
Shode-Screening stops blistering ' POWERFUL 3-PUNCH PROMOTION! 
sun rays before they reach room ; 


The secret: Tiny slanted louvers block , 1. TELEVISION! Potential customers will see dramatic 
sun rays, thus reducing build-up of room demonstrations of this new kind of window s« reening that 


temperature keep rooms as much as 


keeps homes up to 15” cooler! 

ier Ml Mu Me i i 

nig A 2. NATIONAL ADVERTISING! Your customers will also 
Shade-Screening will fit any kind of see big, convincing advertisements in such top magazines 

window or door frame as Life, Saturday Evening Post, Time, Newsweek, Busi 

: ness Week, Fortune! 


3. NEW SELLING AIDS! A brand-new selling kit contains 
all the “do-it-yourself” information your customers will 
need —a real sales clincher! But that’s not all you get 
photo kits of residential and commercial installations 
sample mailing pieces, consumer folders, counter demon 
strators, colorful window banners, and price calculators 
In addition, TV spot films, radio scripts, and newspaper 
mats are provided for the generous cooperative advertis 
ing program for qualified dealers. All these selling aids will 
help bring the big boom in Shade-Screening right into 
your store! 


This light beam shows how hot sun 


EER ip me ordinary eareong | a s. ALL THIS... PLUS MORE THAN 50% MARK UP! So don't 


into room. Thus, room temperature builds 
delay send coupon today for free sample demonstrator 
up rapidly. Window shades stop sun rays f { 
complete information, and names of you earest st ‘TS 
too late—after they have entered room I ‘ M YOUF NATOK 6 ipphie : 


Kaiser Aluminum & Chemical Sales, Inc., Room 5633 
Consumer Service Division, 1924 Broadway, Oakland 12, Calif 
Please send an actual sample {f Kaiser Aluminu Shade 


reening so I can see how it work Also send ‘ ote f 


ding the name of my nearest supplier 


SHADE-SCREENING 


Ea aiser / 
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New badge of 
quality in fine 
furniture and 
cabinet making 


The New #570 


MAGNETIC 
CATCH 


This new lifetime magnetic 
catch has been designed for 
use in fine furniture and 
cabinets. Nothing protrudes 
above or below shelf. In- 
stallation is simple and 
speedy, Self-aligning, cush- 
ioned strike eliminates all 


objectionable noise. In statu- 
ary bronze finish. 


@ Permanent Ceramic Magnet 
@ Self-aligning Cushion-strike 


@ Heavy Duty Holding Power 
@ ECONOMICALLY PRICED 


—% + ie 
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For Samples and Prices 
See Your Jobber 


Engineered Products Co, 
P. O. BOX 118 FLINT, MICHIGAN 
Circle No. 131 on Coupon. page 172. 
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How’s YO 


Mechanic Shortage 


A combination of adverse weath 
er and a shortage of competent 
mechanics capable of handling re- 
modeling jobs has created a slump 
in business and sales volume is be 
low last year. Currently, we are 
compiling a list of all available, 
competent building mechanics in 
the area. There’s a shortage of 
mortgage money, but this situation 
is improving steadily 

Promotionwise, the firm is plan- 
ning to push ready-hung doors, roof 
trusses and Lu-Re-Co panels to 
speed construction. We will also 
stress bathroom improvements, ga 
rages and added rooms 

To develop leads a stepped-up 
newspaper campaign, television 
spot announcements and direct mail 
will be used. Additional outside 
salesmen will be hired as necessary. 

Newton Lumber & Mfg. Co., 
Colorado Springs, Colo 





Stresses Personal Touch 

Personalized selling, backed up 
with a consistent direct mail cam- 
paign, has helped maintain our 
sales volume despite a drop in 
building in this area. Our major 
operating problem is rising labor 
costs which make it difficult to 
quote package prices for home im- 
provements. In some cases we have 
to quote a fairly high price and 
it’s too steep for the homeowner, 
so he either does the job hirnself or 
lets it ride. To increase home im 
provement sales we’re planning to 
increase our outside sales force and 
Title I loans.—-Silver City 
Lumber Co 


stress 


(N.M.) 


Stresses Quality Materials 

Currently we’re faced with price 
cutting competition. To overcome 
it we’re stressing better quality 
materials and offering more serv- 
ices 

Though total business volume is 
down in this area, we’re enjoying a 
greater part of this volume than 
we did last year. Our sales figures 
are about the same. This can be 
attributed to a wider variety of 
building materials, improved show- 
room and our stress on more serv- 
ice 

Promotionwise, we’re concentrat 
ing on package sales to increase our 
volume, these include: new homes 
garages, breezeways, kitchens, 
porch enclosures and added rooms 
To promote these packages we're 
planning to add more outside sales 
men and increase our direct mail 
advertising to develop leads for fol 
lowup.—R. E. Spelts Jr., Spelts 
Lumber Co., Grand Island, Neb. 
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R Business 


Delivery Problems 


One of our major problems is 
getting our customers to give 
us orders for full loads to help cut 
our delivery costs. We’ve been pro- 
viding good delivery service for 
years and this has led customers to 
ordering more frequently, but in 
smaller loads. 

Because of the small volume so 
far this year we’re not feeling the 
pinch of any shortages. However, 
we anticipate shortages of cement 
and steel products and are heavily 
stocked on these. Tate Builders 
Supply Co., Covington, Ky 





Bad Weather Hurts 


In March, 1955, our business was 
off about 20% from the same 
month last year. Reason was bad 
weather—-too much rain. We think 
business in 1956 will fall slightly 
below 1955. We’ve experienced no 
material shortages.—-M. R. Bagnal, 
Jr., vice-president, Bagnal Builders 
Supply, Columbia, S. C 


Promote Summer Cottages 
Last year we did well with Lu 
Re-Co home packages and our plan 
ning department has adapted sev 
eral home plans to this panel sys 
tem of construction. This year we 
intend to step up our Lu-Re-Co pro 
motion and will include a build-it 
yourself summer cottage in our 
line of packages. This cottage is 
designed to use Lu-Re-Co panels 
and the package will include all ma 
terials required to finish the job. 
After erecting Lu-Re-Co homes 
several contractors in the area have 
become enthusiastic about the line 
of prebuilt trusses we handle and 
are planning on using more truss 
roofs to get their homes built 
faster 
Business has been about the same 
as last year. We’ve been hampered 
by erratic weather which dampens 
the homeowners enthusiasm for 
outside work and makes it difficult 
for contractors to plan their starts 
Since we’re in a diversified agricul- 
ture and manufacturing area, busi 
ness should be stable this year and 
with a little promotion we should 
be able to raise our sales volume 
Last year we used a television 
program to back up our newspaper 
ads and this proved quite success 
ful. Showing a series of construc- 
tion pictures of the Lu-Re-Co sys- 
tem developed several leads for 
jobs. Most important of all, every- 
time anyone thought of a home or 
a Lu-Re-Co package they always 
thought of our yard as the place 
to buy it—Charles Higgins, Home 
Lumber Co., Goshen, Ind. 
]LUMBERMAN 
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1. Building . .. to build your business 


[his is a section of the loading platlorm at the new 
Armstrong plant in Macon, Georgia. While th ntire plant 
is NOt completed, incr f qguantitt of Armstrong 


Temlok Sheathin 


moving thre 


ir 

to lumber yards everywher 
yt 
' 


equipment will be « li 
Deck and Cushiontone. On th 
learn how just one of these 1 


business epportuniti for yo 





BIG INCREASE IN CUSHIONTONE OUTPUT 


During the past year, the installation of Full Random* Cushiontone 
in homes——by both builders and “do-it-yourself” families—has in- 
creased sharply. Now that the new Armstrong plant has begun pro- 
duction, this temporary shortage will soon be relieved. With larger 
Cushiontone stocks on hand, you'll be able to take full advantage of 
the new business potential in residential sound conditioning 


"TRADE M 


3. “DO-IT-YOURSELF” SOUND CONDITIONING 
MEETS BIG NEED OF HOME OWNERS 


Families in your area are growing in size. They’re 
buying more appliances. And many are moving 
into open plan homes. All this makes practically 
any family a potential customer for a noise-quieting 
ceiling of Armstrong Cushiontone. 

Fell handy home owners that they can solve their 
noise problems themselves quickly, easily, inex- 


pensively, and permanently with one material 


Cushiontone. Explain that Cushiontone absorbs 
up to 80% of the noise that hits it. . . and stops 
noise from echoing all over the house. Also em- 
phasize that Full Random Cushiontone beautifies 
as it quiets by creating an attractive ceiling that 
needs no more care than plaster. Then point out 
Cushiontone’s low cost how materials costing 
only $25.00 will sound condition a 10’ x 12’ room. 


MOST PRACTICAL WAY 
TO COVER CRACKS 


ote ' eet 
i eye 
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Any cracked ceiling in your area can lead to a 
profitable Cushiontone sale. When a cus 
tomer asks for patching plaster, sell the idea 
of using Cushiontone instead. Patching is a 
temporary solution, but a Cushiontone ceiling 
ends the cracked ceilings problem forever 
Cushiontone completely eliminates the mess 
and bother of replastering and painting 

\ dealer can also make extra profit by 
“trading up” customers from regular ceiling 
tile to Cushiontone. For the little extra 
money they pay per tile, customers get a 
smart, crack-proof ceiling material plus 
the valuable extra of sound conditioning. 





EXCITING NEW SALES FEATURE FOR 
BUILDERS AT LITTLE EXTRA COST 


When you discuss plans and materials with builders, sug 

gest they install Cushiontone ceilings in at least one or two 
rooms of their model homes. At little extra cost, builders 
gain a tremendous sales advantage for their homes. Men 
and women alike appreciate the new comfort of quiet and 
the unique beauty of Full Random Cushiontone ceilings 

Selling Cushiontone to project builders can easily become 
a very profitable operation in your business. 


NATIONALLY ADVERTISED 
TO HELP VOU SELL 


The advertising behind Full Random Cush 
iontone can help pre-sell your customers and 
make your selling job easier. This year, full 
page Cushiontone ads appear monthly in Bet 
ter Homes and Gardens, American Home 
Sunset, and Home Modernizing. Your cus 
tomers——whether they're planning to build a 
new home or remodel their present one——are 
becoming familiar with the benefits of Arm 
Ad oe strong ceilings. Full Random Cushiontone ts 


4 tyre Kaiies : 
. Nal \\bal 
io quit «ries vertised to consumers in national magazine 


the only acoustical material consistently ad 


FREE MERCHANDISING AIDS FROM 
YOUR ARMSTRONG WHOLESALER 


Your Armstrong wholesaler can help you make the most of 
your new profit opportunities with Cushiontone. He will soon 
supply you with adequate stocks made possible by the new 
Macon plant. He will also work out a sales program with you 
and give you free product literature, display ideas, ad mats 
and samples. Contact him right away or write Armstrong 
Cork Company, 3506 Rieker Avenue, Lancaster, Penna 


Make more profits this year with 


Armstrong BUILDING MATERIALS 


Temlok® Roof Deck * Temilok Sheathing * Temilok Tile * Cushiontone™ Ceilings 











“EVERYTHING HINGES ON HAGER /.’ 


~—— 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
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\ For the sash vou make or buy: 


use “PENNVERNON” 


nol Just “window glass” 











Notice the glass in the windows this contractor is Pennvernon Window Gla Pittsburgh Plate Glass 
buying. See the label in the corner of each light. That's Company has made available to lumber 


the Pennvernon label—and it qualifies this glass as supply dealers a variety of point-of-sale merchandising 
“window glass at its best.” help 


Pennvernon’s clarity and fine finish, its clear, non These sales aids are 
fading color, its remarkable freedom from distorting customers and to 
defects, its smooth, even surface all contribute to its remind them that you are headquartes 
reputation as quality window glass. Window Gla lo get these aids see your jobber, or 

It will pay you to stock and sell this well-known, top write Pittsburgh Plate Glass Company, Room 6274 
quality product. And to help you promote sales of 632 Fort Duquesne Blvd., Pittsburgh 22, Pennsyls 


Fennvernon Window Class 


ip PAINTS +» GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


Pev+str$Seue @ PLATE Gins$ C@hmenw nw 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


ind building 


ill designed to keep the name 
Pennvernon foremost with ul 


for Pennvernon 


tila 
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Battle for Easy Money Centers on Federal Reserve 


One of the most heatedly dis 
cussed matters in Washington at 
this writing is the state of credit, 
with the Federal Reserve as the 
usual landing field. So far, they 
show few signs of relaxing the 
rules, although there are predic- 
tions that some loosening will hap- 
pen this month or in July. Finan- 
ciers attending the spring session 
of the Business Advisory Council, 
Department of Commerce, general- 
ly agreed that the Federal Reserve 
should slack line right now 


x~* 


Should this happen, it’s unlikely 
that the “Fed” would back all the 
ways to easy money. The agency 
has an assortment of financial tools; 
reserve requirements, open market 
operations, discount rates and the 
like, with which to adjust the money 
supply. All the actions of the Fed, 
mysterious to people who are not 
bankers, are aimed at keeping the 
amount of money from rising faster 
than the country's productive ca 
pacity 

x * 


When money does increase faster 
than productive capacity, there’s a 
name for it that everybody knows 

inflation. Of course, there are 
other factors. If builders of high- 
ways and industrial plants want 
more cement than is being pro- 
duced, and if these builders have 
ample money, they begin bidding 
for cement, so the price goes up 
into the inflation bracket. Without 
this extra demand the price 
wouldn't rise 

ai © 


One difficulty the Fed has is the 
simple fact that Federal Reserve 
regulations apply to all sectors of 
business; while it may happen that 
the need for varies from 
industry to industry. At present 
the industries complaining loudest 
about tight money are auto manu 
facturers and home builders. Tight 
money scares some of their custom 
‘in out of the market 


money 


~*~ * * 


Members of the Business Ad 
visory Council talked about a 
“third-quarter dip’; but that word 
calls for some understanding. These 
men don’t expect anything more 
than a temporary slackening, with 
an upturn in the fourth-quarter 
They figure the decline only in 
terms of earlier and more opti 
mistic predictions. Not many of 


26 


these men, at present, expect gross 
national production in '56 to pass 
the $400 billion mark; the figure 
that earlier in the year was a 
cepted as probable 


x * * 


Housing starts, as everybody 
knows, are not keeping up with 
earlier predictions, The administra 
tion’s goal is 1.8 million starts in 
"56. But the present rate, seasonally 
adjusted, is 1.1 million. It’s gen 
erally believed that enough peopl 
want houses to bring the figure up 
to the official prediction; but that 
a couple of hundred thousand would- 
be owners are getting blocked off 
by a scarcity of loan money. Chair 
man Rains, of the House subcom 
mittee on housing, says we'll not 
reach the administration's 
less credit controls are relaxed 


goal “un 


x 


Investment in all construction to 
date, this year, totals about the 
same as in the corresponding period 
of ’65; but this is because there's 
been a big increase in commercial 
and industrial building. Commer 
cial construction has weighed in 
with a gain of 25% as compared 
with the same period in '55. In 
dustrial building is 22% ahead of 
last year. But VA applications num 
bered 150,000 the first four months 
of this year, as against 250,000 in 
the same period last year. Resak 
discounts on VA mortgayes are said 
to be increasing once mort 


x~ * * 


These are some of the factors back 
of the Washington arguments ove) 
restricted credits, Your correspond 
ent heard Secretary of the Treas 
ury Humphrey speak on the subject 
at a National Press Club luncheon 
Reserve Board Martin 
was present, Mr. Humphrey made 
the simple and straightforward 
statement that he regarded Martin 
the best qualified man in the United 
States to head the Federal Reserve 


x* * * 


But the Secretary of the Treas 
ury added that he felt obliged to 
advise against the Federal Re 
serve’s mid-April boost in the cost 
of credit; because he thought that 
certain downward pressures in the 
economy would protect the country 
against inflation. Among these reg 
ulatory factors, he mentioned the 
lag in auto sales and a tendency to 
ward inventory accumulation 


chairman 


The Federal Reserve holds that 
its credit restrictions put no more 
limit on business expansion than do 
such things as scarcity of materials 
and of labor. The agency indicates 
that if the volume slide in autos 
and housing begins to spread into 
other areas it will make changes 
in the rules. But it is set to resist 
political arguments that are out of 
line with economic facts 


2 2 


Reserve economists point out that 
while the number of housing starts 
is declining, the cost of construc- 
tion and the total amount of credit 
needed, continue to increase. This, 
they say, indicates that materials 
and building labor are in short sup- 
ply; something easier credits 
wouldn’t change. A good many 
housing men disagree with this 
position; but many do admit that 
a relaxing of credit rules might not 
increase the funds in the mortgage 
market, since industry expansion 
would get the major share of any 
expanded supply of money 


x * * 


But questions about the tight 
money rules of the Federal Reserve 
have been so numerous and so sharp 
that it seems certain the agency 
will watch the national situation 
with much care. It’s we ll to remem 
ber that the agency is not respon 
sible to White 
House 


Congress ol the 
x * * 


The 1956 housing bill, passed by 
the Senate, is now before the house; 
where it faces a fight over the num- 
ber of low-rent public housing 
starts which it would authorize 
The House usually turns a fishy eye 
toward public housing projects 
The Senate tried, but failed, to re 
duce the number of public housing 
units from 135,000 to 35,000 a 
year for the next two years 


x * *® 


As passed by the Senate, the bill 
would increase to $3 billion the eu 
thorization for FHA insured mort 
gages for the coming year; would 
extend FHA home-repair loans for 
three years, with the ceiling in 
creased from $2,500 to $3,500; and 
would extend the home loan and 
mortgage imsurance 
veterans to July, 1958 


provision for 


R. Y. Kerr 
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THIS NAIL GROOVE 


WILL HELP YOU NAIL DOWN 
MORE GOODWILL! 


THIS NAIL GROOVE 


WILL HELP YOU NAIL DOWN 
MORE SALES! 


THIS NAIL GROOVE 


Witt HELP YOU NAIL DOWN 
MORE PROFITS! 


ONE OF THe 


QNlY - REASONS Wy 


pp tane 
CLOUD’S 


OAK FLOORING 
is the choice of builders--and therefore 
a better deal for you better dealers! 


LOCKWOOD OAK FLOORING 


i = ar ...has the Nail Groove feature which speeds up laying, whether 
> és “ea Se. — the nailing is done manually or by machine! 
5 is a. ... has the Snap Side-Match design, which saves additional labor 
— ge. ae time through making it easier to get perfect union of tongue 
ee ee SS and groove. 
— OS ...has eliminated the annoying chip or spur during manufac- 
ab ture with the Splinter Clipper . . . doing away with waste of labor 
: Cloud's exclusive on the job. : ; A 
Splinter Clipper, on- ... is precisioned milled (after perfect kiln drying and temper 
equnane ate ek ing) to reduce the flooring contractor's sanding and finishing 
OaK notes annoying chip costs! Lockwood Oak Floors look sanded even before the sander 


FLOORING or spur ' 
SINCE has been put on them! 
1926 
These are reasons why LOCKWOOD OAK FLOORS SHAPE UP FASTER and save your Builders 
real money in laying-through-finishing costs and why Lockwood Oak Flooring adds prestige to 


your line of famous-brand Building Supplies 


LET US QUOTE ON YOUR REQUIREMENTS 
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HERE’S WINDOW BEAUTY 


THAT WRAPS UP SALES 





. z 
> e . “ 
c | ee en 
4 4 , % .*" +s ms R 
"a ’ " -* , Le @ 
R ¥™ we | ae ~ - ¥ at = 
wo % Ss a. aate ‘. mg 
¥ “ . cl > » «© t 4 : A fete 
os > oo” 
. : r4 
’ A* - . ~ 
fe : nk. 4 ‘“ 
® ‘ ~~ me, 
Gas. : “ 


: 
a 


HEM Mee 

















Andersen wi! 
this hor 
Anders 
Yet they 
windo 
treated 
For tl 
closin id 
can get more 
distributor or writing And 
sold throughout the country, in 


ANDERSEN CORPORATION + BAYPORT, MINN 








LONG and LOW-—12” and 16” WIDE 


WALTON 


verS9ide 


Plastic-faced BEVELED Siding 
The 1956 style leader in well-dressed homes! 


e “Crezon-fused” plastic face. sealed @ Exterior D.F.P.A. Fir Plywood base. 
backs. “Penta” sealed face, back and Fully packaged in heavy cartons. 
edges. 

ki e Sleek, long, low, modern with full, 
e Beveled with modern precision. Com- ‘ 

' deep, natural shadow lines. 
pletely squared edges and ends. 


e Mill-primed, ready to paint. Less paint, ° Designed to save you money — and 
less labor. Less waste. with the home buyer in mind. 
Write for complete information to: 


WALTON PLYWOOD, Sales Office — 644 E. 38th St., indianapolis 5, Indiana 

















Over 1,000,000 
installations 


Record Breaker 
in the low-cost field | in a matier of 


months! 





STARFIRE DESIGN 


FIRST... Quietly introduced just before the turn of 

the year... for test purposes, 

THEN... A history making demand from all who saw 

it. 

NOW ... Available for prompt shipment in all stand- 

ard finishes... and with 5” backsets and decorative 

trim plates. 

LOCKWOOD HARDWARE MFG. COMPANY THUNDERBIRD DESIGN 
Fitchburg, Massachusetts 


New LOCKWOOD 
“R"” SERIES 
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The newest addition 


to a famous insulation line— 


BALSAM-WOOL with 
REFLECTIVE LINERS 


Balsam-Wool—with its proved advantages of high effi- 
ciency...wind and moisture resistance...extra ruggedness 
...clean, easy handling—introduces the newest ‘‘member 
of the family’’— Balsam-Wool with Reflective Liners. This 
new addition of Balsam-Wool insulations is an effec- 

tive answer to summer cooling, air conditioning 
economy plus winter comfort! 
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Especially developed for air conditioning economy— 
summer comfort —with the exclusive Spacer Flange! 


This newest Balsam-Wool blanket insulation combines reflective liners 
with an “old” Balsam-Wool exclusive advantage—the Spacer Flange 
that positions the blanket to provide important air spaces on either 
side of the insulation. These flanges make correct application easy, 
assuring air spaces which are essential for proper performance of 
reflective surfaces. 


Again—a SEALED blanket insulation! 


Balsam-Wool’s insulating blanket is enclosed (as are al! Balaam-Wool 
insulations) for extra protection. The flanged liner of aluminum foil 
provides a vapor barrier as an integral part of the new blanket. The 
other reflective liner offers the extra benefit of a rugged wind and heat 
barrier. Here is 3-way protection...reduces heat transmission by con 
duction, convection and radiation. For full details, write Wood Conver- 
sion Co., Dept. 120-66, First National Bank Bldg., St. Paul 1, Minn. 


SOLD BY LUMBER DEALERS ONLY 


BALSAM-WOOL 


Sealed Blanket Insulation 
WITH REFLECTIVE LINERS 
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Jak 48 12" out MAA RRRAY | 1DEA.a-minvte 
more C : , 4 Le Cash for veur Ideas! er 


ing for you—something that you 


$ if a thought up yourself? If so, why not 

a ‘ dae mail them in to us? The address 

YR ‘ , is American Lumberman, 139 North 

ig : Clark Street, Chicago 2, Ill. We'll 

pay you $8 for each item used. They 
can be ae long as a column or as 
short as a paragraph. The ones used 
on this page will give you an idea. 


The Editors 


Supports Training Program 
(STEEL OR ALUMINUM) 4 me 
“% — “ Your article on sales training not 
, , only presents the scope and prob- 
Exclusive Features in eas Bt a lems, but gives concrete steps to 
: — , : overcome the obstacles. Your idea 
of an American Institute of Mer 
chantable Construction similar to 
the American Institute of Banking 
AUTOMATIC LOCKING No gadgets to turn, no gim appears to he a definite step to solve 
micks to operate, nothing to get out of order. this problem. 
Certainly there must be people 


WEATHER TIGHT. . VENTO alone keeps metal to metal 

contact plus metal to weatherstrip in our industry who would be will- 
ing to devote the time to such a 

UNLIMITED ADJUSTMENT... Unique in ability to be program if they felt they had the 


quickly returned to proper adjustment moral and financial support of the 


POWER PLUS OPERATOR |... Screw — not worm geared lumbermen.—John F. Everitt, as- 
operator working in self-lubricating nylon journals sistant al general manager his tail 
yards, The Long-Bell Lumber Co., 


EFFORTLESS OPERATION Nylon roller blocks at all Enid, Okla 


friction points permit finger tip operation 








Major Appliance Bonanza 


When we opened our new show 
VENTO room several years ago, we took 
Steel Casement Windows on a line of nationally known ma- 
jor appliances. We are convinced 
that the building materials dealer 
is a natural for such sales. The first 
for easy removal and replacement, if necessary; ventilator year, we sold 400 units (including 
frames constructed from the same heavy sections as the out ranges, refrigerators, washers, dry 
ide frame to provide greater rigidity and stronger ventilators ers, water heaters, etc.). Last vear. 
we sold 960 units 
Our appliance sales are made to 
both contractors and consumer cus 
tomers. We are the only retailer in 


VENTO Bonderized “Champion” [om F 
our town to have a display of the 


Steel Basement Windows latest in built-in ovens and ranges 
in our kitchen department. We sold 


pene s operation gives any of three ventilation openings dozens of these to small contractors 
sas oval, S gauge jé ‘ “ ” 
or sash removal, Sturdy 14 gauge jamb fins for easy installa who want to put modern sell 
tion in block or poured concrete walls. An improved cam : 
into their new homes 

latch and slotted opening allow greater tolerance, insuring W ‘lude tl vice charge for 
positive operation and latching under all conditions. Base © LNCIIGS TRO GSE VICE CHAT ES 108 
ment sash also made in Thrifty style in three standard sizes the first year guarantee on appli 
and in special sizes. Both Champion and Thrifty styles avail 
able in putty or puttyless glazing. For poured basement 
walls, window forms available for both Champion and Thrifty 


All casements drilled and tapped to receive storm sash and 
screens, Operator arm guide channels attached with serews 

















ances in our sale price. On a quar 
terly basis, we turn over the money 
collected for service charges to the 
manufacturer’s authorized service 
representative in our town. (This 
OS Oe Oe ee man does not sell appliances, just 
Please send further information on services them). All service calls are 

Vento Windows as checked b transferred to him, so we avoid the 


styles to suit individual specification 


AWNING TYPE ALUMINUM () STEEL BASEMENT B | problem of service entirely 
INDUSTRIAL AND COMMERCIAL [" FORMED STEEL LINTELS We do not maintain a large in 


|) STEEL CASEMENT {) UTILITY 
ventory of appliances because the 
ARE YOU A = [) BUILDER DEALER ARCHITECT manufacturer has a_ distribution 
C0 INC Name warehouse right in town.—M. R 
"9 . Street Bagnal, Jr., vice-president, Bagnal 
c Builde ; Supply Co i Columbia, 
249 COLORADO STREET City end State ta 
BUFFALO 15, N.Y ‘ 





ee ee ee (continued on page 60) 
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Floor with a modern flair 


Mode rh planning Opens new vistas of yvood ubfloors or laid In mastic on con 
decoration in today’s homes. Prospec crete, The famous Bruce ftactory-finish 
tive buyers, alive with clever furnish baked in the wood for beauty and long 
ing ideas, seek harmonizing architec life aves time and money on every 
tural features. A Bruce Block Floor house. Bruce Blocks are also available 
with its modern geometri« pattern in for on-the job finishing, Write for color 
oak complements the most up-to-date booklet. See our catalog in Sweet's 


interior Blocks Way be blind nailed to I I BRUCK C4) MEMPHI I rENN 


Bruce Block Hardwood Floors 


Naturally Beautiful 





Weldwood’ Wizard predicts: 


100,000,000 


sales opportunities 
for dealers this week 


> 


SATINLAC,; 


N4S 
Ll 








100,000,000 ft. of fir plywood sold every week...and every 
one’s a prospect for your 3 Weldwood finishing Wizards! 





A" you getting your share of the vast, constantly growing 
plywood finishing market? You can...if you stock 
Weldwood supports you with... and display Weldwood’s 3 finishing Wizards. Win customer 
<a confidence — by knowing and recommending the right 
Hard-hitting ads month in month out Wizard for the job... 
in all the hobby magazines best read 

by do-it-yourselfers-with-wood WHITE FIRZITE® — For finishing any wood with a 
woodsy blond, pickled or wiped effect. For soft wood or 
plywood paint jobs, it’s used as an undercoater to avoid 
Forceful displays and folders FREE Bh al grain raise, checking. Pts., qts., gals., 5 gals. 
for your windows, counters. Real eye- 


catchers | “nA CLEAR FIRZITE— For plywood stain jobs, a starting 
‘| coat of Clear Firzite tames wild grain — makes plywood 

resemble costlier woods. Tinted with colors in oil, Clear 

Hot leads! Register with us as a Firzite makes innumerable oilstains such as oak, walnut, 

Weldwood dealer. We'll supply you mahogany, thus reducing the dealer’s needed inventory of 

with inquiries our ads keep producing — prepared stains. Pts., qts., gals., 5 gals. 

people in your area asking where to buy 


scaediedad Udiduend Whenels SATINLAC®— For accenting and preserving the full 
natural grain and color of any wood. No undercoat required. 
No “built-up” look. Easy to brush or spray. Dries out of 
dust in 30 minutes. Ready for next coat in 3 or 4 hours. 


Order from your supplier pronto! 


UNITED STATES PLYWOOD CORPORATION 


World's Largest Plywood Organization + Dept. AL6-6S+ 55 WEST 44th STREET, NEW YORK 36, N.Y. 
Branches In principal cities—distributing units in Chief Trading Areas 
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2 Fi a ae 


Your 2 best bets for cracking 
the juicy kitchen remodeling market 


rail gives you the Product ma<1l) gives you the Promotion 


Nothing—but nothing fits into the vast remodeling 
picture like genuine Hardwood Kitchen Cabinets by 
I-XL. Tests show that 76% of all home owners pre 
fer ‘em. And, because of the tremendous variety of 
I-XL cabinets (over 200 styles, sizes and colors) you 
can be sure that you've got the exact cabinets to do 
the job. 


Get in on the Big 


I-XL is the only hardwood kitchen manufacturer 
that gives its dealers complete National Advertising 
support—including your own name in big national 
ads, PLUS all the merchandising and promotional 
materials for your own local campaign. The multi 
million dollar “Operation Home Improvement” will 
make people remodeling conscious—and you'll be the 
man they go to for their new, hardwood kitchen. 


Hardwood Kitchen Promotion Now! 


It’s the best way to get full benefit from Operation Home Improvement 


TONGIY 


HARDWOOD KITCHENS 


i-XL FURNITURE COMPANY 
FACTORY AT GOSHEN, INDIANA 
General Sales Office: 67 W. Division St., Chicago 10, Ill. 


Nationally advertised to millions... month after month 


BUILDING Propucts MERCHANDISER 


Mail this coupon for all the facts — — -— — — = — 


1-XL FURNITURE COMPANY, INC 
General Sales Office 
67 West Division $1, Chicago 10, Ill., Dept. 3-F 


Gentlemen 
Yes! | want more information about I-XL. Put me in touch with my local 
stocking distributor 
NAME 
COMPANY 
ADDRESS 
city ZONE STATE 
Send 25¢ for big |-XL Kitchen Book 
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A succession of developments 


...4H/ sales and profit makers. 


l the blazing new 
Rocket 6O0O0O 
sliding door 
hardware 


Substantial—reliable 
Low installation labor costs 
Adaptable to all standard thickness doors 


Grant Rocket 6000 Series hardware is 
simple and sturdy—but more important, 
it is designed for quick, easy 
installation, insuring low installed cost. 
Specialized engineering staffs and 
production facilities have created 

this new, smooth sliding hardware... 
have retained the durable, dependable 
operating qualities that distinguish all 
Grant products. The installed cost 

is the last cost. 


a. Quiet, self-lubricating nylon wheels—durable 
and no metal-to-metal contact. 


b. Note simple 2-plate design. Male and female grooves 
insure positive, non-slip engagement. 


c. Carrier design allows ‘«"’ vertical adjustment. 
No loosening or re-setting of screws attaching 
carrier to door, 














d. Track design prevents jumping. Load capacity 75 Ibs. 


e. Fascia track is also available. 





108 Pages of Important Data 

The Grant catalog contains full data on 

all sliding hardware needed in building 
construction, Use it as your handy reference 
book. Your request brings you o free copy. | 


| Tae wedeeneDe tue Gall 


, oN 
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in high quality products 


You Il grow faster with 


the 
new pace-setting 


Grant 300 series 
drawer slides 


New, very low price. 
Easy installation means low labor cost. 
Drawers roll on nylon rollers—smooth, quiet, durable! 


The 300 Series slides provide the feature of 
smoothly gliding drawers in all cabinetry. 

The low installed cost brings this luxury Detail of 300 Slide 
equipment within practical range of competitive 











builders and designers of moderate-cost 
apartment, commercial and institutional 
construction. Grant engineering and production 
are assurance of highly satisfactory 

long-lived operation, 


a. Break-away side view b. End profile 











Specification book containing full data and 


suggested applications, sent on request. the fast-selling 
Grant SOO series 
packaged sliding 
door pocket frame 


Installs in less than 20 minutes! 

Fits all standard 2 x 4 construction 

Furnished with outstanding Grant 7000 Series hardware. 
Grant engineering and production know-how 

mean accurate, perfect-fitting parts for 

trouble-free installation on the job. Four 

simple adjustments allow for quick, true 

setting in the rough opening. Good design 

eliminates warpage; and Grant 7000 Series 


hardware completes a superior package 


Specification Folder ready—be sure you 


have it in your file 
outstanding single source tor 


\ 
rea nt. 
SLIDING HARDWARE él 


THE GRANT PULLEY AND HARDWARE CORPORATION 
31-59 Whitestone Parkway, Flushing 54, N.Y. . 944 Long Beach Avenue, Los Angeles 21, Calif. 


Gront manufactures ao full line of. Sliding Door Hardware « Drawer Slides « Drapery Hardware « Sheaves and Track « Accessory Hardware « and the new Grant folding 
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Score Your Newspaper Ads! 


Newspaper advertising today absorbs 
the largest percentage of the typical lum 
ber dealer’s promotion budget. Making 
this investment pay off with actual sales 
is a fundamental of good management. In 
recent American Lumberman dealer work- 
shops, we have discovered that sound news- 
paper advertising involves an understand- 
ing of principles unique for this industry. 
If you want something more than “just an 
ad,” use this check list as a guide in pre- 
paring your ads 


Selling Improvements 


Have one or more eye-stopping key illus 
trations showing consumer end-use im- 
provement packages currently in demand 
in your area 


Try to get a “you” in the headline with 
a phrase that suggests the convenience 
and enjoyment customers will get from 
the end-use package advertised. 


| Feature the monthly payment price of 
every end-use package mentioned, using 
the terms “as little as” or “as low as.” 


Have a check list of improvement proj- 
ects you sell, which are not illustrated. 
Mention the monthly payment for each 


Copy should stress the pleasure, conven 
ience and satisfaction for each pack- 
age, as well as the headline. 


| Offer free surveys and estimates on im 
provement projects. 


| Feature the fact that you can recom 
mend reliable contractors, carpenters 
and other mechanics. 


Illustrate, describe and price the in 
dividual building products that will go 
into the project advertised 


Do-It-Yourself 


| Emphasize one-stop services and helps 
for the do-it-yourselfers. 


| Advertise timely products keyed to the 
seasons of the year, local events, buy 
ing habits of your customers. 


| Use language your customers will un 
derstand. Remember women are impor 
tant buying factors and they rebel at 
technical terms. 


| Illustrate, describe and price a good 
percentage of the items advertised. 


[] Have at least one or two specials or 
bargains to buiid store traffic. 


[] Use a catchy slogan like “Everything 
to Build Anything’; “Home Building 
Headquarters”; “Department Store of 
Building.” 


] Feature nationally advertised brands 
that you sell. 


[] Repeat constantly “convenient terms 
arranged,” “budget terms,” “no down 
payment” to bring your store in line 
with other types of retailers. 


[] Prepare a balanced ad featuring a vari- 
ety of items. Stressing only one item is 
taking a chance, could result in an ad 
which will disappoint saleswise. 


In All Advertising 


[] Offer free literature, or a magazine 
like “Home Maintenance and Improve 
ment” published by American Lumber 
man. 


Have a distinctive firm signature or 
logotype prepared for your newspaper 
ads. The signature should include your 
address, telephone number and _ the 
hours you are open. 


Fully merchandise your newspaper ads. 
Go over them with employes, arrange 
prominent display for the products ad 
vertised, post reprints in the store, con 
sider using reprints for direct mail. 


| Budget at least 144% of total sales for 
advertising. Plan a consistent schedule. 
Advertising inserted in a spotty fashion 
is largely wasted. 


Ail the above principles have been in- 
corporated in ADservice, an advertising 
program available from this magazine. 
Send for a free booklet which explains 
this program now being used by over 1,000 
outstanding dealers. 
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FOUND IT PAYS TO BE A FULL LINE 
| WHEELING DEALER!” 


T PAYS to stock the full Wheeling line because every 
Wheeling product leads to the sale of another. Wheeling 
quality sees to that. 

And by handling the full Wheeling line you can be sure 
of prompt, on-time delivery of a// warehouse-stocked items 
Strategically located warehouses throughout the country 
mean on-the-spot delivery when you want it... the same day 
if necessary. 

Get complete full details today from the Wheeling ware- 
house or sales office nearest you. 


WHEELING CORRUGATING 
COMPANY 
WHEELING, W. VA. 


Warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, 
Kansas City, Lovisville, Minneapolis, New Orleans, New York 
Philadelphia, Richmond, St. Lovis. Seles Offices: Altanta, Houston 


LING 
WE YANIZED 
WARE 


is 
g-sippe? 
‘bere Aine AiO: 
posists rust: 
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How To 


Build a Bigger 


Barn Business 


BIG CROWDS at Open Barn Day, on Sunday, appeared around 3:30 p.m., at which time 
there were 60 cars in the dairyman’s yard 


Barn sales are a specialty of this Minnesota dealer, who staged an Open 


Barn Day to sell farmers on the idea of better barns. 





“Quality materials, good sales 
manship and friendly service 





9 Pointers for Open Barn Day 


Schedule Open Barn Day on a Sunday when the farmer can stop by 
with his entire family. 

Post legible signs on all roads leading to the barn. 

Provide ample automobile parking facilities. 

Place a large sign showing the entrance to the building so traffic 
can flow in one direction. 

Ask the farmer and his wife to register in a book provided for this 
purpose. 

Display brochures pertaining to the materials used in the barn and 
have a good supply of literature to hand out. 

Post good photographs of other farm building jobs. 

Have sufficient construction experts on hand to answer the many 
questions the farmers will ask. 

Serve refreshments. Doughnuts and coffee, for example. Location of 
the refreshment bar should be at the opposite end of the entrance 
to avoid a traffic jam. 
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those are the three factors which 
boost barn sales.” 

This is the opinion of Mel and 
Art Spitzack, brothers who oper 
ate the Spitzack Lumber Co., Inc., 
Owatonna, Minn. This firm gross 
es slightly over $500,000, even 
though it is an independent yard 
and there are four other lumber 
yards in the city of Owatonna; 
population, 10,191. About 55% of 
their business is with farmers; 
15% with city dwellers 

Here’s how their plan to get more 
barn business works 


1. Good salesmanship. The Spit 
zack Lumber Company maintains 
an outside salesman, who spends 
his entire time making friendly, 
personal calls on farmers to learn 


[.UMBERMA 





MEL SPITZACK (center) discusses last-minute plans and specifications with dairyman 
Sebastian Kern and family in the dairyman’s home. The Kern barn inspired Mel to 
hold an Open Barn Day 


their needs. An expert on farm counsel on construction problem start the project, even supervise 
buildings, this salesman acquaints to the farmers,” says Mel. “We ay 
farmers with Spitzack’s services. can either show him how to build 3. Quality materials. Mel Spit 
2. Friendly service. “We offer the barn or furnish experienced zack attributes a great bit of his 
plans and specifications as well as men to help him with the plans, uecens in obtaining contracts for 
the construction of barns to the 
uperiot material he proposes to 
use 
“IT capitalize to the fullest on the 
insulation and fireproof qualities 
of the materials,” he adds. “While 
insurance will protect, for in 
stance, a dairyman’s building in 
vestment and repay a good share 
of the current value of his animals 
the blood lines he has developed 
can never be replaced. A fire can 
erase a lifetime of work 
“Even though | was considera 
bly higher than my nearest com 
petitor,” Mel explains ‘DY capl 
talizing on the fireproof qualitie 
of the materials I proposed to use, 
| was able to close a contract for 
a new modern, one-story barn in 
one night.” 
pitzack asked the dairyman and 
his wife to come down to the yard 
after working hours, so that he 
could discuss details pertaining to 
the construction without interrup 
FARMERS STOPPED on their way home from church with tion. He also showed the couple 
their entire family. Here is a typical crowd inspecting the pictures of other barns and farm 


new barn (continued on next page) 
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“You bet | like D&R Packaged Trim! 
As a dealer, | appreciate the neat, 
dustless, moisture - proof packages 
that keep the mouldings clean and 
smooth. There’s no waste because 
it’s all bright, uniform quality —all 
cut, ready for the builder to miter. 
It stores neatly and is end-marked for 
quick, easy selection. | particularly 
like the reliable supply, and the good 
profit | make—And Man! Does it Sell!” 
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Here's Why 
-R Ponderosa Pine 
Packaged Trim 
| Sells and Sells! 


Read what dealers and 
builders say 


Packaged Trims Available: 
WINDOW TRIM 

DOOR TRIM 

in All Standard 

Sizes 


“D&R Packaged Trim is for me as a 
builder because it’s all wonderful, uniform 
quality, with no cut-outs, no waste—all ready 
to miter! | can quickly get any standard sizes | 
need; it saves work on the job, the job is better; and 
| make more money. And | can rely upon a depend- 
able supply.” 
orthAric 
DANT & RUSSELL, INC. 
Representatives 
are in most principal cities. 
Write, wire or phone for name of 
jobber nearest you of D&R Pack 
aged Trim, Millwork, Mouldings. 





No “hunt and poke” 

in dusty moulding bins. 
Rn Shelves neatly, readily 

& identifiable 

he DISTRIBUTED EXCLUSIVELY BY 


phe 
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sae! 


“Dant « “keussell, Inc. 


PACIFIC COAST FOREST PRODUCTS 
General Sales Offices: Portland 1, Oregon 
DOMESTIC AND EXPORT LUMBER - MILLWORK - MOULDINGS 
DAR PACKAGED TRIM - PLYWOODS - DOORS + BATTERY 
SEPARATORS + FIR-TEX + HARDBOARDS 


Cirele No. 112 on Coupon, page 172. 





CUTAWAY SECTION of non-warping 
door was silent salesman. Spitzack 
fills many orders throughout the coun- 
try for this non-warping, fireproof 
door 





BARN BUSINESS 


(begins on page 42) 





buildings that his firm had con 
structed. He got the contract. The 
new barn cost approximately $16,- 
500. It included the following ma- 
terials: 


52 sqs. asphalt shingles. 

20 sqs. asbestos siding shingles. 
7,000 sq. ft. of 1” std. hardboard. 
6,500 sq. ft. rock wool batts. 


The barn measured 34 x 120 feet, 
with a milk-house 16 x 20 feet. To 
further capitalize on this new 
barn, Spitzack announced an Open 
Barn Day. “Although we are firm 
believers in the direct mail plan 
and most of our advertising dollars 
are spent on direct mail, this Open 
Barn Day proved to be one of the 
most profitable means of advertis 
ing we have ever undertaken,” 
Says Mel 


An announcement of the Open 
Barn Day, which was scheduled on 
a Sunday, was sent to all of the 
farmers in the area, as well as to 
the 4-H and Future Farmers of 
America organization. The entire 
cost of the Open Barn Day promo 
tion was $125, including the cost of 
mailing the announcement. 


“We have received numerous in- 
quiries,” says Mel, “and the list of 
names of farmers who registered 
provides us with an excellent pros- 
pective list for future barn sales.” 
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AP Bulletin... 


- TO WIDE-AWAKE DISTRIBUTORS 


American Polyglas now offers its 
complete line of Polyglas and Translux 
paneling to qualified distributors. 

This is an outstanding opportunity to 
increase your value to your dealers 

by handling the superior quality, better- 
surfaced fibreglas reinforced 

panel that is being used extensively in 
new construction, modernization — 

in home, commerce, industry. 


Al} 
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Custom Service — 





Complete Line~Ame 


Burtpinc Propucts MERCHANDISER 





of Plant 


a creas” 


Dealers If at present ther 
quantities of 1,000 


jterature 


Send for bi-monthly st 


american POLYGLAS corp. 


Thirteenth Street, Carlstadt, New Jersey. WEbster 9-9497 
Manufacturers of “Translux” and “Polyglas” Flat and 
Corrugate d Fibreglas Re inforced Panels 
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* Outstanding advantages of 
New Spintex Batts and Biankets 





25% Lighter Weight 


The new finer fibers make Spintex 


in weight packages are easy to handle ! 


NEW Rigidity 


Spintex batts and blankets have gre 
for easier handling, better 
firm and strong 


work is easier 
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... Aids to 
Better Management 


Never has good management 
been more important than it is to- 
day. Competition is sharper than 
ever before, more merchants are 
after the consumer’s dollar, over- 
head is higher and the labor mar- 
ket for good men is tight. 


There are many factors that in- 
fluence good management. Not all 
of them can be touched on in this 
brief section, but these articles 
point up some of the elements: the 
development of effective working 
relation hips with your employes; 
contracts governing your sales 
transactions; how to interpret your 
operating statement; how to set up 
a good price book; how to analyze 
your sales 


Other management articles, 
which appeared in earlier issues of 
American Lumberman this year 
and which will be additional help 
ful reading on this subject, include: 
“Realistic Pricing Formula Builds 
a Thriving Business,” January 23; 
“Price Book Stops Profit Leak,” 
February 20; “Foolproof Property 
Protection,” March 5. 








Mohawk 


FLUSH DOORS 





Mopak 


MOHAWK TRANSPARENT PACK — 
7 





ani 
another FIRST 
by MOHAWK 


MOPAK protects Mohawk exterior doors 
against damage in shipment, against dust, 
dirt and weather 


READY FOR DISPLAY 


) 
ay Mohawk FLUSH DOORS 


213 W. Ewing Ave., South Bend, indiana 
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HERSIL E. SCOTT GUY A. RADCLIFFE H. 8B. WALTERS 
Huntington, Indiana Wellington, Ohio Lexington, Kentucky 


Ihese farmers are helping VOU 
Sel AMERICAN FENCE 


These men represent farming areas all over America. Each one is a 
long and faithful user of American Fence. And each one has been 
featured in American Fence advertisements that have appeared in 
leading National and State farm publications. Their enthusiasm 
for American Fence and the way it stands up over the years is con 
tagious. And their sincere testimonial statements are believable and 
persuasive—strongly motivate other farmers to go out and investi 
gate American Fence for themselves 

Back up these good salesmen by keeping a full supply of USS 
American Fence Products on hand. Display them to their best ad 
vantage. And make sure that your “American” sign is out ‘where it 
will be seen so everyone will know that your business is head 
quarters for quality American Fence Products 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. « COLUMBIA-GENEVA STEEL DIVISION, SAW FRANCISCO 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Set aside a complete department for AMERICAN PRODUCTS! 
Handle all of these fast sellers: 


USS American Hexel 
Poultry Netting USS American 
Galvanized Barbed Wire Baler Wire 


\\ ge AMERICAN 
FENCE 
_. "* ZOAZAND ZF wi ross 


All-Purpose, 
“U" and Studded “T” Posts 
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QO essence Primer 


ABC;° 


Effective Management 


By H. W. Prentis, Jr., 
Chairman of the Board 
Armatrong Cork Co 


Management, we will all agree, in- 
volves two distinct phases—plan- 
ning and control 

Planning is actually the forma- 
tion of policies. It includes three 
cardinal points: 

A. Determining the objectives to 

be reached, 

B. Outlining the procedure to at- 

tain these goals. 

Assigning the responsibility 
for carrying out the various 
steps involved in implement 
ing the adopted program. 


The famous French general, 
Marshal Foch, is reputed to have 
said, “In whatever situation you 
find yourself, determine first what 
is your objective?” That question, 
it seems to me, should be asked in 
facing any business problem. 

It is something temporary? Will 
it have a permanent advantage for 
the business? Is the probable result 
worth the risk of the investment 
required? These questions must be 
answered, 

Only when the objective can be 
seen clearly and only when it is 
convincingly established that the at- 
tainment is worth the effort in- 
volved should the decision be made 
to go ahead 

The next question is how to get 
there. In this second phase of plan- 
ning, each step should be carefully 
laid out in succession with a definite 
date set for the completion of each 
of the various stages of the pro- 
yram 





H. W. Prentis, Jr. 


Assigning the responsibility for 
carrying out the various steps in the 
procedure represents the third ele- 
ment of effective planning. Many 
excellent plans have failed because 
the third step was not carried out, 
the final outcome being nothing 
more than what we commonly call 
“passing the buck.” 

Good management must not only 
define tasks clearly, but also imbue 
all members of the organization 
with an overall sense of steward- 
ship for the company’s best inter- 
ests. Assigning responsibility 
must carry with it commensurate 
authority for action. 


Management Control 

Control is the second element of 
management. Control includes two 
factors organization structure 
and supervision. In the develop- 
ment of a clear-cut, effective or- 
ganization seven cardinal prin- 
ciples must be observed: 

1. Delegate responsibility as wide- 

ly as possible. 


Confer appropriate authority 
on those to whom the responsi- 
bility is delegated. 


Define responsibilit 
thority for each of th 
involved. 

Group the activities to be 
supervised by one individual in 
a way that is natural and logi- 
cal, 


and au- 
e positions 


Make certain that adequate 
supervision is arranged for all 
essential activities. 


Limit the number of persons re- 
porting directly to one execu- 
tive; the ideal is about seven. 


Finally, coordinate all related 
activities. 

Creative imagination is in con- 
stant demand in the sphere of man- 
agement. That brings me to the 
question, “What are the qualities of 
a good executive?” 

First, a good executive must know 
how to think and he must be willing 
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to think. There are four kinds of 
thinking: reverie or daydreaming; 
decision thinking; deliberative 
thinking or rationalization; finally, 
creative thinking, the highest type 
of thinking. 

In addition to the sheer capacity 
to think, a manager should have the 
ability to analyze and synthesize. 
And there is stili another function 
that is of equal or perhaps greater 
importance—that is to sedulously 
create and maintain an atmosphere 
of sympathetic understanding 
among your associates that will give 
you a chance to put your ideas into 
effect. 

To be a real leader, a man must 
observe the three C’s of business 
management: 


First, he will 
make as many 
problems as pos- 
sible a matter of 
common counsel. People will always 
cooperate and collaborate in carry- 
ing out a policy if they feel they 
have had a voice in making it. The 
good manager will have the judg- 
ment to know when and how long 
to consult, when to face the issue, 
make the decision and go ahead. 


COURTEOUS 
CONSIDER- 


COMMON 
COUNSEL 


Second, is the 
matter of cour- 
teous considera- ATION 
tion. Not mere 
politeness, but consideration that 
goes deeper, which shows you are 
genuinely interested in an employe’s 
suggestion and the thinking behind 
it, even though it is valueless. 


CONCEDE 
CREDIT 


Third, a real 
leader should 
concede credit. 
Nothing costs a 
man so little and nothing can pro 
vide more pleasure than to give the 
other fellow credit for something 
well done. It is all the more effective 
to do it publicly, if it is appropriate 
to do so. 

The good executive will decide 
what manner of man secures the 
best results for him and his organi- 
zation and try to lead that life as 
an example for others to follow. 

If hard work is what he expects, 
then he himself should be willing 
to put in the necessary extra hours. 
If he expects honesty and integrity, 
he should never compromise the 
truth to the slightest degree. If he 
expects patience, consideration and 
cooperation these qualities he 
must strive to include in his own 
demeanor. 

If he expects his subordinates al- 
ways to do the best that is in them, 
he himself must also have a passion 
for excellence — excellence for its 
own sake. 

Competent men aren’t born. And 
they don’t just acquire their skill. 
They are trained 
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Another 


De Wart 


Save money on all your cutting operations 


FREE IDEA BOOK SHOWS HOW 


Send coupon for your booklet today, See how the 
famous AMF De Walt...the original overhead 
radial arm saw proved in industry for over 30 
years... makes all cutting easier, faster, safer — 
more profitable. 

Page after page of on-the-job photographs, job- 
tested methods, explanations, time-and-motion 
studies, showing... 


® How to reduce capital equipment investment 
60% or more! 


© How to save 75% in floor space alone! 

® How to make possible fast, efficient, straight- 
line materials handling for production-line cut- 
ting operations! 


Name 
Title 
Company 
Address 


POWER TOOLS City 





SUILDING PRODUCTS MERCHANDISER 


® How to give your operators unmatched job 
safety! 
® How to make 17 different, popular saw and 


dado cuts...in less than 17 minutes! 


© New and faster ways to make 17 special cuts! 


®How to upgrade quality of work—auto- 


matically! 
@ And much, much more! 

See why the AMF De Walt” is used in hun- 
dreds of thousands of cutting operations through- 
out industry...why an AMF De Walt for your 
cutting jobs is one of the smartest investments 
you can make, 


De Walt Ine. Dept. AL-56-6, Lancaster, Pa., Subsidiary of Amenican Macuine & Founony Co 


Please send me FREE IDEA BOOK for INDUSTRY 


tate. 


Circle No. 23 on Coupon, page 172. 





—~ 
Lime 


Waua gement 


There’s GOLD 


This article tells why 
you should scrutinize your 
statement carefully and 
what to do then to increase 


your net profits. 


Ira S. Fields, of the certified pub- 
lic accounting firm of Fields and 
Fields, Chicago, is well known to 
the readers of American Lumber- 
man from his previous articles on 
financial management and account 
ing problems. This article is an ea- 
tract from a recent talk before a 
group of Wisconsin dealers. 


My experience with the average 
lumber dealer is that he is not 
well informed about the financial 
end of his business. He is inter- 
ested in achieving volume, even 
if he must cut prices, which often 
is worse than experiencing a re 
duced volume. 

Recently a dealer proudly told 
me that he increased his dollar 
volume 15% by simply marking 
down his prices only 5%. Upon 
hearing this, I expressed my con- 
dolences and went on to explain 
to him that in affect he reduced his 
rate of gross profit from 25% to 
21% and that at the gross profit 
rate of 21% he would have to in 
crease his dollar volume 43% to 
earn the same number of dollars 
that he would have earned had he 
maintained his old prices and sold 
less lumber. In terms of board 
feet, this means that he must 
handle 50.5% more lumber under 
the new price set up in order to 
realize the same net profit (see illus 
tration on page 54) 

The foregoing example is not 
uncommon among that group of 
lumber dealers, who work by the 
method of “by-guess-and-by-gol- 
ly.” This dealer was lost on an un 
charted course. He neglected prop- 
er planning and forecasting. 





ire 8. Plelds 


in Your Operating Statement 


All too often business men look 
at the bottom figure of an operat- 
ing statement to ascertain the 
profit or loss, and then file it away. 
In so doing, they have lost most 
of the value of the statement, for 
future planning should be based 
on the knowledge of past perform- 
ance. Past performance is best 
brought out in properly prepared 
operating statements. 


Study Your Statement 


Last year’s statements should be 
the starting point in planning next 
year’s activities. Careful scrutiny 
of the operating statement will in- 
dicate mistakes made in the past 
and aid in planning the future so 
that guess work in the future will 
be minimized or completely avoid- 
ed. The prudent business man 
should know what the effect of 
each management step will be be- 
fore he takes it. 

You wouldn’t build a house 
without a blueprint. You shouldn't 
conduct your business without a 
blueprint (a flexible budget). 

The first step in preparing a 
flexible budget is ascertaining 
your break-even point. The break- 
even point denotes the sales vol- 
ume required to cover all costs 
and expenses without producing a 
profit. Sales, over and beyond the 
break-even point will produce a 
profit. 

Knowing the necessary volume 
to break even, the dealer can go a 
step further and project with rea 
sonable accuracy the profit or loss 
to be expected at various rates of 
gross profit. At this point, we will 
have developed the basis of a flex- 
ible budget. Such information is 
a must in forming sales and price 
policy. Questions such as wheth- 
er it is wise to decrease the aver- 
age markup to produce more sales 
or conversely, whether it would 
be profitable to increase the mark 
up at the sacrifice of losing cer 
tain customers can be answered. 

There is nothing magical in 
computing the break-even point 
of a business. You yourself or 
with the aid of your accountant 
can and should avail yourselves of 
this all important figure. 

Every dollar of sales must pay 
for the following: 

1. Merchandise 

2. Expenses 

3. Profit (or return on 
ment) 


invest- 


June 


cay 


The cost of merchandise sold is 
often expressed in terms of per- 
centage to net sales. A dealer who 
realizes a 24% gross profit ex- 
pends 76¢ of each sales dollar for 
the cost of his merchandise. 

The balance left after paying 
for merchandise (referred to as 
gross profit) must pay for all op- 
erating expenses and provide for 
a fair return on investment. The 
lumber dealer must pay for yard 
expenses, delivery expenses, ad- 
ministrative and general expens- 
es, as well as interest on loans and 
net discount expense. 


Fixed vs Variable Expenses 


Certain of each class of these 
expenses are of a fixed nature. 
They do not fluctuate with volume, 
but are static. These expenses 
continue in the same amount 
whether sales volume is doubled 
or cut in half. Fixed rental, de- 
preciation and real estate taxes 
are examples of fixed expenses. 

Variable expenses are related to 
the sales volume, They increase 
or decrease as do sales. Examples 
of variable expenses are sales- 
men’s commissions, percentage 
rentals, truck drivers’ discounts 
allowed, etc. 

It should be pointed out that 
certain items of expense have ele- 
ments of both fixed and variable 
expenses. Insurance is an ex- 
ample of this type of expense. The 
portion of insurance premiums 
paid for coverage on building is 
fixed, whereas insurance paid for 
coverage on inventories or work- 
men’s compensation are correlated 
with sales volume. 

Taking last year’s operating 
statements and modifying them 
with an eye towards future events, 
each expense item should be con 
sidered as to whether it is fixed or 
variable in nature or a combina 
tion of both. 

Knowledge of the total expenses 
considered fixed versus those con 
sidered variable together with the 
expected gross profit (based upon 
last year’s gross profit rate) will 
give us the basic elements for the 
computations of the break-even 
point. 

I have prepared an example on 
how to compute the break-even 
point (shown on page 54). 

Figuring Your Profit 

Every dollar of sales beyond the 


break-even volume produces a 
(continued on page 54) 
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... that’s why you’re better off 
dealing through your INDEPENDENT 


PL YWOOD JOBBER ! EVANS PRODUCTS COMPANY, 


DEPT. S-6 PLYMOUTH, MICHIGAN 
Your local plywood jobber helps make your job Plants at: Coos Bay, Gold Beach 
easier, your business more profitable! He’s personally and Roseburg, Ore.; Vancouver, B.C 
1 i ; : Evans Sales Offices: Plymouth, Mich 
C 2t ahead because this helps 
interested in helping you get ahe 1 because this helps New York, N.Y.; Chicago, IIL; 
him, too. He’s ready to provide those valuable extra Tampa, Fla.; Coos Bay, Ore 
services that add up to direct cash benefits for you! 
New business sources, sales promotion ideas, new EVANS PRODUCTS COMPANY 
operating methods—all these and more are offered also produces: E:vanite battery separators; 
. , f Of of y ect yme truck 3 
by your plywood jobber. He’s a plywood expert “e a ts - os me 
, ; ; jus heaters and ventilating systems; 
whose resources are at your service. Deal with him bicycles and velocipedes 


and profit! 


Evaneer is a TM of Evans Products Company 


+ «« DFPA grade-marked for uniform quality Since ia de tniimeaibitin cadiilins titiaaeaild 
EVANEER FIR PLYWOOD 
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profit, which is equal to the per 
centage which fixed expenses bear 
to the “break-even volume”. 

The computation of the break 
even point is not an end in itself, 
for as I stated previously the ba 
for a flexible budget may be 
derived from it 

If we wish to ascertain from the 
foregoing example the amount of 
net profit that should be expected 
if the volume increased to $120, 
000, it is easily determined by 
multiplying the difference be 
tween the $120,000 and the break 
even volume ($80,000) by 15% 
(the percentage by which fixed 
expenses bear to the break-even 
volume). The net profit on $120, 


418 


(A) 


$100,000 
75,000 


Sales 
Cost of Sales 


Gross profit 


Fixed expences 


Variable expense 
Total expenses 


Net earnings before taxes 


Column {A) 
(8) 


Column 


$ 25,000 


$ 3,000 


000 volume would be $6,000 ($40, 


000 @ 


15%). 


We can also determine the re- 
sults of changing the rate of gross 


profit. 


For example, a decline in 


the rate of gross profit from 25% 
to 24% will produce a loss of $6,- 


000 on 


a sales volume of $120,000. 
1% of $120,000—-$1,200" 


Profit determined on $120,000 


volume at 25%, gross profit 


Net profit 


To 48) bac 


$6,000 
$4,800 


. 
) 


a little, I wish to 


point out that when we discussed 


increased 


volume as a result of 


cutting prices, we didn’t consider 


IMPACT OF PRICE CUTTING 


(A) 
100.0%, 


25.0%, 


$ 12,000 
10,000 


10.0%, 


$ 22,000 


3.0%, 


(B) 





$115,000 100.0%, 
90,850 
$ 24,150 21.0%, 
$ 12,000 
12,075 


10.5%, 


1% $ 


A summary of operations before prices were cut. 
Prices were cut 5%. Dollar volume increased 15% as a result of the price cutting. Board feet sold increased 21%, It 


$119,000 
94,000 
$ 25,000 


$ 12,000 
12,500 


$ 24,500 
500 


the additional capital necessary to 

carry out the increase in volume. 
Here are a few guideposts re- 

garding capital requirements: 


1. Sales volume is usually between 2.6%, 
and 3% of net worth. Example: 
$260,000 volume should have a net 
worth of about $100,000. 


Inventory turnover should be a mini- 
mum of 4 times per year 
Example:— 
Company's volume 
Gross profit 
Cost of sales 
Required inventory 


$150,000 = 4 = $ 37,500 


Number of employes in relation to 
ssles volume: one person for each 


$27,000 to $30,000 of sales volume 


25%, 
$150,000 


(C) {D) 


$143,000 100.0%, 
113,000 


100.0%, 


21.0%, $ 30,000 21.0% 


$ 12,000 


10.5%, 15,000 10.5%, 


$ 27,000 


$ 3,000 


will be noted that variable expenses in Column A were 10%, of net sales while in Columns B, C and D they are 10.5%, 


of sales 


(C) 


Column 


This is because 5% more board feet must be handled for each $100 of sales. 
This column shows that in order to realize the same gross profit the total dollar volume must increase 19°. «Since 


ow“ 


this dealef marked his lumber down from $100 per thousand to $95 per thousand, he must now sell 1,052 board feet 
for each $100 of sales. Therefore, the increase of 19%, in dollar volume when converted to board feet is equivalent 
to an increase of 25% in the number of board feet sold. 


{D) 


Column 


This column indicates that if this dealer increases his volume 43%, as 4 result of « 5% price cut, his profit will be 


exactly the same as before the price cut when his volume was less. Remember that 43%, increase in dollar volume 
os « result of @ 5%, price cut, means that 50.5% more lumber must be sold. 


based 


Step 1 


Sales 
Cost of sales 


Gross profit 
Operating expenses 
Fixed expenses 

Variable expenses 


Total operating expenses 


Net profit before income tax 


COMPUTATION OF BREAK-EVEN POINT 


Actua! 
Figures 


$100,000 
75.000 
$ 25,000 


$ 12,000 
10,000 


$ 22,000 


$ 3,000 


NOHO + sd feet befor 


f $100 pr 


Step 2 


» to 
Net 


Sales 

100%, 
75 
25% 

Step 3 


Sales 
Cost of sales 


Gross profit 


Operating expenses 
Fixed expenses 


ad 
Net profit 
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June 


12,000 


25%, less 10%, 


Variable expenses (10%, of $80,000) 


Total operating expenses 


af 


1956, 


Computation of necessary volume to break even 


Fixed Expenses — $12,000 


% of gross profit (25%) minus % of variable expenses (10%) 
1°) 


r 
12,000 == $80,000 


15% 


Proof 
$80,000 
60,000 


$20,000 
$12,000 
8,000 


$20,000 


$ None 
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LAST 30 DAYS TO WIN 
VALUABLE TOOL PRIZES 


Special 5 sheet carton counts 2 points 
instead of 1 toward prizes 


Panelyte dealers all over are coming down the home stretch in the 
big tool promotion contest. And now to make these last 30 days BIG 
SALE days we’re announcing five sheet cartons that will count two 
points instead of one for each square foot. 

And what’s more we include the five most popular colors: Gray 
Pearl, White Harvest and Irish Linen in green, gray and tan. The 
sheets come in the most popular size—30 x 120, one color to the 
carton. These special cartons are available in June only. 


STILL TIME TO WIN PRIZES .. . Remember the prizes you are after 

Stanley Veneer Trimmer, Porter-Cable Bayonet Saw, Porter-Cable 

Belt Sander, Stanley Router and many more. Plus such valuable 
“leisure” prizes as flyrods, reels, cameras, shotguns, golf clubs, ete. 


GET MERCHANDISING HELPS... Make every one of these last days until 
June 30th count. Contact your Panelyte distributor, ask him for the 
many helps—folders, mailing pieces, ad mats, etc. A little extra 
effort can bring you plenty of profit plus the prize you want to win! 
Panelyte Division, St. Regis Paper Company, 230 Park Avenue, 
New York 17, N. Y. 


ST. REGIS 


PANELYTE 
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<> 
Dow presents -Three Big Profit-Makers 


Beauty Queen of the do-it-yourself market, latex paints are now the fast-growing favorite of both contractors and decorators. 


LATEX 
°* PAINTS 


Architects and interior decorators 
join the swing 


to these modern paints 


Stock a complete line of latex paints in a wide range of 
colors and get set for new business! Decorators, architects 
and painters are using latex paint in ever-increasing amounts. 
They know now that no other paints can compare for smooth, 
fast application . . . for quick drying with no painty odor... 
for satisfactory retouching . . . for tough, durable finish 
that’s unusually easy to clean. What’s more, they’ ve learned 
no other paint gives the quality, craftsman-like appearance 
of latex paints! Build up your stock now, Enjoy more profit 


from this fast-growing market. 
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STY RON’ 
plastic wall tile 


.. Urst name in 


guaranteed wall coverings 


The luxury look for bathrooms, kitchens, laundries, 
recreation rooms is now more practical than ever, 
Styron Plastic Wall Tile is first to give the Certified 
Dealer extra value to sell with the guarantee of superior 
quality. You can guarantee that Styron tile meets the 
quality standards of the U.S. Department of Commerce, 
CS- 168-50, and the F.H.A. Ask your supplier, 


’ STY ROFOA M* 
insulation 


How new use opens lucrative 


market in home building field 


Styrofoam (a Dow plastic foam) brings a new, cost 
cutting construction method to builders, This rigid 
insulation adheres permanently to masonry walls with 
portland cement mortar, And plaster keys directly to it 
Furring and lathing are eliminated, Warm, waterproof 
walls are assured, Stock and push this strong, lightweight 
construction with the low “k” factor. See your dis 


tributor right away 


stf oun \ 
CATALOG IH 
| SWEET'S 


ADVERTISED WITH 188,500,000 IMPRESSIONS! 


Tie in now with the biggest promotion of its kind in history 


NATIONAL MAGAZINES— Dow building products are being BUSINESS PUBLICATIONS — Top manag 
sold by advertisements in 14 national magazines such as Dow building product 4 full-page 
The Saturday Evening Post and Better Homes & Gardens in 1956 to bring new customers for 


TRADE PUBLICATIONS— Dow products are being brought to PUBLICITY yw has a Publicity Departmer 
the attention of builders and architects with over 104 pages full time wit ipplying excitil tore 
of ads in magazines like House & Home, Progressive Archi house rgan radio and tel t 
tecture, Practical Builder, et leadin 


t 


you can depend on DOW PLASTICS 
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Gq Wanagement Primer 


Are You Liable for Your Sales Contracts? 


Law makes the difference between a live contract and 


a dead deal. Here is a concise guide to staying in business 


and out of trouble. 


This ia the firat of two articles 
defining rights and obligations gov- 
erning your sales transactions, Con- 
tracts and warranties are discussed 
in thia first article 


Part | 


Everyday, in every sale, you are 
making or perhaps, breaking legal 
contracts. After writing each order 
for your lumber and building prod- 
ucts, you have incurred legal liabil- 
ities. And, you have created certain 
rights for yourself, 

You are at a disadvantage if, as 
a businessman in this industry, you 
do not know or understand your 
legal rights and obligations as given 
and imposed by law 

Law governs your sales transac- 
tions. The time to look at the law is 
beforehand not after you may 
have committed yourself to an ac 
tion that could have costly conse- 
quences of which you are unaware. 

To understand this better, you 
should know some basic facts about 
the law of sales. Here is some in- 
formation for the guidance of sell- 
ers as well as of great value to buy- 
ers. It provides some basic rules 
pertaining to sales, as a measure of 
preventive law, in an effort to avoid 
possible legal pitfalls 

Today, about 34 States and the 
District of Columbia have adopted 
what is known as the “Uniform 
Sales Act.” The remaining states 
have separate laws regulating the 
making of sales 

To comprehend the law of sales 
you should know what constitutes a 
“sale” and how it differs from a 
contract to sell 

To distinguish the difference, a 
sale of goods is an agreement 
whereby the seller transfers the 
property in goods to the buyer for a 
consideration called price. By prop- 
erty, it is meant the ownership or 
title to the goods. Thus, in the case 
of a sale, the title passes at once. 

But, a contract to sell goods is a 
contract whereby the seller agrees 
to transfer the property in goods to 
the buyer for a consideration called 


Ny Bani. W. Mounce, Professor of Law, Uni 
eraity of Maryland, and Roscey D. Srevens 
' D.¢ 


Rusainess Conaultant, Waahingta 
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price. Thus, in the case of a con- 
tract to sell, the passage of the title 
to the goods passes from the seller 
to the buyer at some future date. 


Your Contract 


Sales and contracts to sell your 
lumber and building products are 
contracts. Consequently, they must 
meet the four essentials of a con- 
tract: mutual assent, consideration, 
legality of subject-matter, and legal 
capacity of the parties to contract. 

In brief, if any one of these es- 
sentials is lacking in a given trans- 
action, the negotiations have failed 
to produce a legally enforceable con- 
tract. 

In negotiating sales contracts for 
your lumber and building products, 
you should always keep in mind that 
the requirements of what is called 
the Statute of Frauds must be met. 
That statute states what types of 
contracts have to be in “writing” 
to be enforceable. 

In short, it provides that: a con- 
tract to sell or a sale of any goods 
or choses in action of the value of 
$500 or upwards shall not be en- 
forceable by action unless the buyer 
shall accept part of the goods or 
choses in action so contracted to be 
sold or sold, and actually receive 
same; or give something in earnest 
to bind the contract, or in payment, 
or unless some note or memoran- 
dum in writing of the contract or 
sale be signed by the party to be 
charged or his agent in that behalf. 


Your Warranties 


In order to induce a buyer to pur- 
chase your lumber and building 
products, as a seller, you probably 
make certain representations con- 
cerning your goods. Such repre- 
sentations are usually held to be 
warranties. If, however, the repre- 
sentations of the seller are false 
and the seller knows or should know 
that they are false, and the buyer 
relies on such representations and 
purchases the goods, the seller is 
liable to the buyer for damages 

The terms “warranty” and “guar 
pnty” often seem to be understood 
by many people in business as being 
synonymous, yet they differ mate 
rially. For instance, there are two 
types of warranties, namely, ex- 
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press and implied warranties. 


To clarify this, the law provides 
that, any affirmation of fact or any 
promise by the seller relating to the 
goods is an express warranty if the 
natural tendency of such affirmation 
or promise is to induce the buyer 
to purchase the goods and if the 
buyer purchases the goods relying 
thereon. 

However, remember that, no af- 
firmation of the value of the goods, 
nor any statement purporting to be 
a statement of the seller’s opinion 
only, shall be construed as a war- 
ranty. But, if it can be shown that 
the buyer purchased your lumber 
and building products, relying upon 
his own judgment and not upon the 
representations of seller, the buyer 
would be unable to recover judg- 
ment against the seller for the al 
leged breach of an implied war- 
ranty. A mere affirmation or state- 
ment of the seller of his opinion as 
to the value of the goods does not 
constitute a warranty. 


For instance, suppose you merely 
say to the buyer that your lumber 
and building products are worth 
much more than you are asking. No 
warranty is created. Suppose you 
make a general statement like “a 
good buy” or “this merchandise 
cannot be duplicated for double the 
money?” Such statements are held 
to be sales-talk or puffing. You 
should keep on using them—but be 
sure they are facts. 


However, different people might 
have different ideas as to what a 
given product is worth; therefore 
you should regard such a statement 
of worth as merely opinion. 


Implied Warranty 


Equally important to evaluate is 
that the law provides for implied 
warranty in sale by description. For 
example, it is provided that: where 
there is a contract to sell or a sale 
of goods by description, there is an 
implied warranty that the goods 
shall correspond with the descrip- 
tion and if the contract or sale be 
by sample, as well as by description, 
it is not sufficient that the bulk of 
the goods correspond with the sam- 
ple if the goods do not also corre- 
spond with the description. 


A general rule is that warranties 
of the seller do not “run with the 
goods.” In other words, the war- 
ranties of a seller of lumber and 
building material or supplies to a 
buyer do not continue to be effec- 
tive and binding against the seller, 


(continued on page 60) 
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SA-13 METAL SIGN 


28” x 20” for outdoor 
locations—fences, 
sheds, sides of trucks 
and buildings. 


SA-22 STREAMER, 


4" x 22". Self-adhesive. 
For truck bumpers, 
windows, doors, walls, 
fences, etc. 


ORANGEBURG 
NOMA TIO +) | -) = 
oe ae 


— 


=| =—/ — 


NE LIFE! 


>a 


guy IT HERE 





BUY IT HERE 


pow my WINDOW STICKER 


7" x 10” for inside 
of windows or 
glass doors, etc, 








SA-2 DECAL, 8” 
SA-3 DECAL, 6” 


For inside or outside of 
glass doors, windows - 
for truck doors, walls 
and similar locations. 


SA-14 LEAFLET 


For handouts or mailing to 
prospects or users explaining the 
advantages of Orangeburg Pipe. 


SA-12 DISPLAY CARD 


For use with Orangeburg 
Fittings for counter, 
window or floor. 


ORANGEBURG MANUFACTURING CO., INC., Orangeburg, MN. Y. + West Coa 


AL-66 
FILL OUT COUPON AND MAIL 


TO ORANGEBURG PLANT SERVING YOU 


Name... ; , 


Address....... 


City 


We Buy 
Orangeburg From 





Char OF - 
ee _— 
> 
"SCS Toveets 
= 
eed 


A\(s 
using these 
Free Signs 
and 

(0 

identity 
yourself as 
ils 


for 


(rangeburg 


Pipe and 
Fittings ? 


st Plant: Newark, Calif. 


SPECIFY MATERIAL 
AND QUANTITY YOU WANT 


SA-2 
SA-3 
SA-12 
SA-13 


SA-14 


SA-19 


SA-22 
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..-the fully automatic Friden Calculator 
is busy in hundreds of sawmills, lumberyards. 
This is no ordinary caleulator— it’s 
The Thinking Machine of American Business, 
performing more steps in figure-work 
without operator decisions than any other 
calculating machine ever developed. 


Anyone can learn to operate it quickly! 


cpr 


PAYROLL CALCULATIONS 


Free Booklet 
shows you the way to 


Friden Street _... coupon below 


eeeeeeeeeeeeeeeee ee eeeeeeeeeeeeeee or write on your 
business letterhead 


Friden Street figuring is automatic, 
accurate, handled at a fraction of 
your present time costs, See it at 
work in this valuable booklet! 
Here, too, are tables for computing 
board feet, mill costs per M feet, 
estimating areas in square feet, in 


voicing pointers 


Friden Calculating Machine Co., Inc. 
Dept. AL-656, San Leandro, California 


Please send Lumber Calculations booklet 
Name. 
Firm Name 


Address 


City Zone___. State 


Friden sales, instruction, service available throughout the U.S. and the world 
PTTTITIIIiIIiliiiiii lili iii iii iil 
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SALES CONTRACTS 
(begins on page 58) 





if the buyer should afterwards sell 
the goods to someone else. 

Undoubtedly, some manufactur- 
ers of lumber and building products 
often warrant their products 
“against defects in material and 
workmanship” for a designated 
period of time. 

However, the courts, in such 
cases have usually held the manu- 
facturer liable to the ultimate pur- 
chaser on such warranties. How- 
ever, if the parties so agree, and 
it is not forbidden by law, the 
parties may agree that the goods 
are sold by the vendor to the vendee 
without any warranties, either ex- 
press or implied. 

(This series will be concluded 
with a discussion of remedies for 
breach of warranty and other point- 
ers relative to the execution of sales 
agreements. ) 





IDEA-A-MINUTE 


(begins on page 34) 


More Self-Service 


When we open our new showroom 
in a few weeks we'll stress one-stop 
shopping for building materials. 
For awhile, we'll have our salesmen 
assist customers make their selec- 
tions. Eventually, we hope to in- 
stall a check-out counter and switch 
to complete self-service. 

Specialty items will get more 
promotion from us. Medicine cabi- 
nets and other bathroom accessories 
have moved well for us and in our 
new store we will have special dis- 
plays for these items. A lumber 
dealer needs some of these long- 
profit specialties to make up for the 
low markup he gets on lumber and 
other materials.—C. A. Chapman, 
vice-president, Builders Lumber 
Co., Moline, Tl. 


Will Promote OHI 


We're going to promote Opera- 
tion Home Improvement at the local 
level so we can get some of the 
benefits of the millions being spent 
for national promotion. 

Since we're located in a neighbor- 
hood where the average home is 30 
years old, there’s a substantial mar- 
ket for home improvements and re- 
modeling jobs. 

Our yard will offer weekly cash 
prizes to the best remodeling or re- 
pair job done by our customers. 
Soon as the weather gets warmer, 
we’re going to start an aggressive 
promotion campaign in the neigh- 
borhood newspapers and the editors 
will give us a plug in the news 
columns. — Joe O'Neil, manager, 
Andrews Lumber & Millwork Co., 
Chicago, Il. 


1956, AMERICAN LUMBERMAN AND 





UTICA LUMBER DEALER EXPLAINS BOOST IN PROFITS 


How one simple decision 


made money for us 


by FRED S. KELLOGG, Ill 


E COULDN'T understand it. We were doing moré 
business than ever... sales were rising . . . and 
yet, profits were falling off. So we took a long look at 
our problem, and here’s what we found: 

© gross business growing 

¢ “bread and butter” products doing well in sales 

e overhead, labor and handling costs up 

* competition keeping profit margins down 
There was only one thing to do: find products that 
would make more net profit per sale for us. So we 
reached this simple (and now, so obvious, decision ) 
we would feature products of high profit margin and 
high market demand. We chose large power tools, spe- 
cialty building products and high profit wall material. 

In that last category, it was a simple decision to 
choose the Weldwood line. We chose it because only 


This Is the kind of Weldwood" display that has boosted our 
profits Featuring many types of pane ling, it’s a salesman all by 
itself! And with our trained sales force he Iping it, we've got an 
unbeatable selling team 
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Fred S. Kellogg, III, Secretary, Charles 
C. Kellogg & Sons Co., Utica, N. Y 


Weldwood offered us (1) a product line with variety, 
new products and new ideas, (2) a company reputation 
for really standing behind products even giving 
every piece ot wall pane ling mate rial a life time guar 
antee, (3) the higa st, best and most effective advertising 
program in the industry, (4) plenty of help in displays 
sales promotion and our own advertising and (5) ex« el 
lent service from a nearby warehouse 

Are we glad we pl ke d and fe atured Weldwood! We 
took an 8’ x 21’ wall and pane led it with different 
kinds and varieties of Weldwood pane ling really 
made it an “interior decoration” or “home planning 
center instead of just a display space. We trained ou 
salesmen to sell the customer on the beauty of wood 
the lifetime of trouble-free maintenance wood offers 
the way Weldwood adds sound value to any home 
and how, over a few years, it actually costs no more 
than ordinary plasterboard and paint 

We found a lot of “side feature: too: we needed 
less storage space and we were able to cut handling 
and shipping costs. We got wonderful free word-of 
mouth advertising all over the Utica area. For when 
anyone installe d We ldwood Paneling the whole neigh 
borhood heard about it and us. And that’s no idle 
guess. We could feel the effects in showroom interest 
and it sale S 

rhe results of switching to the Weldwood line have 
been more rewarding than we hoped for, Not only is 
the sales curve rising, but that all important net profit 
line is going up! There's no reason it can't happe n in 
your yard wherever it is. We found we got a lot of 
help from the U. S. Plywood re« presentative from the 
Syracuse office. I wish for your own sake vou'd see your 
Weldwood re presentative or send this coupon, Give the 
Weldwood pe ople a chance to show what they can do 


for you 


United States Plywood Corporation 
55 West 44th St., New York 36, N. Y 


Gentlemen: I'd like to know what you did for Fred Kellogg 


and what you can do for me AL 6-11-56 


COMPANY 
ADDRESS 


city 


| 
| 
| 
| 
| 
| NAME 
| 
| 
| 
| 
| 
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WIILHOLD @ 


GLUE 


TAL Kaotry / 


The ONLY line that 

has the type and 

package for ALL 
your trade 


SSS SASS SASASAY 


Handy sizes in re-fill 


the 


ah 


_ ne st 


Aeeeeeee 
So ee 


Easy to use 
squeeze bottles 
in 2, 4, 7 and 
170z. sizes. Wil- 
hold glue is the 
best merchan- 
disedand fastest 
moving line. 


Pails and Drums for ne 
tion shop economy 


be pose 


Wilhold white glue : 
jars ; 


is available in 
from 40z.to 1 gallon, 


“4 and five gallon pails ; 


and drums for reserve 
shop supply. 


There’s a Wilhold glue for 
every need 


Wilhold glues in- 
z clude : : White glue, 
* Waterproof, Con- p= 
% tax,Re-StikCement, 
: * Builders Ac ihesive 
and Concrete Ad- 
z hesive. Assorted in 
; one shipment. 


- 
« 
« 
« 


Big sales potential in 
Concrete Adhesive 


over cement and mas- 
resurfacing and 
pat hing rconcrete 
a Seadinn 
course for plaster, 


for painting 


onry for finishing 


a 


Write for free samples, catalog 
sheets and the names of jobbers 


WILHOLD who can service you. 


PRODUCTS 
WILHOLD PRODUCTS CO. 


Chicago 44, Illinois 
Ad, #1008 los Angers | 31, Calif. 
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Color-coded cards used 
Carolina dealer to 
classify three different types 


of accounts. 


A simple analysis plan—-which 
tells where sales come from—helps 
the H & S Lumber Co., Charlotte, 
N. C., increase their gross and net 
profits by more exact sales plan 
ning. 

According to executive vice 
president Dwight Davis, the two 
year-old plan involves use of color 
ledger cards. Green cards 
are for commercial-industrial ac 
counts, blue cards for contractors 
and yellow cards for consumer and 


coded 





* | remodeling sales 
: “If you 
* |}come from,” 


know where your sales 
says Dwight, “you can 
|strengthen your weak spots and 
|plan your overall sales campaign 
intelligently. 

| “Whenever we wish, we can run 
off totals of sales in our three clas- 
sifications. The system is especially 
helpful for first-of-the-year plan- 
ning. For example, after the first 


lune 1] 


INTELLIGENT SALES PLANNING is made easier with color-coded ledger system 


Helpful Aids to Sales Analysis 


system was in use, it was 
apparent that we needed more 
high-profit remodeling sales. In 
1955, we concentrated on selling 
materials for remodeling pack 
ages; when the year was over, 30% 
of our gross income had come 
from remodeling,” he explains. 

Other the 
helps: 


year the 


ways analysis plan 


Advertising: The records help 
in budgeting funds for advertising 
for the year. The firm budgets 
about 1% of its $114 million-plus 
annual gross for advertising. Be 
cause of the drive to attract more 
remodeling sales, 3% of the gross 
from remodeling sales is invested 
in advertising. 


Placing salesmen: The sales rec 
ords are also helpful in determin 
ing where sales representation is 
needed. They also reveal how a 
salesman is doing in a particular 
category. ° 


Hiring salesmen: “With our 
knowledge of sales sources,” says 
Dwight, “we can hire new men 
much more intelligently. When we 
know exactly what we need a man 
for, we can do a much better job of 
screening applicants.” 

MBERMAN 
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CELOTEX FULL-THICK REFLECTIVE BLANKETS 


Two insulating materials in one product. Rock Wool Blan- 
kets plus Reflective Insulation consisting of polished heat- 
reflective coating of aluminum flakes, protected by film of 
aluminum oxide, bonded to tough-fibered “ breather - type 
kraft paper base with waterproof adhesive. Non-conductor of 


electricity, non-corrosive. This blanket is specially developed 


for insulation of top-floor ceilings in air-conditioned homes, 


provides maximum insulating efficiency against the flow of 
both radiant heat and conducted heat. 24” and 96” lengths 


CELOTEX MEDIUM-THICK REFLECTIVE BLANKETS 


2-in-1 blankets, insulating against both radiant and conduc- 
tive heat, designed particularly for sidewalls in air-condi- 
tioned homes. A desirable inner wall air space is provided 
Available in 24” and 96” lengths. 
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DOES DOUBLE DUTY... 


gives your customers 
note insulation vale 
pet dollar. 


With the in reasing demand for air conditioning in today's 
homes, builders, prospective homeowners, and “Do-It 
Yourself” remodelers are more insulation-conscious than 
they ever were before! 

New advantages make Celotex Reflective Rock Wool 
Blankets more saleable, more profitable than ever. “SPUN 
PROCESS produces longer, livelier fibers, for even greater 
lightness and resiliency! Here is protection against both 
radiant and conducted heat flow through simmer and win 
ter giving more insulation value pet dollar at an in 
between price” that appeals to both builders and home 
owners! Effective two-way, year-'round insulation! 

New Celotex Reflective Rock Wool Blankets provide the 
uniform high quality, top insulating value, and permanent 
efficiency that mean more insulation business for you. Clean 
Pre-cut lengths save cutting and fitting 


full-thick and medium with 


ling 


uniformly thick 
time. Two thicknesses 
§ for nailing or taj 
Cash in now on the demand for this lighter, more resilient 


ag barrier and reinforced flange 


reflective insulation. Stock, display, promote immediately 


Contact your Celotex Wholesale Distributor for 


amy les 


Sales come easier — when you feature genuine 
Salo, 


FIC ELOTEX 


“ape REG. U S PAT OFF 


REFLECTIVE ROCK woo. SEANRET 


THE CELOTEX CORPORATION 20 $. LASALLE $T HICAGO 3 NO 
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Why you get 


INnnolre 


help in selling 
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No other window line includes all the features of 
weather-tightness, operating ease and complete satis- 
faction found in Curtis Silentite double-hung windows, 
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No swinging no rattling...plus maximum weather- Used sideways as awning windows — upright as case- 
tightness — these features make Curtis Silentite casements ment sash—Curtis Silentite Convertible windows 
top favorites with home owners and builders. Heating and air provide more than 1000 window combinations. Life- 
conditioning costs go down when these casements are used.  time-lasting Zytel nylon hardware is furnished. 


CURTIS 
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wooowork J DILENTITE 


heart of the home wach mac sinminma 
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Silentite windows 


Easiest window to sell! That’s what lumber and building materials 
dealers say about Curtis Silentite windows. The reason? These 
guaranteed wood windows have a combination of advantages that 
appeals instantly to builder and home owner alike—a combination 
which no other windows can match. For instance: 


weather-tightness Curtis Silentite Windows combine 
the natural insulating qualities of wood with special construction and 
weather-stripping features to reduce air leakage to a minimum...save 
money on fuel and air conditioning costs...increase livability. 


operating ease Curtis double-hung Silentite Windows 
free owners from the annoyance of windows that stick, bind or jam 
Curtis Silentite casements have a special operator that makes open- 
ing and closing them child’s play. Curtis Convertible windows com- 
bine weather-tightness and easy operation. 


beauty In keeping with today’s demands for modern, trim 
design, Curtis Silentite Windows are streamlined to meet all archi- 
tectural styles...frames and sash are slimmed down to add glass 
area. Special Mitertite narrow trim is a show-off for beauty. 


economy With Curtis Silentite Windows, owners are guar- 
anteed lasting value. Curtis uses only top-quality materialsa—the 
finest wood, specially designed hardware, and expert craftsmanship 
of 90 years’ experience in making fine windows. Remember, all Curtis 
windows are GUARANTEED 


convenience Curtis Silentite Windows come as complete 
units, pre-fit and packed ready for quick assembly in any home, any 
type wall. Every part of the complete unit is tailored at the factory 
to fit perfectly, thus cutting actual installation time to the bone—a 
welcome money-saver for the builder and owner 


24-page, 4-color window idea book giving, complete information 
about Curtis Silentite windows. Send now for your copy. 
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Curtis Companies Incorporated 4 LF, 
Clinton, lowa Ming” 


Clinton, lowa © Wavysau, Wis. © Chicago, Ill. © Sioux City, lowe « Lincoln, Nebr. 
Topeka, Kans. ¢ Minneapolis, Minn. ¢ New London, Wis. © Seranten, Pa. « Oconto, Wis. 
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PRICE LIST EXPERT B. B. Barbet 
Jr., shows his price zone map. When 
a lumber price changes, it must be 
re-figured 29 times, once for each 
zone 


GY erp een Primer 


Make every sale prof- 
itable by following this 
step-by-step procedure 
for setting up your price 
list. 











A price list expert tells you 


How to Have a Better Price Book 





PRICE LIST CALCULATORS : L 
Laura Harmon and B. N Are you satisfied with your price 


Davis work on a new price list? By referring to it can you or 

sheet. Just overhead is a 12 any member of your staff instantly 

foot shelf of wholesale price quote a _ profitable, competitive 

guides price? Or are you likely to become 

confused with dog-eared pages and 

illegible, poorly organized figures? 

Does your price list cover ade- 

PROPERLY PREPARED quately the thousands of items you 

PRICE sheet is easier, more regularly stock? Does it show the 

accurate to use. Price lister latest price on all items, or at least 

B. N. Davis carefully rules a on your major items? If not, this 

price book page for Barber's article ia for you. It 12a guide to 

service retail lumber dealers on price list 
making. 

If you have a current, accurate, 
neat, complete and usable price list, 
you should value it more than dia 
monds or rubies—and probably you 
do. For such a price list is not 
developed easily, nor is it kept alive 
without attention to it every day. 


You can make your price list job 
easier by heeding the advice of 
price list expert “Bud” Barber of 
Fresno, Calif. He knows all the 
problems of creating retail lumber 
yard price lists, for there are few 
men in the U. S. who have pre 
pared more of them than he has 


Barber, known formally as Ber- 
nard B. Barber, Jr., is the manager 


(continued on page 68) 
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YALE is first again with the only 


New Low Cost 
FIRE-INSULATED HOME SAFE! 


Most exciting 
high potential 
item in years 


This great new YALE item is 

a sure, fast seller because it 

fills a long felt need at low cost 
Here's theft and fire-insulated 
protection for the homeowner’ 
mnportant papers jewelry money, 


camera, etc, And takes only 


minimum display space 


WALL SAFE 


FITS BETWEEN STUDDING 


vide, 16” high, 9” deep 
isy to install in any home 


12 
I 
Yate combination lock has 10,000 


FLOOR SAFE 


Sets flush into floor between 
joists. Has Yate Pin 


lumbler Cylinder; two keys 


Now a new 
sense of.security 
for the home 


for new or existing homes 


2 741 cubic inch capacity. More than 3 times be 
/ bor full details write to 


space of ordinary safe deposit box THE YALE & TOWNE MFG. CO 
” 2 4 


| 
| 
1 
l 
| 
| 
1 @ Wall safe can be concealed behind picture on wall. LOCK & HARDWARE DIVISION 
& Simple instructions tell owner how to WHITE PLAINS, N. V 
i 
| 
! 


set his own combination. "law h Pa OF 
@G teed by YALE—famous fo 
na toe wag =" YA Le & TOW N E 
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new price sheets per minute with this high-speed offset press. 





PRICE BOOK 


(begins on page 66) 





of a Fresno firm extending service 
to the retail lumber industry. The 
firm name is Bernie Barber & As- 
sociates. It was founded by Bar 
ber’s father, a man who had lengthy 
careers as a lumberyard employe, 
lumberyard owner and retail lum- 
ber association secretary before his 
death several years ago. Bud, pres- 
ent head of the firm, didn’t learn 
his trade solely from his father, 
either; before joining the present 
organization he put in his time in 
the employ of a large northern 
California line yard concern. 


Price book issued. The main 
activity of Barber’s organization is 
the publication of “Barber’s Mat 
ket Report of Approximately Cur- 
rent Wholesale Costs.” This is a 
service designed for retail lumber 
dealers in northern California and 
in Arizona to keep them up-to-date 
on prices of many materials. The 
service is rented by the retailer. 
It consists of a big, loose-leaf binder 
containing approximately 300 
pages. Revisions to these pages are 
mailed to the subscribing retailers 
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every Friday afternoon. An aver- 
age of 12-15 pages are revised each 


week. Included in the big book are 


the current wholesale prices of ap- 
proximately 1,200-1,300 different 
items, not including different sizes. 

This wholesale price is the deal- 
er’s delivered price at his ware 
house. Barber’s organization calcu- 


lates freight on all items and adds 
it to the basic wholesale cost. The 
total is quoted in code. Also an un- 
coded number is shown for each 
item. This number is the total of 
the dealer’s landed wholesale price 
plus a percentage figure. The per- 
centage figure or “arithmetical ad- 
dition to the dealer’s cost,” as Bar- 
ber terms it, is enough to enable 
the retailer to use it as a selling 
price if he chooses. 


What to add. Percentages vary 
in making this arithmetical addi- 
tion. This depends on a number of 
factors. 

“We figure, for example,” Barber 
said, “that a proper arithmetical 
addition to the dealer’s cost for 
western red cedar shingles is 85%. 
This is one of the lowest percent- 
ages we use. It is low because with 
shingles there is no loss from prod- 
uct fall-down. If a retailer uses the 
resulting figure as a selling price 
he will make money, provided his 
operating costs are no higher than 
average. 

“Our lumber arithmetical addi- 
tions run 40-45-50%,” Barber ex- 
plained. “We do this to take care 
of slow movers and fall-down. In 
summer in our region there is 
heavy lumber fall-down due to 
green lumber stored outside becom- 
ing sunburned. 

“Our percentages were worked 
out as a result of findings on what 
a dealer must get in each product 
group for profitable operation. They 
are not necessarily what actually 
prevails in price for each item 
locally. Our own feeling is that 
these additions are goals which 
proper operation of a retail busi- 
ness can achieve. They are guides.” 

Price list help. Using Barber’s 
market report book as typical of 


what a good retail price list for 
lumberyards should be, we find a 


(continued on page 70) 





and become illegible. 
for details.) 


positive lock. 





10 Tips to a Better Price Book 


When a new set of prices is added to your price book, insert that 
page in the same place as the page it replaces. 

Note on each sheet the date the pricing was done. 

Give the new page the same number as the old page. 

Maintain a table of contents in your price book and follow it. 
Avoid carbon copies in your price book. They are likely to smear 


Show your purchase price as well as your selling price. (See article 
Use a high-grade binder which has a stiff cover, large rings and 
Use stiff paper, which can stand up under rough usage. 


Leave @ space or draw a line beneath every four or five lines of 
printed matter. It makes it easier to locate individual prices. 
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In just one month | From attic gloom 


6,767 | to extra room! 


PEOPLE 
ASKED US 
HOW T0 


BUILD 
THIS ROOM 


ATIONAL GYPSUM is building 
N husiness for you with Gold 
tond Insulation Plank and Tile. Your 
best prospects are indicating increasing 
interest in these versatile building 
products. 6,767 people sent in coupon 
for plans of the room featured in 
the Gold Bond ad shown here! These 5 
people were referred to the Gold Bond NOW YOU CAN TURN [hal waste space fastening. You can choose ivory 
dealer in their neighborhood they me into a cozy extra room for your fam blend of four harmonizing color 
to him for Gold Bond ae ily, for guests (or just for fun') See how the cost is far less than you'd 
Gold Bond Insulation Planks and Ceiling possible! 
Tiles work magic in this dingy attic 
This builds business for Gold Bond They'll do the same in your basement FOR THE CBILING use handsome, Gold 


Dealer And thi n't the only way we house extension, or anywhere. And they'll Bond Insulation Til They absorb sound 


had to come 


Plank and Tile 


can help you build business directly keep you warmer in winter, cooler in just like the Insulation Planks on your 
at vour local level, where the dollar summer, too! wall are perfect for a bedroom, add 
ring into your cash register: restful quiet to a den or game room 
COSTS LITTLE easy-to-do Gold 

Use the powerful sales aids described Bond Insulation Plank ome ready-cut YOUR GOLD BOND DEALER | 


n the new Gold Bond Insulation Board ready to install no painting or paper 


t } P j 


Sales Helps Kit contains sample ing needed. Just nail or staple them in ‘ hel th ea tern 
or illustrations of newspaper mat adio place. Special edges hide either type of 
cripts, displays, display racks and 


literature. They’re aimed at 


NATIONAL GYPSUM COMPANY 
Buffalo 2, N.Y. 


Send for SALES HELPS KIT TODAY! “Wotan at . ol 
Contains fu nformat } push sak ut - fuel > 


Includes hand rder blank f FREE 1 


every prospect in your market! 


| ema came | Ml 


National Gypsum Company, Dept AL-668 


sie ew to "| INSULATION 


BOARD MOU) Matyi tl 


PRODUCTS Mitr teey i) ilar 


NATIONAL GYPSUM COMPANY 





Pas ra J 


PRODUCTION TECHNICIAN ROY KNOELKE produces hundreds of 


new price sheets per minute with this high-speed offset press. 





PRICE BOOK 


(begins on page 66) 





of a Fresno firm extending service 
to the retail lumber industry. The 
firm name is Bernie Barber & As 
sociates. It was founded by Bar 
ber’s father, a man who had lengthy 
careers as a lumberyard employe, 
lumberyard owner and retail lum- 
ber association secretary before his 
death several years ago. Bud, pres- 
ent head of the firm, didn’t learn 
his trade solely from his father, 
either; before joining the present 
organization he put in his time in 
the employ of a large northern 
California line yard concern. 


Price book issued. The main 
activity of Barber’s organization is 
the publication of “Barber’s Mar 
ket Report of Approximately Cur- 
rent Wholesale Costs.” This is a 
service designed for retail lumber 
dealers in northern California and 
in Arizona to keep them up-to-date 
on prices of many materials. The 
service is rented by the retailer. 


It consists of a big, loose-leaf binder 


containing approximately 300 
pages. Revisions to these pages are 
mailed to the subscribing retailers 
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every Friday afternoon. An aver- 
age of 12-15 pages are revised each 


week. Included in the big book are 


the current wholesale prices of ap- 
proximately 1,200-1,300 different 
items, not including different sizes. 

This wholesale price is the deal- 
er’s delivered price at his ware- 
house. Barber's organization calcu- 


lates freight on all items and adds 
it to the basic wholesale cost. The 
total is quoted in code. Also an un- 
coded number is shown for each 
item. This number is the total of 
the dealer’s landed wholesale price 
plus a percentage figure. The per- 
centage figure or “arithmetical ad- 
dition to the dealer’s cost,” as Bar- 
ber terms it, is enough to enable 
the retailer to use it as a selling 
price if he chooses. 


What to add. Percentages vary 
in making this arithmetical addi- 
tion. This depends on a number of 
factors. 

“We figure, for example,” Barber 
said, “that a proper arithmetical 
addition to the dealer’s cost for 
western red cedar shingles is 85%. 
This is one of the lowest percent- 
ages we use. It is low because with 
shingles there is no loss from prod- 
uct fall-down. If a retailer uses the 
resulting figure as a selling price 
he will make money, provided his 
operating costs are no higher than 
average. 

“Our lumber arithmetical addi- 
tions run 40-45-50%,” Barber ex- 
plained. “We do this to take care 
of slow movers and fall-down. In 
summer in our region there is 
heavy lumber fall-down due _ to 
green lumber stored outside becom- 
ing sunburned. 

“Our percentages were worked 
out as a result of findings on what 
a dealer must get in each product 
group for profitable operation. They 
are not necessarily what actually 
prevails in price for each item 
locally. Our own feeling is that 
these additions are goals which 
proper operation of a retail busi- 
ness can achieve, They are guides.” 

Price list help. Using Barber’s 
market report book as typical of 


what a good retail price list for 
lumberyards should be, we find a 
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and become illegible. 
for details.) 


positive lock. 





10 Tips to a Better Price Book 


When a new set of prices is added to your price book, insert that 
page in the same place as the page it replaces. 

Note on each sheet the date the pricing was done. 

Give the new page the same number as the old page. 

Maintain a table of contents in your price book and follow it. 
Avoid carbon copies in your price book. They are likely to smear 


Show your purchase price as well as your selling price. (See article 
Use a high-grade binder which has a stiff cover, large rings and 
Use stiff paper, which can stand up under rough usage. 


Leave a space or draw a line beneath every four or five lines of 
printed matter. It makes it easier to locate individual prices. 
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In just one month 


6,767 
PEOPLE 
ASKED US 
HOW T0 
BUILD 

THIS ROOM 


ATIONAL GYPSUM is building 
Hbusiness for you with Gold 
tond Insulation Plank and Tile. Your 
best prospects are indicating Increasing 
interest in these versatile building 
products. 6,767 people sent in coupons 
for plans of the room featured in 
the Gold Bond ad shown here! These 
people were referred to the Gold Bond 
dealer in their neighborhood they 
had to come to him for Gold Bond 


Plank and Tile 


This builds business for Gold Bond 
And thi 


you build business directly 


Dealers isn t the only way we 
can help 
at your local level, where the dollar 
ring into your cash register 

Use the powerful sales aids described 


soard 


n the new Gold Bond Insulation 
Sales Helps Kit 


or illustrations of newspaper mats, radio 


contains sample 


cripts, displays, display racks and 
literature. They’re aimed at 


every prospect in your marh et! 


Send for SALES HELPS KIT TODAY! 


sine fu nformati 


ar 
Includes hand rder t 


~ From attic gloom 
_ to extra room! 


NOW VOU CAN TURN that waste space fastening. You can choose ivory or a 
intO a cozy extra room for your fam blend of four harmonizing colors. And 
ily, for guests (or just for fun!) See how the cost is far less than you'd think 
Gold Bond Insulation Plank 
Tiles work magic in this dingy atti 
They'll do the same in your basement, 
And they'll 


cooler in just like the 


and Ceiling possible! 

FOR THE CB&ILING use handsome, Gold 
Bond Insulation Tile They absorb sound 
Insulation Planks on your 


house extension, or anywhere 
keep you warmer n winter 
summer, too! wall are perfect for a bedroom, add 
restful quiet to a den or game room 
COSTS LITTLE easy-to-do Gold 
Bond Insulation Planks come ready-cut 
ready to install 
ing needed. Just nail or staple them in even help ye vith ¢ term ce } 
Special edges hide either type of ] 


YOUR GOLD BOND DEALER | 


no painting or paper « material, b ! j need 


place 


NATIONAL GYPSUM COMPANY 
Butfaio 2, N.Y. 


' w to push sales UI 
FREE mater 


National Gypsum Company, Dept AlL-666 
Buffalo 2, New York 


| INSULATION 
BOARD 
PRODUCTS 


Gold Bond 


BUILDING PRODUCTS 


NATIONAL GYPSUM COMPANY 





There is no other 
WATER VAPOR BARRIER 


lik 
Aichheage « 


@ Richkraft is 
effects of Fungi 


impervious to the 

The Kraft sheets 
are treated with special fungi- 
cide. Meets all F.H.A. and V.A., 


Requirements 


@ Richkraft is made up of two 
heavy Kraft sheets bonded together 
with Asphalt 
fect water vapor barrier. 


This makes it a per- 


@ Richkraft is the lowest cost mem- 
brane capable of meeting moisture, 
vapor and fungus conditions. 


Richkraft is tough! It is easy to 
Jay can do all the 
work necded—Richkraft 65 costs 
less laid down than two layers 
of 15 Ib. felt mopped or 55 Ib. 
roofing. It 


Two men 


is clean—no sticky, 


tacky surface for the following 


trades and there is a size for every 


job 4,4, 6, 7 and 8 ft. wide. 
V. A. and F.H.A. accepted 
in lieu of felt membrane 

or 55 Ib. roofing. 

eee? 
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at put other Ric ° 

a 000 he re is a Ric hkrafe : 

* 

heet for every ‘ : 

Reinforc ed Water-proof Papers, ° 

Richflex Re flective Insulation, . 

Black Papers and Red Rosin — : 

id here 15 Richbead, the ° 

ond ye t both interior ° 

metal corne ° 

- 

> 

° 


, 
Papers purpose — 


for 
and exterior corners 
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SION 


Chicago 10, Illinois 


THE RICHKRAFT CO 
Dearborn Street 


Gentlemen Al 


Vell me more about Richkraft 65 and send samples. 


NAMI 
ADDRESS 
TOWN 


ZONI STATI 
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SAdddd AAAAAAL 


JOYCE SCHMIDT demon 
trates how she separates the 
hundreds of price list changes 
the 
criber 


ervice j ue to 
each 


ub 


week 


WITH MODERN reproduction 
equipment sarbe! market 
reports are produced speedily. 
Here Joyce Schmidt operates 
camera as Roy Knoelke makes 
a printing plate 


number of points to help in price 
list preparation 

First, the binder containing the 
price sheets has a stiff cover. It 
has large rings with a_ positive 
lock. It is not merely a cheap note 
book, but a high grade binder which 
will protect the valuable price 
sheets in addition to lending dig 
nity to them. 

Use paper strong enough to stand 
continuous usage without being 
torn out of the book easily. The 
paper should be of a type which 
does not smudge readily. 


Cost code. To protect your pur 
chase price, show it in 
your price sheet. Barber uses 
code phrase, “Come and buy,” with 
each letter standing for a single 
digit. Thus, the symbol COM means 
123 in Barber's which a re 
tailer can easily translate into $1.28 
or $123 required by the mer 
chandise in question 


code on 


the 


code, 
as 


Barber says it is ¢ 
how to add and subtract in 
instead of numbers; thus 0 plus 0 
equals E in The letter Z is 
used as a repeat sign 


learn 
code 


asy to 


code 


Product data is useful to have 
in a price book. Such material, or 
ganized in brief form, may be found 
in the American Lumberman Dealer 
Products File, dated April 2. In 
clude in your price book such 
group of product 


on each 





be useful in disc ussing and com 


lune 


5 
' 


herr 


1956 
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pleting the writing of an order. 
This data would include sizes, pack- 
aging and weights 


Price as a sales aid. 


cialist in price list 
ber’s observations 


As a spe 
writing, Bar- 
are of interest 
price as a inducement : 
“Perhaps it is because of the diffi- 
culty of maintaining a good price 
list that many retail lumber dealers 
regard price as the most important 
element in getting the business, if 
not the only element. However, in 
my experience, it is not the all 
important thing some feel it is. 

“It is not necessary to be low, 
in my opinion,” he added. ‘“Every- 
one can cut the price to get busi- 
ness, but smart operators are mak 
ing money by offering service for 
which people will pay. 

“Sure, people will shop, but the 
dealer who offers customer-wanted 
service will sell large volumes of 
produc ts ata profitable price Such 
a dealer, for example, will offer 
product packages and packaged fi- 
nancing rather than let the buyer 
elsewhere for financing or for 
certain items he needs to complete 
the job. 

“A dealer cannot render custom- 
er service with an inadequate price 
book plus a trust in his own mem 
ory,” Barber stated. “If he doesn’t 
quote wrong prices, his employes 
will—and such prices are 
unprofitable.” 


on sales 


uo 
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Are you turning over 


your space fast by selling 
more closet-space ? 


Modernfold national ads are pushing 
modernized closets—to keep your 
Modernfold Doors moving 


Think what this means to you—a big opportunity 
for fast turn-over of profitable floor-to-ceiling 
MOoDERNFOLD closures! 








SIMPLE TO SELL...look what you have to offer 
Closures equipped with all the trimmings, choice 
of smart decorator colors. Steel interior frame-work 
that assures smooth, trouble-free operation. Life- 
time quality at lowest cost —nationally advertised! 


SIMPLE TO STOCK—with every MODERNFOLD Door 
complete in one slim package, allowing minimum 
inventory space. What about your stock? See your 
MobDERNFOLD Distributor or send the coupon today 
































A NATURAL FOR “DO-IT-YOURSELFERS”’ Here MOOERNFOLD Doors fold trom either end to allow 


complete access to closets 


MopDERNFOLD’S low-cost “Spacemaster” line 
Available in these popular sizes 


Fit Opening Width of: | 

2'-° | 6'-6" or 6-8 
2°46" 6-6" or 6-814" 
3’-0" 6'-6° or 6’ 
40’ _—|: Bor 6 Big’ or BD 


Fit Opening Height of: ] 


r NEW CASTLE PRODUCTS, INC 
Dept. F-24, New Castile, Indians 
In Canada, New Caatle Products Lid., Montreal 6 
Everytiing Turnioned in ene pach ® Please send me full information on MopgeanFroLp 
age. Only a screwdriver is needed 
Homemaker instalis a MODERNFOLO 
Door in less than 30 minutes—with 


wife cheering him on! faalelel-igahielle. 
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when 
you 
display 
them 


TURNBUCKLES 
FLOOR 
MERCHANDISER 


Unit K-1 
your Cost 

$69.07 
Your Profit 

$34 


TURNBUCKLES 
COUNTER 
MERCHANDISER 
Unit K-2 
Your Cost 

$19.92 
Your Profit 

$13.2 


OR 


PACKAGED 
IN 
SELF-SERVICE 
BAGS 


A complete line of over 85 
fixtures also available from 
open stock, 


* Price ghtly y 


ORDER FROM YOUR WHOLESALER 


fF 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another” 
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BRAND NAMES are 
promoted by the sides 
of the utility buildings 
Rear of the building 
bearing Fairborn’s 
name, always faces a 
road or street. 


LIST OF building 
materials helps 
remind customers 
of some of the 
products handled 
by the firm. This 
side of the build 
ing is usually 
placed to face the 
building site 


Utility Buildings 


Provide Free Billboard Space 


Loaning utility buildings to cus- 
tomers for temporary storage of 
tools and building materials is not 
only creating good will for the 
Fairborn (Ohio) Lumber Co., but 
the structures also serve as a bill 
board to promote name brand 
products handled by the firm. 

“As a general rule,” says man 
ager D. B. Grimes, “when a con 
struction job is first started there 
isn’t space available to store tools 
and other materials out of the 
weather. We furnish customers 
with this temporary shelter free 
of charge for 30 to 60 days and 
during this time the building helps 
promote our lines of materials. 

“We deliver and pick up the 
buildings ourselves s0 we can 
place them as we want them,” 
Grimes adds, “Our name, of 
course, faces the street. The ends 
of the building list some of the 
nationally advertised brands we 


June 11, 


handle. The front, or door side, is 
used to list some of the items we 
sell and this reminds customers of 
some of the items we carry. No 
other names appear on the build 
ings.” 

The structures are four feet 
wide and eight long. The front of 
the buildings are 6’ 3” high, slop- 
ing to 4’ in the rear. Sheathing 
over the 2x2 framing is 4” 
exterior grade fir plywood. The 
roof is *%%” plywood. Flooring is 
1x6 D&M boards. No rooffiig, is 
used. The buildings are mownted 
on 2x6 rough oak. 

Before painting with three coats 
of white paint, the entire struc 
ture is treated with a penta pre- 
servative. After one year’s ex- 
posure to weather the buildings 
are in exceptionally good shape 
and promoting Fairborn Lumber 
Co. in all types of weather. 


1956, AMERICAN |LUMBERMAN ANI 

















* Homasote 
ale lils| sYeYo) 2 


WEATHERPROOF 


HOMASOTE 


INSULATING. BUILDING 


BOARDS 


The foundation Fame 


for fine floorin | 


FLOOR COVERING 
HOMASOTE ADHESIVE MHOMASOTE COMPANY 
iS (8 FELT TRENTON 9. NEW JEnsey 
HOMASOTE ADHESIVE ¢ Qveliny Predenm Shae 6 


. . 
— with a " HOMASOTE UNDERLAYMENT oa 


ris .B FELT 
(WHERE SPECIFIED) 


special bonus for Aye nt 
the housewife | 


The housewife takes more steps in a day than she oO waterproofing formulations for concrete, Accurate 


would care to know about. But she does care about the s indicate each step of application. The approxi 
comfort of walking on a floor using Homasote Underlayment mate coverage 


she can feel the difference. The difference has long been ven jucaking are 


the problem of expansion, and there is a simple 


on of why Homasote Adhesive helps tf prevent 


of adhesives is estimated. Special nails to pre 
recommended. Caretul consideration 1s 


known by hotels; for many years hotel designers have speci 
hed Homasote as the ideal foundation tor all quality floor 


coverings except cork and especially for wall-to-wall car f the floor surtace 
| | 


peting asot derlay t til ly 

peting deg sagy [ nderla ment is sell the only mayor ealth of detail is just one more example of che 
nnovation in flooring today 

Inno , ’ Oring toda know-how of the Homasote Handbook ind Underlayment 


Actual use of Homasote Underlayment with top quality floor is onl ie subject so thoroughly handled. The new 


coverings has demonstrated its reliability again and again revised Handbook has answers to 100 construction problems 


The ‘soft’ Homasote floor does not dent appreciably more all right answers, backed by more than 46 years’ experi 


than any combination of other underlayments and quality ence in the making of quality products. We are proud of 


lence in its basi See ovr 


builder, and f products 
] in the 


floor coverings book, and have cont 
Applied directly over sub-flooring, Homasote Underlayment value to every architect 
May we send you a coy without 


is installed simply and economically particularly when i 


ou have the know-how of the Homasote Handbook. All yst or Obligation’ Kindly address your 


the needed materials are specified, from ring drive nails nquiry (© Department | 


H & Mm A S ° T E COMPANY meetin 


TRENTON 3, NEW JERSEY vaGHiM " 
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KEYMESH lath for overt all 
reinforcement of plaster and 
stucco. Galvanized. Also excel 
ent for many miscellaneous light 
reinforcement jobs. Underbed 


for tile and terrazzo floor 


KEYCORNER | strip lath. Pre 


formed to fit snugly in corners 


Lies flat when applied to joints 
Galvanized to prevent rust 
streaks. Low cost. Easy to stock 
(elite Mule lite iio 








KEYBEAD. The straightest 
corner bead you can buy. Choice 
of galvanized or solid rink nose, 
for outside or corrosive ex- 
posure. Open mesh wings as 


sure strong, solid plaster corners 


3 KEYS TO 
STRONGER PLASTER 


You make more money with 
Keymesh, Keycorner and Keybead 
because they require less space 

for storage, cost less to handle, 
and they don’t rust in storage or 
on the job. 


When you sell Keymesh for plaster 
reinforcement, you get an extra profit . . . 
the profit on gypsum lath plus the 

profit on Keymesh. 


Keymesh has many miscellaneous uses in 
building. You can buy it with nails, 
residential and farm fence, and other steel 
products, That keeps freight costs low. 


What’s more— Keystone backs you 

up with the most powerful advertising 
of any reinforcing materials, 

Architects, builders, lathers and 
plasterers everywhere know and respect 
these products. It’s a line that will 
offer you exciting new opportunities in 
the months to come. 


open the door te- Gig ge pro4as 


get your order in today! 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, illinels 


“ VEYMESH + KEYBEAD + KEYCOMMER « KEY WELD WELDED wit 


FABRIC + KEYSTONE MALS + TH WIRE + KEYSTONE 
NON-CLIMBABLE AND ORNAMENTAL PENCE « KEY WALI 





TRUCK 


service keeps Alabama deal- 
er jumping. Contractors like 


it, too. 


ply 
ui 
41x 


When the Valley Lumber & Sup 


Dr. Fix-It 


Does 


Your House Haye “® 


Minor Aches 6 Pains?” |.) 
*90,U4ll Dr Fixdt’at 403078, 
Lumber ¢ Supp! Co. 


small repair jobs 


1S EQUIPPED with essential tools required for 


Big 


truck 


sign gets attention 


Sick Patients Love Dr. Fix-It 


Popular new repair 
be so much demand for 
this kind. Orders came in so 
that two other employes are 
trained to take some of 
work during rush periods 
The Dr. Fix-It building 
service is characterized by 
midway 
the 


ove! 


service 
and 


introduced as “a 
about contractor 
George customer.” 


Co., Decatur, Ala., 
repair service 


months ago, president 


Dr. Fix-lt 
yor TICKET 
LY company 


LUMBER & supp 


1 
from: VALLE a, ALAwAMA 


oacatTv 


. ongut ~ sf4fs f 
(>: ,nAtLo 
~ ee Tee st 


Agen / ad i nd 
13 bey — 0 \nme $f 


pornvet 


Property 


pu DESCRIPT 


x 10 et pont 


Adare” 


Wid 


SPECIAL JOB TICKET for Dr. Fix-It Service. Customer gets a copy 
when the work is done and a statement the first of the month 


between 
do-it-yourself 


Gibson had no idea that there would 
service 
fast 


of 


being 
the 


repail 
Gibson 
the 


1956, AMERICA 


If a 
Fix-It 


job looms too large for D1 
the Valley Lumber & Sup 
ply Co. contacts a contractor and 
refers the job to him. In this way 
Valley Lumber keeps the good will 
and business of contractors, and 
in fact, many contractors call D1 
Fix-It to get smaller jobs 

Dr. Fix-It will replace cracked 
window glass, faulty locks, cracked 
cement walks, realign sagging 
doors, repair leaky faucets, apply 
weatherstripping, waterproof base 
ments, replace decayed flooring 
release stuck windows, replace worn 
screens, touch up painting, rework 
cabinet tops, etc. These are repai: 
services which the average home 
owner, who is not a do-it-yourself 
fan, has difficulty in getting done 
Most of these jobs are too small for 
the average carpenter or contra 
tor to tackle 


Minimum Charge 


Minimum charge for this service 
the first 30 minutes 
After that the labor charge is $2.50 
per hour, plus materials. Mr. Fix 
It carries a stock of nails, screws 
bolts, faucets, washers, and other 
items in his small truck 

When an order comes in by phone 
for Dr. Fix-It service, a description 
of the work is written up on a spe 
cial job ticket. Most of the mate 
rials for a job can be figured from 
such tickets. One of the job tickets 
is mailed to the customer; a second 
goes into the permanent office file 
78) 


is $2.50 for 


(continued on page 
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Your big, profitable orders don’t just 
happen. They have to be cultivated 
sometimes over a long period of time 
by you or someone working for you 

Your Masonite representative is an 
old hand at cultivating orders that 
bring you high volume and profits 
Orders for such Masonite products as 
¢/23/86 Shadowvent” Siding, Panelgroove, 

_. Ridgeline and the many Primecote 
produc ts 


ce abe? Coe He spends a good part of his time 


to/ working in the field, talking to archi 
qte spadowren® tects, contractors and builders. He 

Pt Se hails 12" tyPe shows them how they can use Masonite 
$i > 


_— 








¢ 
9,320 94° jroore products to good advantage— how 
yeasts these sturdy panels improve appear- 


960 ance, cut application time and building 


costs 
720 Result: more orders, larger orders 
' for you. And that’s the payoff for 
carrying the Masonite line. Masonite 
Corporation, Dept AL-6-11, Box 777 
Chicago 90, II] 


Fix it up with Presadwood 


inside and out! 
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out one of our hay and grain calf 


DR. FIX-T1 feeders. He reports that it is hot 
f .—] stuff for small calves.” 


(begins on page 76) 
ees Here are some samples of some 


of our own ads: “Parmak electric 

; i fencer. Price $19.50.” Another 
and a third is kept by Dr. Fix-It Publishes Own Newspaper ample: “Patch up those cracks in 
Se . c » . 

P One wiggenn who called “aig vr We hz ve t; ‘ted . three mage concrete walks, walls and floors with 
pix-it for an 36 rp 1 ellen : —_ “ yee concrete patcher. #5 box only 50¢.” 
door, later scheduled other home re mimeographed monthly newspaper, : 
pair jobs by Dr. Fix-It involving which we call Knot-Hole Notes. We We print on 8!» x 11 paper, rule 
£300 worth of materials. The De use this little paper to advertise our the page into three columns and 
catur Board of Education now materials, tell what our customers write in all-cap letters. It costs us 
turns over practically all of its are building, besides helping our about $12 a month and has done us 
school repair work to Dr. Fix-It re evn or ail : the more good than any other kind of 

u > 4 ft ) td ys >} ¢ se ‘ . f ‘ 
pointing the way to other institu arene a ae rf — oe advertising. Lyle A. Wrandsky, 


{ P tracts change of pace, you will find a few : 
ional contrac jokes | ; owner, Haddam Lumber Co., Had- 





The advertising which preceded 
the launching of the repair service There isn’t any newspaper in ou 
included a special mailing piece to town since we have a population of 
about 1,500 homes. Newspaper ads only 350. We started our newspape! . 
showed an actual shohaasnalh of Dr in January by sending pr 300 Rotate Gas Business 
Fix-It, as well as a caricature of copies, but so many people have We're located in a town that has 
him. Another ad showed a photo of asked for copies that we now have exactly 12 gasoline stations so each 
Dr, Fix-It and his specially lettered 370 names on our mailing list. Ads : 
truck. The company’s billboards and run by our customers have helped 
letterheads mention the Dr. Fix-It our store trafic. Here are some of 
service. Employes of the company the ads we have run for them 
will wear Gniforms advertising the 


da m, Ka ns 


month we rotate our business 
among them. To make this division 
even more equitable, we change the 
se a OPEL S sequence of rotation each year so 
Dr. Fix-It service H; tm i sous gg “en ~ some stations won't get all our sum 
“Through this new home repair — nquire a ie umber 
service, we are picking up new cus yard Another sample 1940 sft xcecetloe age Bor sap aligge Bra 
tomers and a yreat deal of extra Chevrolet in good condition yo" a ‘ “ } oo per 
business, Gibson says, ‘while ‘ \. Rhine, Haddam gree wih emong the ing = 
still retaining the business of con Samples of the news notes: “Ed owners, who realize we're trying to 
tractors and do-it-yourselfers, In win was in the yard Saturday buy divide our business equally amOns 
fact, many of the contractors tell ing plywood and Masonite. He is them.—Jim Szabo, manager, Stein 
us they are glad we started such a doing some cabinet work at home.” man Bros. Lumber Co., Bluffton, 


service to handle minor jobs.” Another example: “Bob Cox took Ohio 


mer business while others get only 





BUILDERS HARDWARE 


PERMANENT PROTECTION AGAINST INTRUDERS... 

Keeps burglars out. Keeps children in, Many needed in every home! By installing 
IVES Window Ventilating Lock about eight inches above meeting rails, window can 
be left open at top or bottom, or both, for ventilation 

and complete security. 


COUNTER MERCHANDISER IS YOUR SALESMAN 


Contains 12 Bubble Cards complete with screws and strike 


WROUGHT STEEL 
Beautifully finished in Bright Brass — Dull Brass 


BUBBLE CARD 
PACKAGING 
SPARKS YOUR SALES 


WINDOWS CAN BE OPEN ok iit i tiininwe 


~ 7 
AND STILL LOCKED me A WRITE FOR i 
ORS a CATALOG SHEET 

THE H. B. IVES COMPANY i 

4 Artizan St., New Haven, Conn i 

Rush Window Ventilating lock 4 
' 

' 

' 

' 

! 

' 

| 

' 

4 

I 


PRICED Hs ; literature to: 
ORDER FROM 


No cutting 
or mortising 
required 


STREET ADORESS SS 


i Our 80th Year of Quality Leadership 
THE H. B. IVES COMPANY + NEW HAVEN, CONN., U.S.A. City TONE STATE 
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This brand name 
brings you 
a report on... 


Dealers tell us what their customers are 
doing with wide Glued-Up Lumber 


@ People are doing interesting things 
with glued-up lumber. Here are just a 
few of the uses that dealers have 
reported to us recently — uses which 
reflect the confidence of the public in 
Weyerhaeuser 4-Square Glued-Up 
Lumber. 

“One of my customers is buying 1" x 
30”—5' B & Btr VG stock for use as 
surfboards.”’ This is a good demonstra- 
tion of the strength of the glue joint 
on exposure to water. 

“I sell a considerable amount of 1” x 
12” and 1" x 14" VG for flower boxes and 
housing for window cooling units.” Like 
most dealers who have had experience 
with glued-up lumber, this man orders 
“glued-up and/or regular’’. 


Weyerhaeuser Sales Company v 


oT. FAVE. F, 


Circle No 


“Around here, people are using glued 
up for such things as bleacher seats 
feeding racks and trailer side boards.” 
One of the most common uses reported 
was for grain wagon boxes and similar 
farm construction. 

**A lot of my glued-up stock goes to 
small cabinet shops for use in cabinet 
doors, counter tops and shelves.’’ Wide 
glued-up is equally popular for exterior 
use, with many dealers reporting a sub 
stantial volume used for siding, fascia, 
trim and soffits. 

It will pay you to talk 
Weyerhaeuser District Representative 
about the advantages of stocking 
Weyerhaeuser 4-Square Glued-Up 
Lumber. 


to your 


50 


MINNESOTA - 


4 
Z 
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$6 on Coupon, page 172. 
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~oBilt-Wel| a= 


MERCHANDISING PROGRAM 
GEARED TO DEALERS! 


Program designed to help dealers sell BILT-WELL cabinets, doors 
and windows in record volume. Self-selling floor displays work hard! 
Exciting new contest captures interest and business of builders! 


STEP UP SALES by placing 
these attractive BILT-WELL floor 
displays in your showroom! 


These hard-working floor displays sell right through 
lunch...all year "round! They stop traffic and invite 
builders to examine how they are put together and 
how smoothly they work. They are also appealing 
to the rapidly increasing number of “do-it-yourself” 
fans. 


BILT-WELL 
Double-Hung 


Window 
Floor Display 


BILT-WELL 


Ask your I 
BILT-WELL distributor salesman today about these Awning-Window 
Floor Display 


eye-catching BILT-WELL ftioor displays! 
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BILT-WELL 


Cabinet Display ...with colorful companion display 
offering FREE 'Give-Away" Foiders on BILT-WELL cabinets. 





PRODUCTS 


MERCHANDISER 


Bie 


BILT-WELL 


Com-o-dor 
Floor Display 


Now, You and Your 
Builder Customers Can Win a Free Vacation Trip < ; 


ro BERMUDA, MEXICO or HAWAII (0. ewe) 


Contest Rules Are Easy! 
Your builders can easily enter with a phote 
of a 1956 BILT-WELL Window or Cabinet 
installation. Send today for full informa 
tion and entry blanks. The more builders 
you enter, the greater your chance of 
winning one of the free vacations 
The top six builders who enter the most 
unique and practical installations will be 
awarded all-expense trips. And the six 
*qualified dealers who sell these builder: 
their BILT-WELL cabinets and/or wir 


dow units will also win trips 


Only recognized retail 
dealers qualify under rules 
of the contest 
Cobines ond /ey 
lm1allotion, 


W\/C ICD EL 
“MVC 
2 FO bh 
Pleose tend 
OtaAien cow 


tomplete 
TEST ANO 
Otaisn Mame 
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CUSTOMERS LIKE informed salesmen, who see that they get every 


thing needed for the job 


Consumer Survey is “Eye-Opener” 


“What do we do about 
it?” asks one dealer, com- 
menting on the reaction of 
1,400 homeowners on 


shopping conditions in re- 
tail lumber yards. 


What homeowners like and what 
they don't like about shopping in a 
retail lumber store was recently re 
vealed in a survey by the Chicago 
Tribune. Some 1,400 people, who had 
hopped in 15 yards in the Greater 
Chicago interviewed 
(See April 16 and 
of American Lumberman. ) 


area, were 


April 30 issues 


The question was raised: are the 
conditions found in the Chicago 
area different than those elsewhere 
in the country insofar as custome) 
Here aire 


dealers Ve- 


yveaction 3 concerned ¢ 


ome comment from 


garding the Tribune survey 


Afraid It is Correct 


! hate to think that the Tribune 
survey applies in this area, but I’m 
afraid generally it is correct. I do 
feel that becoming 
aware of the situation and are try 
ing in a small way to improve their 
However, | do not think 
ourselves, have 


dealers are 


services 
anyone, including 
done the job we should 

We know from ou experience 
that we are serving people who 
have been disappointed elsewhere 
In my opinion, it has been a con 
stant fight to keep the boys on thei 


82 


toes, vet on the other side of the 
counter and give the customer what 
he wants in the way he wants it 

Charles BE. Hopkins, manager, Hai 
ris Lumber Co., Ine Providence, 


R,] 


What Do We Do About It? 


We think that the comments and 
criticisms of the Tribune survey 
are typical also of our area. We ce) 
tainly appreciate the survey and 
the eye-opening results 

The survey certainly pointed out 
the need for emphasis on education 
and merchandising. We feel that 
we have been doing a little better 
than average on the points of dis 
like brought out in the survey, but 
generally we chuckled as we real 
ized just how correct your survey 
is. The value will be in what we do 
about it 

One point we heartily disagree 
with the survey on was the suggest 
ed evening and Sunday hours 
especially Sunday. Have we become 
80 money-conscious that we forget 
we are Christians? 

We wouldn’t mind staying open 
evenings if they are properly 
planned so our help is_ rotated, 
package deals promoted, demonstra 
tions held, et Wally Cook, Cole 
man Builders Supply, Inc., Poca 
fello, Idaho 


True of Our Operation 


After reading the survey, I am 
of the opinion that the remarks of 
interviewed customers and buyers 
fit equally well to our operation as 


they do to the Chicago trading area 

In fact, I cannot disagree with 
the survey in any respect. I am sure 
many dealers who read this article 
will recognize some of their short 
comings and will agree that correct 
ing some of these practices will aid 
public relations as well as increase 
sales A.C. Nixa, manager, Osage 


(lowa) Lumber Co 


Service Is the Key 


I believe there is a great differ 
ence in people’s reaction to treat 
ment regardless of the size of the 
town. I have actual proof in my own 
organization that a spirit of friend 
liness and real knowledge instead of 
a line of bull and disinterest are the 
things that make people want to 
trade with you 

I am positive that price is not the 
No. 1 attraction. Neither is a grand 
salesroom with beautiful displays 
nor quick service nor big, diversi 
fied inventories nor free coffee nor 
a big advertising budget nor any 
of the other things that a well-fur 
nished yard can offer 

No, if all of these modern expen 
sive means of attracting business 
was the sole answer to getting and 
keeping customers, then how in the 
world could the occasional young 
men step forth and start a lumbe1 
vard and grow overnight? The only 
answer is a driving desire to please 
the customer and many times that 
is about all that they have 

In the past, | myself have sneered 
at some of these upstarts and their 
apparent greed to get all the busi 
ness there was by staying open at 

(continued on page 88) 
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QW ... New, Bigger Sales with 
SISALKRAFT 


VAPORS TO? 


Rot-Resistant Vapor Barrier for Dry F loors! 


y M4 S ¢ < V; { re b f ar con 
I ° 
e § le Ss and as é gr vi 





















SISALKRAFT VAPORSTOP MEETS FHA and VA 
MINIMUM PROPERTY Pwr 
Sisalkraft salesmen will be calling on your customers, — — — 
advantages of Sisalkraft Vaporstop in ee — os 
> for houses, farms, all construction where Ir. must. : 
ceca and dependable as Siealkraft. We're sate a aed with hard 
hitting ads, folders, mailings. Available in rolls 3-8 fe : 



















Also Neu! (ir SiereR 


This permanent vapor barrier is for you builder-customers 
who want the ultimate. It’s polyethylene backed, reenforced, 
impregnated kraft paper, Unaffected by acids and alkalies 


has the permanency of polyethylene and the strength of 
Sisalkraft. Rolls up to 8 feet. 


and also New! (7a 


Pure Polyethylene film. Low cost, transparent, flexible, water- 
proof. Ideal for protecting materials and equipment from 
weather permite easy inspection, and for closing in windows 
and doors. Won't rot or mildew, unaffected by acids and alka- 
lies, rip-resistant. Has many protective uses for home owner, 
also. Available ina variety of widths, in 2, 4 and 6 mil weights 


STOCK AND SELL... 









SISALKRAFT 










OTHER QUALITY SISALKRAFT PRODUCTS INCLUDE; 
SISALKRAFT — Reenforced, waterproof building paper. 


COPPER ARMORED SISALKRAFT — Ele 
concealed flashing and waterproofing. 







ctro sheet copper for 








SISALATION — Reflective insulation and vapor barrier. 






AMERICAN SISALKRAFT CORPORATION 
Chicago 6 + New York 17 + San Francisco 5s 
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For my money— 


Automatically saves work, 
time and money every 
minute of the day! 





Owners everywhere are now recognizing FORDOMATIC as one of 
their biggest business assets in a day’s operation. Pictures on these 
pages give you an idea why. 

You'll find FORDOMATIC literally pays for itself. Drivers make 
more calls, more sales with FORDOMATIC and with less effort! 
You cut route delivery time with faster getaway; eliminate waste 
of gas through faulty gearshift judgment. And FORDOMATIC 
boosts trade-in value too. Ask your Ford Dealer for a demonstra tion. 


“We've spent practically nothing for main- 
tenance in over 2'4 years,”’ says Mr. Max 
Rapezyk of Rosedale, Long Island. ‘With 
conventional transmissions you’ can’t 
avoid drive-line shocks. Fordomatic ends 


all that.’ 


“No more clutch expenses,” because there is no clutch with “I save valuable time in traffic.” FORDOMAT IC saves 16 hand 
| and-foot motions every traffic stopover 2000 in a typical 


FORDOMATIC. From start to finish shifting is smooth and 
day of city driving. Delivery time is speeded up all along 


automatic, Big loads get rolling easily —with no strain on 
the way 


driver or truck 


: all e 
“Fordomatic ends costly shocks to drive line.” Especially over 
rugged “washboard” roads, FORDOMATIC eliminates shock 
damage to transmission gears, to differential, to rear axle 
Maintenance costs are cut to a minimum 
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“Terrific off-the-road performance.” FORDOMATIC delivers 
low wheel-speeds that a conventional transmission can’t 


match for power. It carries you through sand and mud 


easily with no fear of stalling 
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BIGGEST-CAPACITY Pickup in_ half-ton 
field. New 8’ box on 118” wh. available at 
low extra cost. 644’ box on 110” wh. stand 
ard. FORDOMATIC drive, power brakes 
at worth-while extra cost 


With FORDOMAT IE Ford i1utomatic transm! 
s10n you enjoy all the money iving feature 
pictured at the left. Ford’s 1956 Pickup also offer 
other features to cut hauling costs, time and worth 


Two Short Stroke engines! Ford give ou a 
choice of two ga iving Short Stroke engine 
either the 167-h.p. Power King V-8 or the 133-h.p 
Cost Cutter Six. Ford's Cost Cutter is the only 
modern Short Stroke Six in the ton field! 


Most Capacity! Ford new it box iVailable 


on the 118-in. wheelbase, is the biggest found on 
any ton Pickup. And the standard 6! -ft. box 


11 AM on the 110-in. wheelbase, give ou a full 45 ecu. ft 
” of loadspace. Slanting flareboards offer more load 
“More exact shifting saves gas on hilly terrain.”” FORDOMATIC space, more load protection. Exclusive ‘Toggle 


shifts with split-second precision. No waste of gas through type latches hold tailgate tightly sealed to body 
faulty gearshift judgment. Smooth FORDOMATIC power ides. Both come on either size box 


ind- 
vical 
long 
means more tire mileage 

Most Comfort! Only Ford has Driverized Cab 
comfort. Seat shock snubbers to smooth the ride!’ 


Level ction ¢ ib u pe nsion tor longer cab life 


Most Safety! Ford new Lifeguard steering 
wheel helps protect you from the steering column 
in case of an accident. Lifeguard door latches help 


open. Ford seat 


guard against door pringing 
belts available at low extra cost. ‘Test Drive a 


dependable Ford ‘Truck today 


FORD TRUCKS 
— LAST LONGER 


“Home again with plenty of energy to spare.” Shifting with 

a conventional transmission is a big part of the work of ; ; 

driving. FORDOMATIC completely eliminates all this work Ising latest license registration data on 10,006,600 truck 
leaves you that much more rested at the end of the day life insurance experts prove Ford Trucks last ger 
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PLANNING CENTER occupies entire econd floor. Literature covering specific 


projects is centered about each desh The building is air-conditioned 


Planning 
Center 

Is Key 
to Sales 


Entire floor of new Fin- 
dorff store in Madison, Wis., 


is selling headquarters for 





, TWO-STORY STRUCTURE of gl: edwood nine thetsk tins nackiog dren 
home improvement projects. SSvOny Srv WWE Of glass, redwood and face brick has parking area 
adjacent. Big window igns announce major products handled 


One complete floor of the new 
Findorff building materials store 
in Madison, Wi is devoted to a 
home improvement center 


Custome) who are interested 
in specific project recreation 
rooms, attic remodeling, room ad 
ditions, garages and similar proj) 
ects can go to these special confer 
ence desks, clearly signed, sit in 
comfortable chairs and study lite 
ature pertinent to the project they 
have in mind. Cabinets below the 


desk level provide storage space : , : 
for additional literature Pa 


A sign on each desk says, “Sales 4 oe on hooks affixed to perforated hard 
nan will not disturb you here.” If board paneis; nails are bagged at a 
man - SELF-SERVICE is encouraged by pre cost of 4¢ per pound for bags and 


(continued on page 88) packaging. Cabinet hardware is hung labor 
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Were reserving a space for you 





...and here’sS100, too! 


Join Gold Bond’s TWINSULATION Fall Promotion... 
and make a profit like thousands did last year! 


Now § your chance to get your nan listed in LIFI narkets fastest seller with @€asy profits for you! 
Magazine...as a Gold Bond TWINSULATION When you join the growing list of dealers to be 
Dealer. Your Gold Bond Representative is saving a included on the Gold Bond pages of LIFE, you'll get 
spot for your name and address in the big full-color merchandising package, too: a TWINSULATION 
multi-page LIFE ad appearing this fall. See him and lisplay, how-to-do-it folders, window streamers and 
sign up before Jul) 13/ oth effective sales he Ips Be ready to ue in with 

That's not all to this fabulous Gold Bond deal, this big new sales-making TWINSULATION.-in 
The minimum protic you make on glamorous LIFE promotion. Call your Gold Bond Repres rive 
TWINSULATION is $100! This hreproof roc k wool gn up ot National Gypsum Company Kuftalo 2 


wrapped in heat-saving aluminum, has become the 


ROCK WOOL PRODUCTS 


Gold Bond 


ATION AL a BUILDING PRODUCTS 
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CONSUMER SURVEY 


(hegina on page 82) 





all hours and by other practices 
that an upstart must do if he is to 
stay in business. After all, the most 
important reason for his ultimate 
success is his burning desire to 
serve and | think everyone of us 
cannot disregard the fact. All the 
other attractions or detractions are 
secondary to the fact that if your 
only desire is to please the customer 
and you show it-—-and by your ac 
tions prove if success 18 guaran 
teed.-Millard EB. EB. Ashley, man 


ager, M. F 
tleboro, Mas 


A: hley & ( Das 


Same as City Slickers 


I am in entire agreement with the 
criticism and frankly can easily 
apply large parts of it to my own 
business. I feel that consumer re 
action in the country is quite iden- 
tical with that of the city slickers 
and that all dealers could undoubt 
edly benefit substantially by an 
objective analysis of their own op 
erations.James M, Cosgrove,Cald- 
heck-Cosgrove Corp., St. Johnsbury, 
Vi 





SASH 
FASTENER 


ALUMINUM 


HARDWARE 


RUST-PROOF 
in BRASS, 


BRONZE 
or ALUMINUM 
FINISHES 


HAT HE ‘4 
YY 4 
\s 


Inc., At- 





PADLOCK and HARDWARE CO. 


LANCASTER, PENNA. 
ORDER FROM YOUR JOBBER 
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MAKE YOUR OWN 
DISPLAY CARDS 


IN MINUTES -FOR PENNIES 


ANYBODY CAN MAKE HANDSOME SIGNS & 


PRICE-CARDS WITH THE 


WEBWAY SIGN KIT 


Pre-gummed letters & numerals that stick down 


like stamps on sell-spacing backgrounds 


Holes Bldg. 


The HOLES-WEBWAY Co. 


COMPLETE KIT 
Makes over 200 
Typical Signs 


Only $29.75 
Descriptive folder 
On Request. 


ST. CLOUD, MINN. 


Circle No. 41 on Coupon, page 172. 


Applies Here, Too 

We believe that the criticisms and 
suggestions made by shoppers in 
the Chicago area are very valid in 
our small town shopping area. 
Russel C. Blocher, manager, Ballin 
ger Lumber & Supply Co., 
ville, Ohio 


Special Meeting 

We’re scheduling a sales meeting 
for our men in order to carefully 
study the points raised by the 
Tribune survey. Any organiza- 
tion meeting the consumer must 
keep alert for opportunities to im 
prove relations with the customer 

Ned Linden, Oregon Pulp & 
Paper Co., Salem, Ore 


Customer is King 

We feel we can best meet com 
petition by realizing that the cus- 
tomer is king. If our competitors 
don’t treat the customer like a king 

and if we do—we’re bound to 
win out.—Bill Stratton, retail man- 
ager, Maloney - Chambers Lumber 
Co., Albany, Ore. 


Green 





PLANNING CENTER 


(begins on page 86) 





a customer wants more specific in 
formation, he can bring a salesman 
by ringing a bell. Since the desks 
ure easily moved, the second-floor 
area will also be used for home 
owner Clinics. 

The first floor of the store is de- 
voted to paint, hardware, tools 
(both power and hand _ tools) 
hardware and general building 
materials. Shopping carts are 
available and self-service is en 
couraged by price marking and 
product identification. A checkout 
counter is situated near the door 

Opened late in 1955, the new 
store is the result of an almost 
complete changeover from con 
tractor to consumer business in the 
past five years. Complete assist- 
ance from materials through finan 
cing and on-the-job supervision is 
available to the do-it-yourself cus 
tomer at Findorff’s. (See American 
Lumberman, Sept. 7, 1953) 

A personal interest in the cus 
tomer’s problem or the “you ap 
proach” as described by manager 
Bob Bluell is credited for the pre 
ponderance of consumer business 
More women than men have been 
entering the new store. Neverthe 
less, contractor trade remains 
good; in fact, contractors are 
bringing their customers into the 
store to select materials. 

Findorff spends 2% of its gross 
sales for advertising. A high per 
centage goes for newspaper dis 
play advertising. Television, radio 
and direct mail are also used. 

At least one additional outside 
salesman will be added to handle 
the increased volume the Findorff 
management is shooting for 
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‘.. Look! 
It also 


figures my change!” 














stops mistakes! saves time! 


total owed 


amount 
given clerk 


Up to now, National Cash Registers 
told the customer how much to pay. 
This new feature also tells the exact 
change due-~giving complete protec- 
tion to customer and salesperson. 

For every one dollar of sales, several 
dollars of customer money are handled 
—thus inviting countless opportunities 
for mistakes in computing change. 
NCR Automatic Change Computer 
removes all chance for such errors. 

The printed, itemized receipt is a 
complete “take home” record of the 
transaction. 

You can also see, at the top of the 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


register, every step of the transaction 

price charged for each item, total of 
purchase (including tax), money ten- 
dered to salesperson, and the amount 
of change to be returned. 

You must see this new time-and- 
money saver to appreciate its great 
advantages. Call your nearby National 
branch office for a demonstration today. 


*TRAOE Mane eee Ve PAT OFF 
Wattonal 
CASH REGISTERS + ADDING MACKINES 

ACCOUNTING MACHINES 
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Our basic material is fine wood. Our basic products 
are fine, residential windows. We could maki metal 
windows faster and cheaper—but wood looks 
better, and works better—longer. We’ll stay with 
wood for frames and sash. 


We could have decided to make wooden frying 
pans with metal handles. But, while making wood 
com tively fire-resistant is no great problem, 
we ne of no way to make wood transfer heat. 
It’s too good a thermal! insulator. The metal handle 
would get hot while the wooden pan stayed cool. 


Or, we could have gone into the manufacturing of 
wooden ice cube trays. But, again, wood resists 
transferring cold —so, ice cube trays made of wood. 


would be mighty inefficient. 
E. 
| 
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LIF) )\LOX 


a eaameaatiaaecicg Wood, with its fine thermal insulating qualities, 
is exactly the RIGHT material for windows. Even glass 
is many, many times more efficient as a thermal 
insulator than aluminum. Try the touch test and 
you'll see why condensation runs down metal 


Write for additional information about America's , ; 
windows to make puddles on the sills. 


finest windows~—now offered at competitive prices 


ReQeW SALES COMPANY - 1351 ACADEMY + FERNDALE 20, MICHIGAN 
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WOOD IS HERE TO STAY 


The modern chemical magic which takes place dur- 
ing immersion makes wood water-repellant and rot 
and insect resistant. Of course, wood never rusts- 
out or corrodes. It’s easy to adjust, too, when the 
house settles (as even the best homes do). 


Even before modern day toxie-treating, wood 
windows usually out-lasted the homes in which 
they were installed. Just check over the materials 
offered by wrecking companies. You'll find plenty 
of used wooden windows and doors, still in good 
condition. Now, wood is an even better material 
and it blends beautifully with residential settings. 


No matter what the home decorating plan— it’s easy to 
varnish, stain or paint wood windows to harmonize 
They’re much easier to drape, too, and a lot easier to 
maintain in good working condition. 
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LIF@)LOXx 


‘ ‘ P ° . 5 WINDOW BALANCE 
Any wood window is a better residential window. R-O-W 


windows fully removable from inside the house, make 

cleaning and painting easier and safer. The new LIF-' 

LOX balance insures finger-tip raising and lowering 

doesn’t interfere with removal. :-O-W and LAV-T-LOX are the registered 


ReOeW SALES COMPANY .- 1351 ACADEMY + FERNDALE 20, MICHIGAN 


Circle No. 44 on Coupon, page 172 91 





Do You... 


KNOW YOUR 
WINDOWS? 


Big changes are taking 
place on the window front. 
Read this article if you want 
to know the styles that are 
really selling, the new ways to 


display windows, why today’s 


windows are the “best ever.”’ 


Krom just about every viewpoint, windows have 


become a product where merchandising and “know 
how” really pay-off. From manufacturer to retaile: 
the pace is now swift and shifting with constant 
changes noted in customer requirements 

It’s quite safe to say that a retailer is either full 
in the window business with both feet or out in the 
cold just “stocking” windows. If he’s in the busines 
he’s offering all styles, all materials, his display 


are effective and he’s using profitably most of the 


sales tools presented by his suppliers. First, let’s 
talk about styles 


Windows and their arrangement are among the 


features distinguishing contemporary and modern 








CONVERTIBLE individual display rack by 
Curtis is adaptable for casements, awning 
and other window styles. Support feet are 


modern and unit is painted a neutral gree: 


Li 


PIPE SUPPORTS have been employed by the 
Kbenreiter Lumber Co., Sheboygan, Wis., in dis 
playing their windows. Samples are surrounded 
by a 1%” frame supported above and below 
by 1” pipe 
removed to clear the showroom for monthly 


Samples may be rotated, easily 


contractor meeting 


homes from those with traditional architecture. The 
increasing popularity of certain types of windows in 
1955 reflects style trends in new housing 


Double-Hung Popular 


Double-hung windows continued to be the most 
popular single type for the country as a whole, but 
represented a somewhat smaller proportion of the 
total windows used in homes started in 1955 than in 
1954 (table 1). Casement windows remained the sec 
ond most popular type. Three newer types which 
gained in importance were horizontal slide, awning, 
and jalousie windows. About as many horizontal 
slide windows as picture windows were used in 1955 


WINDOW file is the term used to describe 
this display rack offered by Ceco, Each win 
is tagged, rolls out for viewing by the 


tomer 





Table One 


Window Trends in One-Family Homes 
First Quarter of 1954 and 1955 


Percent of Total Windows by Type 
AllRegions Northeast N. Central South 


1955 1954 1955 1954 1955 1954 1955 1954 
All Types 100 100 100 100 100 100 100 ©6100 
Double-Hung 54 s«58 60 = «58 55 54 68 7! 
Casement 18 19 15 ha 12 23 10 
Horizontal Slide 8 15 13 6 
Picture 7 8 10 it 

7 

| 

| 

| 





Awning 7 
Projected 
Jalousie 
All Others 


urce: U.S. Dept. of Labor 


3 4 
| | ! 
S | 5 
| | | 


The changes in window styles quarter of 1955 compared to the Package Programs 

are much more striking within the same period of 1954, the jump wa In the past year, encouraging 
four geographic regions than the from 17% to 24% of | windows progress has been made by manu 
national totals indicate. In the sold. Wood windows dropped from facturers in developing complete 
west, for example, the proportion 63% in 1954 to 57% in 1955. Steel promotion packages for dealers in 
of double-hung windows dropped fell from 18% to 16 lhe sharp terested in building their sales 
from 45% to 27% of the total be est gains for aluminum was in the volume on window The kits we 
tween 1954 and 1955, and picture western states where aluminum have studied include a detailed 
rose from 21% to 33 of window ales guide for employe direct 
In the south, the advance wa mail for both the contractor and 
20° to 238% consumer, literature, point-of-sale 


windows also declined. In thei 
places, increased numbers of case sold 
ment, horizontal slide, and jal from 
ousie windows were used The While still not entire atisfac material 
south had a much higher propo tory, progress is being made in material for open houses and it 
tion of double-hung windows, 68%, solving the old problem of prop ‘a 
than any other region in 1955, but erly displaying window Individ on window for the home buyet 
over the year both double-hung ual window sampl are now Product Improvements 
and casement windows decreased easier to display with the new Because they have com 
in importance, while awning and slimmed leg support being in gradually, many improvements in 
jalousie windows tended to in troduced by many manufacture} window have often ' 
crease slightly. noticed. Woo vindov ow are 
A large share of the jalousie Show All Stvles preservative ’ it new 
windows were used in southern technique thi » long-life 
Florida, where concrete’ block But, if it is importa } 
stucco with this type of windows people a full assortment of win nave more durable finishe 
dominated the architectural pat dow styles, the individual floor Weatherstripping is much better 
tern. In the northeast and north sample will eventually go the way with many 
central regions, the three most of the Model T in all but the ing over to vinyl for durability 
popular types in 1955 were double mallest showrooms. The indust and a better se: Jasy operating 
racks to handle a hardware often closes a window 
and the progress in hardware 


job igns, contractol 
| 


few cases guarantee certificate 


to 1OW and el \ t vindow too 
| 


manufacturers wing 


hung, horizontal slide, and case needs display 


ment windows. range of styles and the are now ale 


being produced by a few window is significant. Nylon, for example, 


manufacturers. Curti for exam is showing up on window latche 
In all regions of the country ple, has a free standing, movable because this plastic eliminates the 


aluminum windows increased their init, which handles four window need for lubrication and the prod 
t is extremely durable 


percentage of sales. In the first compactly ict j 


Aluminum Gains 


Table Two 


Trends in Materials Used For Windows 
First Quarter 1954 and 1955 


All Regions Northeast N. Central South 


1955 1954 1955 1954 1955 1954 1955 
All Houses 100 100 100 100 ©6100 100 
Wood 57 63 73 72 68 57 
Steel 16 18 13 q 20 10 
Aluminum 24 17 10 16 10 28 
Unknown 3 2 4 3 2 5 


Source: U.S. Dept. of Labor 
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ASHTON Bes att 
ac 3 combined manu 


facturers’ displays 
Of several lines it 
one “urea It ha 
become a familiar 
ight at several 
midwest lumber 


ce - men s conven 
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Wholesaler Report 





Distributor Helps Retailers 


Solve Their Problems 


To help lumber dealers build 
olume sales of profitable millwork 
° = and other specialty building items 
saler provides training and |, recapture their share of the 
market lost to outside competition 
merchandising aids to help is the fundamental policy of Ash 
ton Wholesale Service, Des 
Moines, lowa. 

Founded in 1946, the firm has 
expanded into one of the largest 
building materials distributors in 
the midwest with annual sales 
close to $3 million 


How one Master W hole- 


retailers recapture old mar- 


GARAGE DOORS are one of the spe 
clalty items displayed in Ashton Alley 


kets and gain new ones. 


Basically, the Ashton formula is 
founded upon these principles 


—Maintain a personal relationship with its 
customers to learn their operating prob 
lems and help solve them. 

Acquaint dealers with the wide variety 
of products they distribute through spe 
cial meetings and clinics, 

Publish an illustrated price book which 
dealers use as a4 sales aid. 

Maintain adequate stocks at its ware 
houses to insure prompt delivery 


Dynamic distribution. “The mod 
ern distributor performs more 
than just a warehousing func 
tion,” says secretary - treasurer 
H. W. (Web) Ashton. “He must 
now accept the responsibility of 
helping retailers recognize and ex 
ploit the merchandising possibili 
ties of various products. This 
means the distributor’s salesmen 
must be trained—and willing—to 
help the retailer 

“We're aware the dealer needs 
help in making package sales of 
building materials. In too many 


WEB ASHTON sells a lumberman and his wife on a line of windows during the cases, the yard is just a source of 


recent lowa convention (continued on page 96) 
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A “BREATHING house 
is a healthy house... 


INSTALL 
ATTIC AND FOUNDATION 
VENTILATORS 








Vertical 
Ventilator 








Quarter circle style for use on 
each side of chimney 





Roof ventilator 


for use on hip roofs 


Donley Ventilators permit fresh air to circulate 
where it counts ... in attics, under porches and 
buildings without basements. The Donley line in- 
cludes sizes and types to meet any ventilating need 
... to suit any architectural style. 


UPPER STORY AND ROOF VENTILATORS are 
available fabricated of aluminum or heavy gauge 


steel... electrically welded for strength and dura 

bility . . . equipped with insect screening. Steel 2 
units have baked-on paint finish. All have gener- 

ous and fixed free air opening. 

FOUNDATION VENTILATORS are designed to 


take the place of one, two or three bricks. Two 
; pod Foundation Ventilators 
styles are available ... louver and bar type. Two 


sloping baffles in louver type keep out rain. Both | , 
types regularly equipped with insect screening. PC 
ADJUSTABLE VENTILATORS for foundation 


use are available which provide 30-percent open 

area, Cast iron, cast aluminum and pressed Adjustable Ventilators 

aluminum types can be furnished. All are a ee 
i with insec ite ; ‘ 

equipped ith insect CCEOCRING. Write today C4 , The Donley Brothers Company 


for complete details. f 
’ Please send me (without obligation) 
¢ complete information on your line of 
4 attic and foundation ventilators 





Nome 


Street 


THE BROTHERS CO. | ’ 


ity 


State 


13928 Miles Avenue . Cleveland 5, Ohio ‘ ones UB 
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DISTRIBUTOR HELPS 


(begins on page 94) 


framing lumber and the customer 
shops around for other specialty 
items he needs,’’ Web adds. 

“Take a look at some 
building materials 


of the 
lumber 


sales 


JOHN ASHTON, right, plays host to 


Lumber Co. and Ernie Lawson 


dealers are losing to outside com- 
petition—floor and wall tile, roof 
ing, garage doors, siding, insula 
tion just to name a few 


“Our pledge is to help our cus 


tomers get back this business, 
which has been diverted from the 
lumberyard to specialty dealers 
To do this, we’re helping our deal- 


LOADING DOCK of the firm's Des Moines warehouse is a busy place. Ashton has 


no delivery trucks 


96 


Retailers make thei: 


own pickups 


June 11, 


lowa lumberman Ted John left 
Madrid Laimber Co., at Ashton 


Oceola 
hospitality room 


ers promote these items so they in 
turn can upgrade their sales 
tickets to include a complete pack 
age.” 


Ashton Alley. To make it con 
venient for visitors to discuss 
building materials with manufac 
turers’ representatives at lumber- 
men’s conventions, Ashton central 
izes 10 display booths into one 
area. Called “Ashton Alley,” this 
combined manufacturers display 
area has become a familiar sight 
at several midwest conventions 

“Previously, our salesmen had 
to take prospects to the various 
booths scattered around the dis 
play area to show them samples 
of the lines we handled,” Web 
says, “but by centralizing the 
product displays in one area, we 
make it convenient for the dealer 
and our salesmen.’ 


book helps sell. Three 
years ago, Ashton began publish 
ing a periodical net price list, 
which dealers are using as a price 
book. About 2,200 copies are 
mailed every two to three months 
to dealers in Nebraska, lowa and 
Minnesota, Kansas and 


Price 


parts of 
Missouri. 
extra 
cus- 


dealers request 

copies for their contractor 
tomers or for use around the of- 
fice to show customers the illustra- 
tions of various products, Since 
the book shows suggested retail 
(continued on page 98) 
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AAumounciug L-O-F Glass Fibers’ 
new HOME INSULATION! 


It gives you more 
selling features ...costs 
less to handle! 


Lightweight sheets hold themselves in place be- 
tween framing members until fastened in place. 


Reflective Facing 


Whether you're selling to builders holds itself in place between studs You save on storage and handling, 
or the do-it-yourself market, you and joists while handy tabs are too —compressed rolls take up less 
offer more with L’O’F Glass Fibers’ stapled or nailed. Snug fit of space, are easy to carry, load or de 
Home Insulation. Your customers blanket between framing mem liver yet, the insulation springs 
save up to 25% on installation .. . bers also prevents leakage of heat, back to full thickness when unrolled! 
and they get maximum insulating in or out. 

efficiency! Just look at all the ad- 
vantages of this new, superior home 
insulation .. . 


¢ Pleasant to handle —easily in L’O’F Glass Fibers’ Home Insu 
stalled by one man! lation is readily available, in stand 
aa . ¢ Resilient —does not settle, lasts ard widths and three thicknesses, 
¢ Foil-faced vapor barrier re- indefinitely! from strategically located distribu 
sists travel of moisture—reflects ey ¢ tor warehouses. For the name of 
¢ Resists mildew does not at your nearest distributor, write: 
tract vermin! L-O-F Glass Fibers Co., Dept. 58-616, 
1810 Madison Avenue, Toledo 1, Ohio 


radiant heat! 


e Lightweight weighs about 
one ounce per square foot. Blanket ¢ Glass fibers cannot burn! 


L‘O-F GLASS FIBERS COMPANY 
|how INSULATION TOLEDO 1, OHIO 


Makers of giasa fibers by the exclusive Electronic-Extrusion” process 
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_ res . ‘ ing suggestions and prices for yitch to interested dealers, Ashton 
DISTRIBUTOR HELPS vinyl! floor tile. The echelon east special clinics for the 
headline for the page reads: “Re- lumberyard managers. 
member '56’s the year to fix—let’s Recently a power tool manufac 
recapture the floor covering mar turer sponsored a series of dealer 
ket this year.” meetings in several Iowa towns 
Ashton has demonstrated that Ashton salesmen invited dealers, 
who they felt would be interested 


(begins on page 94) 





prices, it can be left on the counter 
as a building materials catalog 
To keep dealers abreast of new 
items, Ashton reserves one sec concentrated promotion will pay : ; 
tion of the book for new products, off. In one specific case, several in adding a line of portable power 
which the firm is currently stock lumberyards reported sales of plas tools. Limited to 30 lumbermen at 
ing tic wall tiles and mastics rose each meeting, the manufacturer's 
A former advertising man, Web egy mtn Pe + age yon 
Ashton believes in putting a sales individual questions. 
message in the 4%-page book. For 
example, to introduce dealers to 
a new floor tile merchandiser, the 


when they followed Ashton’s mer 
chandising suggestions. One deal tively 
er reported sales of these products answer 
1 vogpenll pA DB any of his promo No deliveries. Ashton has no de 
ds livery trucks. All materials are 
book devotes a full page to photo Manufacturers clinics. To help sold f.o.b. Ashton loading docks 


graphs of the fixture, merchandis manufacturers present their sales Many dealers prefer this system 
because it saves materials han- 


dling time and warehouse space in 
their yards. Dealers’ trucks make 
pickups at the warehouse and de 
liver direct to the job site. About 
60% of Ashton’s orders are of this 
pickup variety, the rest are 


EVERY FOOT A , ~ , 4 shipped by common carrier. 
PROFIT MAKER Sika dent of the National Building Ma 


terial Distributors Association in 
1953, John P. Ashton, is president 


] or You | . | of the pg expanding firm and 
eee member of the board of directors 
: of the National Plywood Distribu 


tors Association. 
“It’s my belief that the distribu 


] or should sell only to recognized 
3/2 Sq. Ft. of we Tp weer Rog pn Rigg _ 


“We feel that by aggressive pro 


. . 
Rope Selling Power eels Soe motion and careful study of the 


with Initial Order! markets, we can help dealers re 
; capture contractor business that 


r HE has been channeled to pseudo job 


bers selling direct to builders, 


says vice-president Leonard J 
Meier. “By the same token, we aim 
to help the retail dealer get back 
his share of the building dollars 


now being channeled away by spe 
with Famous Waterbury “Blue Marker’ Manila Rope cialty firms.” 


Takes up only 3/2 sq. ft. of floor space . 
merchandises in the modern way the six sizes a 
which sell — 4", 4”, %”, 42", %”, %”. v 


SAVES SPACE...LABOR jaster Wholesaler 


* Needs about 10 sq. ft. less space than six ‘2 coils. 
* Eliminates coil rope — reduces handling to a minimum. P ward 


SELLS MORE ROPE erode 


! 
——- oan ft. of floor space (Based on 2'2 times Snciann Romer 
THE ONLY CUSTOMER PACKAGED MANILA ROPE £9 Sy SE f BS ce A 
on patented continuous reels, that’s ready to sell SEU SSH! SOS Beer Be. 
in packaged and cut lengths. ian 2 


Master Distributor whe hus ememepl ties vo retligeme 


SMALLER INVESTMENT * STEADY REPEAT BUSINESS "candediont ancta  tptefitig 


Ask Your Wholesaler About the WATERBURY eciatess bom /f 
ROPE RETAILER or Write Direct for Nearest Distributor Jeon me Jor fe bmwee 





haa thao d, 


ran , WATERBURY COMPANY, INC. ° 6 


ee 88 WALLABOUT STREET MASTER WHOLESALER award by 
BURY) BROOKLYN 11, N. 7. | rte AR eine Sy nto 18 ose ae 











Ashton Service for 


WATER! > cE 1816 ligent management, progressive met 
. 1816 gat PE MAKERS SIN yf conscientious service 


. chandising and 


ae RO 
; QUALITY to the building materials industry 
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HELP YOURSELF TO BIGGER SALES 
IN SLIDING DOOR HARDWARE... 


WITH THE NEW 3 


ACME SILENT SALESMAN 


Here’s an attractive merchandiser designed with your 
store in mind. A Space Saver and Sales Stimulator, it 
easily displays a full assortment of sliding door hard- 
ware in a minimum of floor space. Watch your sales 
increase when the ACME SILENT SALESMAN goes to 
work for you. 


ATTRACTS CUSTOMERS — Eye-catching, bright colors 
and attractive display draw customer's interest 
DEMONSTRATES — Miniature working model shows 
operation and installation of hardware. 

ASSISTS CUSTOMERS —in the proper selection of 
hardware for particular needs 

SAVES SPACE —for other items in your stockroom. 
Packaged hardware stacks vertically in display. Occu- 
pies only 16” x 24” of floor space. 

PROVIDES LITERATURE — Offers instructions and free 
sales literature in ‘Take One"’ pocket. 

BOOSTS IMPULSE SALES — Creates sales opportuni- 
ties that might ordinarily be overlooked. 

HANDY PRICE LIST—on backside of display aids 
salesmen in quoting your customers 





HERE’S HOW TO GET YOUR ACME 
NO. 8050-D FLOOR DISPLAY 


Supplied free with your order for 36 assorted packaged 
sets (standard packages) of the popular new Acme 
DuaLine or Acme Series 8000 By-Passing hardware 
Display stand made of tubular steel See your jobber or Acme salesman today, and your 
Raised Base permits sweeping underneath complete display will be shipped with your hardware 
order. Place your order NOW! 


EXTRA BONUS — Mounted demonstrator also furnished with 
ACN each order for Acme 8050-D floor display. 


at) his o800 


SLIDING DOOR HAROWARE 


* 


"TS Oe te ond © reens 


ACNE) nie INTERCHANGEABLE =) f 





Sample Mount No. 8000-0 Sample Mount No. 8900-D 
(Acme Series 8000 Hardware) (Acme DuaLine Hardware) 


® 35 SOUTH RAYMOND AVE. © PASADENA 1, CALIF. 


956 A 
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DRAMATIC DISPLAY of company’s product is found in 


attractive booth set up at Baltimore and Washington, D. ¢ 


home show 


Sells 30,000 Aluminum Windows 


Here’s how the W ashington 


Lumber Co., Baltimore, Md., pro- 


motes aluminum windows to pro J 


ect builders. 


Sales of 30,000 residential aluminum windows as 
sembled in wooden frames is the impressive record 
chalked up by the Washington Lumber Co., Baltimore 
Md., last year. 

Harvey M. Ross, vice-president of the firm that sells 
mostly to project builders, points to three reasons fot 


vy j qt 7 7 
\ ie | Bs : the successful sales program 
7 i . 1. High-quality product, economically priced 


2. Ability on the part of the 70-employe firm to 
mass produce the windows to the exact sizes and 
specifications desired by builders 

3. Intensive sales promotion through personal con 


tact, direct mail, publication advertising and home 


BUILT-IN DISPLAY of aluminum sliding windows are how 
. snows 

found in the Washington Lumber Co. offices. Harvey ! Popular Aluminum Sliders 

é : ' 


hos vice-president, demonstrates 
“We specialize in sales of the aluminum sliders,” 
says Harvey, “which have become extremely popula 
(continued on page 102) 
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THE WEISBERG-BAER COMPANY 


protects its property Chitomitically . eee 
gets better F IRE and BU RGLARY 


PROTECTION and FY, 1 4 


Your organization performed ima most efficu nt manner at the time of our 
recent fire. Prompt detection, and dispatch of the fire department prevented 


any serious loss. We consider your automatic protection superior to other 


more costly methods. Our savings amount to $6,000 a year. 
200 hs? 
y f pth 
/ 
P Vice President 


One of the largest manulacturet ind wholesalers of lumber mouldings doors 
and millwork in the New York metropolitan area, The Weisherg-Baer Company 
demands the best po ible protection against fire, burglary and other hazards 

[ pon the recommendation of insurance and other fire prevention experts 


Contrefied Compenies of oflicials of the firm decided upon complete ADT Automatic Protection, consist 


AMERICAN DISTRICT TELEGRAPH COMPANY inp of Sprinkler Super isory ind W ale rflow Alarm SeTV ICE for mill and storage 


158 Sith Avenue Moog ae N.Y buildings and Burglar Alarm Service (including photoelectric devices) to guard 


A NATIONWIDE ORGANIZATION buildings and yard a 


inst trespassers, 


Why not find out what A DT can do fon you? 


Whether your premises are old or new sprinklered or unsprinklered there is an 
ADT Automatic Protection Service to give you better protection for property 
profits, and employes : jobs than can otherwise be obtained, and at less expense 

An ADI specialist will be glad to show you how combinations of automati« 
services Can protect your property. ¢ all our local sales office if we are listed in 


your phone book: or write to our Executive Offices 
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INLAND TI-CO 


roofing and siding 
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SINLANE » INLAND STEEL COMPANY 


, . Milwaukee 


l e Ka ; ty © Indianay 
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FABRICATION DEPARTMENT can meet any build 
er's specifications. Bins in the rear store aluminum 
extruded parts for windows 


with builders in our market area. The aluminum win 
dow units are easy to operate and completely weathe 
proof. Builders like the fact that the windows are 
versatile and allow modern combinations in ‘stack 
ing,’ as ‘window walls’ or as privacy units.” 

“One of our main customers, Jack Meyerhoff & 
Sons, used the windows in his project of 600 homes 
in the $6,000 to $7,500 bracket,” adds Harvey. “This 
led to an active interest on the part of other contrac- 
tors and resulted in sales of the windows for 600 
additional homes.” 

Parts for the sliding, single and double-hung alumi 
num windows arrive KD at the Washington Co. plant 
The aluminum extruded parts are cut, dressed, as- 
sembled and then installed in wooden frames in the 
firm’s shops. A crew of 12-15 men is employed in the 
window fabrication department the year around 


Exact, Rapid Production 


“Our shop facilities enable us to meet any builder’s 
window specifications,” says secretary-treasurer Wil- 
ford Dopkin, “and, on a mass production basis if neces 
sary. We are currently planning to expand our pack 
age services for builders by installing the completed 
windows in wall panels.” 

Daily mailings of 50-100 pieces of literature to build 
ers in the Baltimore-Washington area is a main part 
of the firm’s sales promotion program. The firm has 
a file of address plates on virtually every builder in 
this area. The company also cooperates with builders 
in newspaper advertising aimed at home buyers. 

A regular schedule of ads promoting sales of the 
aluminum sliders is run in regional trade publica- 
tions. Elaborate displays of aluminum windows in the 
firm’s booth attracted considerable attention at home 
shows in both Baltimore and Washington 

In addition to the plant and warehousing facilities 
at Baltimore, the Washington Lumber Co. owns and 
operates a lumber mill in Virginia and a timber op- 
eration in North Carolina. Joseph G. Ross is president 
of the company 
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IDEA -A-MINUTE 


Package Room Plan 


When the new Levittown was nearing completion 
near Philadelphia, we went over and measured the 
unfinished attics. We drew up plans for what we called 
the Palmer Pack for do-it-yourselfers. It showed the 
homeowner exactly what he needed to convert the un- 
finished attic into one or two rooms. We had the mate 
rials ready for delivery. 

We had boys deliver circulars on the promotion to 
the new homeowners. The circulars contained a coupon 
the homeowner could send to us if he wanted a sales- 
man to call. We offered to arrange financing if needed 

The plan started working very well and we sold 
several projects. Then we lost our outside salesman 
We believe a similar plan would work well for dealers 
located near such projects. The secret is finding the 
proper salesman with sufficient sales knowledge and 
technical product and application knowledge.--Henry 
Palmer, Jr., general manager, Henry Palmer Lumber 
Penna. 


Out in Idaho 


A bid for home improvement jobs is being made by 
at least two Pocatello, Idaho; dealers, according to ads 
seen in a recent issue of the Jdaho Sunday Journal 
McLelland Lumber Co. took a big display ad to sell 
basement remodeling jobs at $11.28 per month; 
kitchens at $15.79 per month and add-a-rooms at $22.55 
per month with 69 months to pay. McLelland offers 
plans, materials, financing and will help get competent 
labor for the job. 

The Anderson Lumber Co. ad _ illustrates 
projects: fences, patio, garage, attic, extra room and 
closets. Free estimates and “terms as low as $5.50 
per month” are offered 


Establish Budget Rules 


We have engaged in budget selling successfully for 
the past two years. We found that application of the 
following rules helped our budget sales system greatly: 

1. Establish a maximum length of time for loans 
(We make loans only up to 12 months and prefer loans 
to run only six to nine months. This rule helps us 
avoid taking on shaky loans) 

2. Establish the maximum amount for loans 

3. Establish a minimum finance (service) charge 
(Our minimum charge is $5 for financing which en 
courages small loan seekers to pay cash) 

4. Establish a set procedure to follow up delinquent 
accounts 

5. Separate the mechanics of selling and financing 
if possible. (When the salesman turns the custome 
over to the owner or sales manager for the financing 
arrangements, this gives the executive a wonderful 
opportunity to check the order and add overlooked 
products ) Maurice R. Large, president) Farmville 
Manufacturing Co., (retailer), Farmville, Va 


Insuring Prompt Payment 
To insure prompt payment, several lumber dealers 
make a routine practice of filling out FHA Title | 
application blanks on every remodeling project they 
sell. This is good protection in the event that a project 
planned to be a casn transaction turns into a credit 


Co., Langhorne, 


these 


deal. 

The FHA Title I law states that completed remodel! 
ing projects are not eligible for Title I loans. In orde 
for a remodeling or repair project to be eligible FHA 
Title I application must be filled out before the job 
starts, or a discussion involving Title I financing must 
be entered into before the project starts.-C. B. Sweet 
assistant commissioner, FHA Title 1, Washington, 
a. ¢ 
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Dent it! Bend it! Bang it! 


INLAND TI-CO 


roofing and siding 


KEEPS RUST SEALED OUT 


Ordinary galvanized steel roofing and siding sheets have a brittle 


alloy layer which causes the zine coating to crack or flake under 
impact, allowing rust to get a foothold, Inland TI-CO galvanized 


sheets are made by a patented process that virtually eliminate 


thi problem The zine coating on TI-CO is tough and tight, ve 
flexible enough to actually flow with the steel when it is bent, 
You can depend on TI-CU to keep 


“ft 


dented, pounded or nailed 
rust sealed out even on buildings that have to take a beating 
Look for the TI-CO brand the next time 


iding. TI-CO costs no more! 


you buy roofing and 


Here are results of a test in which T1-CO and an ordinary 
galvanized sheet were dented in a4 controlled impact test 
then ‘‘sweated'' for 18 hours al 98% humidity 


ORDINARY GALVANIZED INLAND 


iy t torr 
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(MIN DD 
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gt 
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OUR AD OF THE WEEK 





No. 61 of a Series 


OHI Program is Gigantic Sales Push 


Improvement has attained size and 
scope unapproached in the history industry-wide 
It is stimulating buying in lumber yards 
and border-to-border 


Operation Home 
of 
promotions 
coast-to-coast 

Right now, in every single community, some seg 
ment of OHI is at work “pre-selling” prospects on home 
improvement, National magazines have paced the pro 
gram with a continuous flow of feature articles; manu 
millions of dollars worth 


“gee your lumber deal 


facturers are buying of 
national advertising that says 
er’; trade associations have prepared and distributed 
literature and publicity; OHI headquarters has pro 
duced tie-in material, including a planning guide for 
organizing local campaigns 


launch and administer OHI were con 
i long list of manufacturers, trade associa 


loan organizations and others. Re 


Funds to 
tributed by : 
tions, publications, 
tail dealers everywhere should take full advantage of 
the opportunity to capitalize on the interest that has 
been generated 

imerican Lumberman offers you valuable, practical 
help in the form of mats for your OHI tie-in direct 
mail and newspaper advertising. The ad reproduced 
of a series showing suggested use of the 


ifn One 


here 
mates 


254 EXCLUSIVE 
MAT ILLUSTRATIONS 
FOR DEALERS ONLY 


4, 
@z 


wi we 
v 


Send now for your free copy of 
this 48-page book 
complete series of 
mats, plus layouts and practical 
ideas that will help you prepars 
better ads 





(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 


NAME 
COMPANY 
ADDRESS 
city... 


showing the 
ADservice 
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FOR YOUR AD-IDEA FILE 


suggested 3 col. x 16 in. ad illustrated with 
88, 144, 117, 93, 79. Your news 


This 
ADservice mats nos 
paper will set type. 


YOUR NAME OR SIGNATURE CUT HERE 


THIS IS THE YEAI Yes, the ve 


e improvement job 


ot RATig in 
i) Ld avor Da are long and 
yulmde and internwor 


payment 


UZAt= 
=~ x 
"56 th as i 


while you pa 


I 

ea! umuner is ideal for both 
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I 


7) v S 
ly ' «* 
CP, < low price 
MPRO te 
‘e'll he yu plan, arrange for financing and 
f 


put ii t h a reliable contractor if 


roducts now at spec ial 


LET OUR HOME SERVICE DEPARTMENT 
HELP YOU GET STARTED NOW on 


home improvements 


ADD A ROOM 


for den, bedroom, 
TV room 





BATHROOM TILED 


MODERN KITCHEN 


LOW AS '00 PER MO. 


LOW AS *00 PER MO. 





BIG 14’x 22’ 
GARAGE _ 


LOW AS ‘CO PER MO. 


YOUR NAME 
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REAKING 
SALES RECORDS! 


as WELDWOOD 
3 RaECTOWOER™T 
—and now sure to sell nery: WE ISUOSTSY 
. ss Dependable! cy VW3 
even faster with this Versatie! YY 


i} 
tll sts si READY-TO-USE WHITE GLUE 
POTES0 COnP ener ion Bonds like magic! 


714413 


of new Plastic tube. f 
and squeeze bottle. 


Compact, colorful self-selling Counter Unit 
of Weldwood Presto-Set® Glue displays a 
complete line of 5 fast selling sizes, including: 
Retail Price 
% o7. plastic tubes .. u@ W9¢ 
114 oz. plastic tubes @ 2% 
314 oz. plastic tubes . @ 4% 

91% oz. plastic squeeze bottles @ 99¢ 
16 oz. plastic squeeze bottles @ 1.79 ; = oom 


Retail Value $16.24 


Cost to You 9.744 1. 5 popular sizes 


New plastic tubes and 
YOUR PROFIT $ 6.496 2 | v . , Aan es an 
queeze bo 


Order Now! s 
3. New higher discounts 


4, Colorful new space 


Now there’s a Weldwood® Wizard for every gluing job! wer Gales 
Don’t miss a sale... stock all 4! (Refills as you need ‘em) 
Make the Weldwood line your Adhesive Center! 














Weldwood Plastic Resin Glue —_> Weldwood Contact Cement r Weldwood Waterproof Res- 
America’s fastest - selling Weldwood Permanently bonds, instantly . orcinel Glue 100% water 
wood glue. Makes a joint CONTACT on contact, any combination : proof, Recommend it for all 
that’s stronger than the CEMENT of wood, leather, canvas, wood gluing where moisture 
wood itself. For use where rubber. Fast way to install is involved boat repairs, 
a water-resistant bond of laminates like Micarta with mending fishing rods, out- 
5 great strength is desired out clamps or presses; and door furniture, etc. Easy to 

to put up plywood wall pan mix and apply 

els without nails . 


UNITED STATES PLYWOOD CORPORATION . Dept. AL 6-66, 55 W. 44th St, New York 36, M. ¥, 
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Left to right, seated 
ident, and Percy 
vice-president 
secretary 

retiring 


MRLDA Office: 
lL. P. Marshall 
N Funche econd 
Standing, I Bh. Lemmon 
urer, and P. VY 


pre 


trea (Graves 


president 


Mississippi 


Operation Home Improvement 
was the major theme of the 30th 
annual meeting of the Mississippi 
Retail Lumber Dealers’ Associa 
tion in Biloxi recently. Delegates 
also heard Laddie F. Miller, Field 
Supervisor of FHA, speak = on 
“How You Can Put Title I FHA 
Loans to Work for You.” 


Officers elected for 
L. P. Marshall, Sumner Lumber 
Co., Sumner, president; A. 8. Gil 
bert, Jr., Gilbert Lumber & Supply 
Co,, Yazoo City, first vice-presi 
dent; Percy Funchess, Cleveland 
Lumber & Supply Co., Cleveland, 
vice-president, and E. B 
ecretary-treasure!) 


1956 were 


se" ond 
Lemmons, 


OFFICERS and Directors 
Northwe 


Eriandson 


NORLA 
secretary 
NDRLA 
Robert 


tern 
Dean president 


Parge, director 


106 


Back 
Retail Lumbermen's 


and 


Toronto 


Over 1,600 registrants at the 39th 
annual meeting of the Ontario Re- 
tail Lumber Dealers’ Association in 
Toronto topped all attendance rec 
ords. Toronto’s Royal York hotel 
was convention headquarters and 
registrations ran about 10% better 
than last year’s record turnout, re 
ports Tom Homewood, ORLDA 
secretary-managet? 

Newly elected ORLDA president 
is Colin Clark, D. Kemp Edwards, 
Ltd., Ottawa. Gordon Robinson, 
Beaver Lumber Co., Ltd., Merlin 
is first vice-president, and Bill 
Burnes, Hill-Clark-Frances, Ltd., 
New Liskeard, is second vice-presi 
dent 


North Dakota 


The North Dakota Retail Lum 
bermen’s Association reports its 
18th annual convention in Minot, 
North Dakota, was the best 
tended and most enthusiastic con 
vention in its history. The two 
day were inter- 
spersed by excellent speeches and 
good entertainment 

G. F. Hoppe, sales 
manager of Insulite, talked on 
“There’s A Gold Mine at Your 
Door,” and John B. Egan, directo 
training, Wood Conver 
sion Co., spoke “Salesman 
Wanted—1956.” 

Novel innovation was an invita 
tion by the association to the gen 
eral public to visit the many ex 
hibits on the convention floor. 
Response was so great that this 
invitation will extended again 
at next year’s convention 


at- 
business 


S@SS1I0ONS 


promotion 


of sales 


on 


be 


} 


left to right: W. H. Badeaux 
Harold L. Carlson, director 
Kinnard Front 


row 
Assn 


Jack RK secretary 


Thompson Yards Expand 
In Osseo Area 


G. O. Thompson, Mankato divi 
sion manager of Thompson Yards, 
has announced the purchase of the 
L. E. Streater Lumber Co. yard at 
Osseo, Minn. Thompson Yards is 
expanding its services in the Osseo 
area with the following added fa 
cilities for contractor and con- 
sumer customers: farm and home 
plan services; a drafting depart- 
ment; modern pay-as-you-use 
credit terms and a comprehensive 
tie-in with the OHI program for 
1956 


U 


JM BERM AN?S 


SS ee 
a 
4 


Bill McCubbins and Herb Schauer 
have been named co-chairmen of the 
committee of Hoo Hoo Club 9, San 
Francisco, which will prepare for the 
65th international convention of the 
Hoo Hoo to be held at the Fairmont 
Hotel on September 16-19 
Indiana Lumber & Builders’ 

Association announces’ the 

of its new offices at 2413 
Meridian St., Indianapolis 8 


The 
Supply 
opening 
North 
Ind. 
Sam Bass of the Cash Supply Co 
Dover, N. J., was recently awarded the 
Robert G. Wall Memorial, which is 
presented to the city’s “Outstanding 
Citizen.” Along with the honor was 
an editorial in the local paper about 
Sam 

Harold D. Richards, president and 
treasurer of the Thompsonville 
(Conn.) Lumber Corp., died suddenly 
of a heart attack, March 2. He was 62 
years old 
Charles E. Bonestel, 77, director 
and retired manager of Peoples Lum 
ber Co., Ventura, Calif., died April 10 
He was a director of the Southern 
California Retail Lumber Association 
for a number of years prior to his re 
tirement. He leaves his widow, Anna 
two daughters and two grandson 


Forrest, Jr., a third genera 
tion lumberman of the South Plains 
was elected Mayor of Lubbock, Texas 
by better than a two-to-one majority 
Homer Maxey, Maxey Lumber Co., was 
elected to Lubbock’s ¢ ity Commission 


Ss. S 


Lumber 
30-day 

per 

An 


course 


California Retail 
Association is sponsoring a 
training course for retail lumbe1 
sonnel in mid-September in Los 
Enrollment fee for the 


Southern 


geles 
is $40 


H & S Lumber Co., Charlotte, N. C., 
has purchased the Carolina Sash & 
Door Co., also of Charlotte. H & § is 
now remodeling the retail yard pre 
paratory to specializing in consume? 
and package remodeling sales. H & S 
president W. M. Spurier has an- 
nounced that D H Hill will be greneral 


manager of the branch yard 
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This is our C. D. Johnson mill at Toledo, Orevon 


GEORGIA —PACIKIC S AWMILLS 
TO SERVE YOUR NEEDS 
WITH QUALITY LUMBER 


Our C, D. JOHNSON MILL, Toledo. Orevon has manufactured top quality 
lumber for many vears Rail and Water Shipments, Mixed Cars of Kiln Dried 
Lumber 


Douglas Fir, West Coast Hemlock and Sitka Spruce 


(OP) * GrorGiaA—Paciric 7oR>0 RATION 
Manufacturers of Western and Southern Lumber 


SA LES OFF IcES I quitable Building Portland, Oregon 
Southern Building Augusta, Georgi: 
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48 Line Yard Managers 





’ 


LINE YARD MANAGERS in 
pating in the recent four-day 
ducted by editor Art Hood in 


the Peter Kuntz Co. partici 
management workshop con 
Granville, Ohio 


Attend American Lumberman Workshop 


Some 4% 


to 


line yard 
with headquarters in 
ticipated in a four-day 
erated by Art Hood 
This is the second 
conducted in Ohio 

William Kuntz, president, The Peter Kuntz Co 
has expressed the benefits of the management work 
shop in a letter to Art Hood. Below are excerpts: 

“The wonderful way you conducted the manage 
ment workshop at Granville, Ohio, for the managers 
of the retail companies in our group is greatly appre 
ciated by all of us who had the good fortune to attend 
these splendid meetings 

“T am particularly grateful to 


managers of The 
Dayton, Ohio 
management workshop mod 
editor, American 
management 


Peter Kuntz 
recently par 


Lu nm he rman 


workshop Hood ha 


you for giving us 


In addition to many one-day Art Hood Work 
the Lumbermen’s Association of 

the association sponsored two 
four-day management workshops in Austin early this 
year, This makes the fourth major workshop American 
Lumberman has conducted in Texas the past two years 
in cooperation with the Lumbermen’s 
l'exas 


thi past yeal 


Association of 


Participants in 
year are 


one of the Texas 


workshops this 


shown above 


Front row (seated ‘ 
Tom Herring Herring I Laredk 
Nueces Lumber & ; Christi; RK, I I 
ber Co Ama Gillet A 
Burt, Zareky I Sorpur 


Dimmit pply Co., Carrizo Springs 

LeRoy Robert 
ongest, Seott 
pine Lumber Co., Alpine 
Christi; J. B. “Woody” 


imber Cx 


Lum 
Floyd 
W oodingtor 
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Higgs, J. V 
I 
Worth: A. G. The 


b 


Braunfel 
Campbell-Marrs 
& Lumber Co., Cor 


four days of your valuable time and for the interest 
and enthusiasm you conveyed to and installed in the 
1% managers participating from Ohio and Indiana 

“The meetings were truly great and we are sure 
they will bring profitable results in more creative sell 
ing and better all-around management. Of 
you know, the follow-through on our part is equally 
important. This we shall do and I am sure we will 
be pleased as we review the progress made from time 
to time, 

“Every operating manager in the retail lumber busi 
should take the management workshop course 
After attending the one last month, I can recommend 
it to any company interested in progressive, profitable 
merchandising of the products they have for sale.” 


course, as 


ness 


Seal y SF 
Texas Dealers Attend Two Major Clinics 


the 
shops spon ored by 
Texas 


White House Lumber Cx 
r 


0,, Longview 


Pampa _~ < Key 
Center row: 
Bading 
American 
Supply 


Ebersole I 
Richards & Krueger Co 
Lumberman Chicage J W 
Texarkana Hutch 
Harold P« Wm 


Lumber Co 


Gene imbermen's Association of 
New Braunfel Art 
Harwell 
Richards & Krueger Cx 
Cameron & Co., Vernon; J. W 
Temple ( ( Crowsor 
sicana; R. E 
rank Guerra, Herring-Price Lumber ¢ 
Hampton Lumber Co., Fort Worth: Lewis 
Temple M K Bett Chickasaw I 
laylor Lumber Co., McAllen; Erno Huebinger 
iin Lumber Co., Sequin; W Temple Webber, Jr Temple Lumber 
Lufkin Mike Makarwich, Chickasaw Lumbe C« Fort Worth 
Ww Taylor lay Lumber ¢ Houstor Marion ( Pugh, Marion 
‘ugh Lumber Co College Statior te Barrett Mar Lumber Co 
narille Dick Watkir I 
Back 


agland 


lexa 
Hood 
Builders 
New 
Marr 
Brick 
sumber Co 
Lared Jin 
Wald, Wheeler 


imber Co Fort 


Lorenz 
Temple 
Tom 
well 
selle 
Lawsor alle 


Fort Worth; f 


imbe to 
rntor 
eq 


imberr wiatior f Texas 


Palmer, Caleasieu Lumber ¢ Austir How 
Ragland Cone Lumber Cx Wichita Falls; J. R. Nalley 
Waco A B&B Lumber Ce lj 


row Lester 


ard 
Wm 
ort Worth 


ameron & Cx Sammor Sloar 
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DON’T LET 
THE SALE 
STOP HERE 


GET THE 
FINISHED 


It means $14 per room EXTRA PROFIT to stock, 
promote, sell Gold Seal’ floors! 


Your customer — whether he’s contractor For example, a special Gold Seal rack 


tract builder, or do-it-yourselfer — doesn't hows 24 different tile patterns in just 
PLUS stop work when the subfloor is down. If you q. ft. of floor space 
eee stop selling at that stage 





you're losing ea Linoleum sales lead to the sale of id 
extra profit to somebody else 


hesives, tools, plywood “i ’ i 
YOUR PROFIT ON Complete the sale with profitable Gold Sea at pet oot ; ' 7 sig ” 
Kl 8s. Look } Gold Seal FI ove ig O loo , ig wavily ‘ Lene 
TOOLS AND SUNDRIES, ton Girenten wate te on ava liae ' 7 Gold Seal flooring i heavily advert } 


ear-round profitable item 


T00! 1. tOne sale of linoleum tile for a 9 x | 5. You can sell all Gold Seal products on the 
, room gives you approximately $14 gro easy Ab juy Now—Pay Later Plan 


profit, based on a 40°; mark-up Get the full profit picture call the 


It takes little space to display th (;0old Seal ID 


tributor neareat you now 


=~ 
FOR HOME OR BUSINESS 7 ) ) & ) 
INLAID BY THE YARD—Linoleum + Nairon* Standard - ntop* \ YV - “a os a 
RESILIENT TILES Rubber + Cork + Nairon Ci , ¥ | ( ae ey ce / 


Nairon Standard + Vinyibest + Linoleum + Ranchtile® Lir 


PRINTED FLOOR AND WALL COVERINGS ' =" 
AMD WALL COVERINGS A Re FLOORS AND WALLS 
RUGS AND BROADLOOM e* SS —_ , 


EUM-NAIRN Inc Kearr a] 
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DEVELOPMENTS in 


from forest and plant residual 


can Inatitute of 


ood particle board 
were demonstrated for 30 members of the Ameri 
rimber Construction during their recent tour of the laboratory 


em 


4a new, engineered product developed 


of Timber Engineering Co., research affillate of National Lumber Manufacturers 


A n., Washington, D. ¢ 


New 1956 Southern 
Pine Grading Rules 


The new 1956 Southern Pine 
grading rules became effective June 
l Secretary-manager A. §S S018 
Southern Pine In 


New Orleans, La 


fontaine of the 
sureau 
single 


spection 
indicates that 
new rules are available without 
charge to all retailers and other 
specifiers and buyers of lumbe1 


Among the principal changes are 


of terms and classi 
unde 


l. Definitions 
fications reworded for easy 
standing by purchasing ayents, con 


tractors, architects and students 


2. Higher stress ratings are in 
corporated for moisture content of 
15°) or under, than for lumber of 


19 eo Or ovel 
3 Mors 
crook, warp and twist are 

rated 


limitations on 
Incorpo 


explicit 


1. Percentages of 4’ and 6’ allow 
able in random length shipments are 
reduced 

5. “DD” grades of finished flooring 
must be 100% usable 
areas eliminated 


and siding 
Cutting or waste 

6. Stress ratings apply whether 
the member is used as a joist or 
plank, beam, stringer or post. The 


110 


copies of the 


all-purpose stress grades apply to 
all widths in the regular No. 1 and 
No. 2 grades of 2” dimension. All 
purpose grades established 
also for thicknesses under 2 


stress 


NHA Adapts New 
Grading Rules 


Hardwood leaders of the Pacific 
northwest adopted grading rules on 
Pacific Coast alder and maple logs 
and shop lumber at the quarterly 
meeting of the Northwest Hard- 
wood Association held in Vancouver, 
B. C., recently. Final adoption of 
the new grading rules followed sev 
eral months of deliberation by the 
Log Rules Committee, headed by 
A. P. York of Educators Mfg. Co., 
Tacoma, and the Lumber Rules 
Committee, headed by L. R. Smith 
of L. R. Smith Hardwood Co., Long 
view, Wash. 

“The new rules will govern the 
measurement, sale and purchase of 
hardwoods by association members 
and are designed to set up stand 
ards that will insure a higher qual 
ity product,” reports president E. J 
Nist. Printed may be ob 
tained from the association's head 
quarters, 3253 Commodore Way, 
Seattle 99, Wash 


copies 


June 11, 


Detroit Steel Is Now 
Fenestra Incorporated 


Stockholders of Detroit Steel 
Products Co., Detroit, changed the 
company’s name a ee 
to Fenestra In- 
corporated at a 
recent annual 
meeting. 

Commenting 
on the action, 
president H. D. 
Palmer said, 
“The name Fen- 
estra has been 
identified with 
our company through nearly half a 
century of manufacturing building 
materials. At the outset this trade 
name applied only to our pivoted 
steel windows, but as we broadened 
product lines to meet new demands 
in the construction field, additional 
products bore the Fenestra label. To 
avoid confusion in identifying the 
company, it was recommended that 
Detroit Steel Products Company 
should become Fenestra Incorpo- 
rated.” 

From an original paid-in capital 
of $20,000 and fewer than 40 em 
ployes, Fenestra Incorporated has 
grown steadily through half a cen- 
tury of progress and today lists 
approximately $26 million in assets 
and has 3,000 employes. Today’s 
Fenestra products include not only 
many types of windows but wall, 
floor and ceiling panels, exterior and 
interior metal doors and roof deck. 


Paimer 


OBITUARIES eee 


Arthur H. Hempstead, former 
president of the Mershon, Eddy, 
Parker Co. of Saginaw, Mich., 
died May 10. He has not been 
active for the past three years 
and would have been 90 May 
27th. He leaves his widow, a 
daughter, a son, four grand 
children and a great grandson. 


Raymond G. Junqua, 54, wide 
ly known in loss adjustment 
work throughout the lumber 
industry, died April 7 in Miami, 
Fla. He was manager of R. G 
Junqua & Associates and was 
closely affiliated with U. S. Ep 
person Underwriting Co. of 
Kansas City, Mo. He leaves his 
widow, Irene, a daughter and 
two grandchildren 


Max F. Smith, 20, only son 
and partner of Fred A. Smith 
of the Fred A, Smith Lumber 
Co, of Van Wert and sawmill 
operations at Schumm, Van 
Wert county, Ohio, was killed 
instantly when he crashed his 
automobile into a freight train 
south of Van Wert on Feb. 9 on 
a foggy night 
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1. Summer Sales Drive continues through June, July, and 
August—with national TV, magazine, and Sunday newspaper 
section advertising. Be sure you use tie-in merchandising and 
plans. If you haven't a complete kit, rush coupon. It's free! 


3. Fir Plywood Plans Book makes ideal sales tool for dealers 
interested in extra “do-it-yourself business. Big (over 90 
pages), fully illustrated, with plans for scores of storage units, 
furniture items. Complete with stand. Send for more details 


PLAY IT SAFE! 


You're sure of quality whe 


only DFPA g 
There 


and sell 
d fir 


type and grade 


stock 
plywood 


for « 


marke 


Burrpinc Propucts MercHanp! 


INSIST ON 
DFPA INSPECTED PANELS O' 


n you 


ade 


Summer Sales Drive 





News for Your Staff 





Plans You Can Sell 





Traffic-Boosters 


, § Plywood Graphic, fully illustrated quarterly newspaper, with 
sales tips, ideas, plywood merchandising news. Wonderful for 
your employees. Send their names and home addresses; we'll 


see that they get the Graphic free. Circulation now over 80,000 


builders that can 


4. Statement Inserts are effective traffic 
on each features lumber dealer as 
headquarters for fir plywood and “do-it 


handy 1200 colorful inserts —/ 


make sales for you. Copy 


yourself ady 


container with over 


PSS SaaS ee ease eee ewe 


DOUGLAS FIR PLYWOOD ASSOC Dept. Al, Tacoma 2, Wash } 


Summer Sales 
Please send the 


od USA only 


Drive Rush complete 


free kit 


2. Plywood Graphic 
Mail 


attached 


a 
to list of names 


3. Plans Book — Send 
samples and complete 


informatior 


4 Statement inserts 
Send free set of 


1200 


inserts 
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RUSTPROOF ALUMINUM 
nails 


WOOD SIDING 
(Sinker Head) 
Lengths: 6d, 7d, 6d, 10d 








| SS ZzzezOa 
(ia 


WOOD SIDING 
(Casing Head) 
Lengths: 6d, 7d, 8d, 10d 








CEDAR SHAKE 
Lengths: 114", 1%" 











CEDAR SHINGLE 
Length: 1'4" 











“FILE-GRIP”’ 
Lengths: 1-7/16", 1%” 





“SCREW-THREAD” 
Length: I'4” 


MASONITE OR 
HARDBOARD 
— SIDING 


Lengths: 2%", 2%” 


INSULATED SIDING 
Dark Alrok and 
Light Etched Finish 
Lengths: 2”, 2'/," 

















GYPSUM LATH 
Lengths: Ie", 1/4", I'/2" 





ROOFING 
Lengths: %4" to 2'/,” 





44444444 


oe 


pss 











ALUMINUM ROOFING 
AND TRANSLUCENT 


ANEL 
Lengths: 1%", 2”, 2'/,” 


OVAL HEAD 


Samm EAsy TO DRIVE — made from high temper 
aluminum alioy. 


aos RUSTPROOF — will never rust stain or streak. 
Mla PERMANENT — FHA-opproved. 


‘aes ETCHED FINISH — all oils and foreign matter 
removed. Sanitary. 


GOOD PROFIT — QUICK SALES — from easy- 
to-display, colorful eye-catching quick service 
containers. 


All of the above nails are packed in color-coded, dust- 
proof, pull-string “packaged-for-the-job" containers, with 
complete count and coverage information. They are also in 
50 Ib. bulk cartons. Write for free samples and literature. 
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Expansion Programs Grow 


MAJOR FEATURE of Red Devil Tools expansion program 
was the opening of this large manufacturing plant in Union 
N. J. The new building, with a capacity of 70,000 square 
feet, is located on an ll-acre property 


BRAINARD STEEL CO. 


Reorganization and expansion of the building prod 
ucts department of Brainard Steel Co., Warren, Ohio, 
is announced by C. Allen Dolby, general sales man- 
ager. Enlargement of manufacturing and sales facili- 
ties: consolidation of the scaffolding line with the 
building products line under the direction of Richard 
U. Sager, and the introduction of new products, are 
three phases of the new Brainard program. The build- 
ing trade will now be able to order replaceable scaffold- 
ing in the same order for Brainard building posts, 
area walls and lintels 


THE RUBEROID CO. 


Stanley Woodward, president of The Ruberoid Co., 
New York, N. Y., announces that within a few weeks 
the company will break ground for a felt mill on the 
site of Ruberoid’s roofing factory at Savannah, Ga 
The new facility will cost an estimated $3.2 million. 
The dry felt to be produced at the new mill is a highly 
specialized pulp product used as a base for asphalt 
roofings of all kinds. The output will supply Ruberoid’s 
Savannah roofing factory, which the company ac 
quired in 1954 




















STEEL FRAMEWORK of a new lumber dry kiln for the 
cooperative Southern Illinois University-U. 8. Forest 
Research Center Wood Products Pilot Plant at the SII 
Vocational Technical Institute campus near Carterville 
Ill., is shown going up adjacent to the pilot plant’s lumber 
storage yard. Kiln is scheduled for completion in June 
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INFRA INSULATION shows how 1,000 square feet of con 
tinuous insulation can be fed out of one small portable, 55 
pound carton 


1,000 Square Feet in Portable Box 


Infra Insulation, Inc., of New York, is offering 
1,000 square feet of continuous insulation, three 
blocks long, which feeds out of a small 55-pound 
carton. It is easily installed in one long piece with 
out a break, for more complete heat and vapor pro 
tection in new and existing buildings. This continu 
ity reduces the number of vapor “breaks”, which other 
wise occur every four or eight feet, where ends of 
some thermal! insulations are butted. 


Infra multiple aluminum insulation is available 
in a variety of types and widths at a cost of from 3¢ 
to 12¢ a square foot. It is made for 12, 16, 20, 24” 
and wider beam centers and can be combined to 
accommodate even 30, 48, 60” and wider centers. 


(continued on page 114) 


DEA -A-MINUTE 


How We Handle Jobs 


Several years ago, we became aware of the vast 
sales potential in remodeling projects. Three years 
ago, we began intensively advertising our yard as the 
community’s remodeling headquarters and today, we 
are firmly entrenched in this favorable position. In the 
past two years, 30% of our total sales volume came 
from remodeling projects 





Currently, we are getting a tremendous number of 
phone calls from people who wish to remodel and im 
prove their homes. We assign the various jobs to our 
contractor customers. When a customer calls us, we 
explain that we are not in the construction business, 
but that we can obtain a reliable contractor or car 
penter for the job as well as supply the proper mate 
rials. 

We tell the customer that his satisfaction is assured 
because the contractor must satisfy both the customer 
and our firm. We explain that we make no money on 
the labor. 

Each day, we post the job calls that come by 
phone. The next morning, contractors either call in 
or come in and we assign the jobs. To help the con 
tractor sell the project, we have an outside salesman 
who spends half his time going with contractors to cal] 
on customers.-Dwight L. Davis, executive vice-presi- 
dent, H & S Lumber Co., € ‘harlotte, N.C. 
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special threaded 


steel nails 


(SCREW | 
CRIP 3 


HI-TEMP SCREW.GRIP 
TRUSS RAFTER 
All Standard Sizes 


Hil- TEMP SCREW-GRIP 
» PALLET 
All Standard Sizes 


HI-TEMP SCREW.GRIP 
FLOORING 
Lengths: I'/,", 144", 2° 
24", 2/4" 


SCREW-GRIP 
COMMON 
All Standard Sixes 


SCREW.-GRIP 
SINKER 
All Standard Sizes 


BRR TOP QUALITY — PRECISION-MADE — backed 
by nearly 50 years’ experience in nail mans- 


Pama scRew-onir” and “RING-GRIP” types — 
have maximum withdrawal resistance. Hold 


fund cnoiecaco for specie epplications with 
ie oieee aoe 


pant Scar Gh ‘santa temomnoed  nelidh’ uke 
round heads. 


PACKAGED — in i 
ad ED — In sturdy, colortal, easy-te- 


RING 
CRIP 


RING-GRIP 
SINKER 
All Standard Sizes 


RING-GRIP 
mma COMMON 


All Standard Sizes 


= HI-TEMP 


L WN RING-GRIP 


POLE BARN 
All Standard Sizes 





RING-GRIP 


}-—~neenemmn UNDERLAYMENT 
Lengths: 1", 14", 14", 


14", 2a 2M 


RING-GRIP 
— GYPSUM WALLBOARD 
Lengths: I'/g”, 1/4" 


1%”, VA" 


Write for free samples 
and literature 


nichols 
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SPECIAL OHI advertising section in a late September issue of the Saturday 
Evening Poat is planned to be one of the largest ever run by the magazine 
Theme will be “How to Improve Your Home.” Discussing section are, left to 
right, Post's advertising director Morton Bailey, J. D. Elgin of National Gypsum 
(o., and John R. Doscher, executive director of OHI 





Decimal Packaging eliminates the need for wholesal 


- ers and retailers to convert each 
and Unit Pricing item into dozens and gross units. 
The Corbin System will eventually 
An overall decimal packaging include packaging its entire line 
and unit pricing system has been of builders’ hardware in multiples 
instituted by the P. & F. Corbin of ten. 
Div. of The American Hardware “op : i: 
Corp., New Britain, Conn. << — transition will e gradu 
’ ’ al,” adds Booth, “and all Corbin 
“The decimal packaging and packaging will be changed to units 
unit pricing, which we will em- of ten as soon as present inven 
ploy,” vice-president L. Curtis tories of packaging materials are 
sooth = points out, “completely exhausted.” 





COMPANIES ANNOUNCE 





Jecause all of its products have 
heen sold for years under the trade 
name of “Amerock,” the American 
Cabinet Hardware Corp., Rockford, 
Ill, has announced a change in its 
corporate name to Amerock Corpora- 
tion. President Reuben A. Aldeen ex- 
plained that the trade name of its 
products has become better known 
than the company name and that 
there has been no change in owner 
ship, management or policies. 


The Bradley Lumber Company of 
Warren, Ark., manufacturers of Brad- 
ley Brand products, has prepared a 
new Bradley Molding Book for gen- 
eral trim and molding makers with 
the most widely used contours shown. 
“These are calipered correctly and 
machine men can safely grind their 
knives from these patterns and have 
them exactly right,” advises F, W 
Girdner of Bradley Lumber, The con 
tours were selected by the Arkansas 
Soft Pine Bureau group 


John B. Myers was elected presi- 
dent of the Zonolite Company, Chi- 
cago, miner and processor of vermicu 
lite, at a recent meeting of the board 
of directors. Formerly vice-president 
in charge of mining and production, 
Myers succeeds A, T. Kearney, who 


(continued on page 116) 


Something Different and Easy fo Sell/ 


ARMSTRONG Glazing—Caulking~Sealing Compounds 


*33"’ 


PLASTIC 


GLAZING 
COMPOUND Marit COMPOUND 


“ morgane commer oi Inexpensive 
— For Wood ez ; 
. Home Protection 
or Metal Sash 


“aqr , “Rely-on”’ is a sure and inex- 

33”" retains its life-giving oils, pensive way to eliminate drafts, 
stays elastic and keeps the bond be- dirt, insects, rust, rot, unsightly 
tween glass and sash permanently in holes and cracks inside and out- 
tact. It is not like ordinary glazing side. It adheres to practically any 
materials—it never loses its “life,” surface— wood, brick, glass, stone, 
chip or crack, nor is the bond between tile, cement, masonry or plaster 
sash and glass ever broken. 33" is Does not dry out or become rock- 
highly efficient for patching nail holes hard and will not crack, chip or 
and cracks before painting, setting crumble—stays permanently elas- 
plumbing fixtures, etc. tic. Packed in cartridges and in 


bulk 


1001 EAST 103rd STREET, CHICAGO 28, ILLINOIS 
OTHER PLANTS: Detroit ¢ Dallas ¢ Richmond, Calif. « Charlotte, N. C. 


ly THE ARMSTRONG COMPANY 
X a 
\ 


= 
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A KWIK-SEAL 


BATH TUB and 
TILE SEALER 


Dries Fast with Smooth, 
Satin-White Finish 


—- 

Adheres to any surface: 
plaster, glass, tile, cement, wood, 
wallboard or metal. Compounded to 
withstand expansions and contrac- 
tions, dries quickly and takes paint 
beautifully, as soon as dry. Does not 
discolor adjacent materials, or chip, 
crack, or crumble with time. No un- 
pleasant odor, non-injurious to hands. 

Ideal for sealing around bath 
tubs, lavatories or kitchen sinks—for 
filling cracks and nail holes—for 
pointing joints in various types of 
plastic or metal tile 




















SEE YOUR JOBBER OR wRriTté TO US 
DIRECT FOR ADDITIONAL INFORMATION 
ON ARMSTRONG PRODUCTS 
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CONSUMER 
ADVERTISING MESSAGES 





HELP YOU OPEN 
THE DOOR TO 


} el Kyat | NATIONAL LocK 
WV ( Le», ee 


ey 
am es 


a, LEP HARDWARE SALES 
“my OOF Int 
“xX Cane @ LEADING HOME PUBLICATIONS* 
CARRY YOUR NATIONAL LOCKsef 


AND CABINET HARDWARE STORY 


, = 


° 





* 

Month after month, home-building prospects 
and remodeling enthusiasts (your customers) 
are becoming more and more familiar with 
National Lock (the line of quality hardware you 
sell). The reason... colorful, effective National 
Lock ads are appearing in House and Garden, 
House Beautiful, Better Homes and Gardens, 
Small Homes Guide, Home Maintenance and 
Improvement. Through these pages come prod- 
uct recognition and company prestige... two 
more reasons why you can order National Lock 


hardware with confidence... sell it with pride. 








ee, ee ee ce on Ga ono ya. ie f 


ROCKFORD, ILLINOIS Merchant Sales Division 
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continues as board chairman. J. A 
Kelley, vice-president of the southern 
division, is taking over duties for 
merly assigned to Myers. R. W. 
Sterrett, vice - president, concrete 
products division, was named vice- 
president and general sales manager 


“Blundering Blodgett,” a 30-minut« 
full-color sound film released as the 
first part of the Gold Seal retail train 
ing program, has been awarded first 
prize 


in a nationwide competition co 


SILE 


AMO. es MMO /OER, 


3-5-6-7'2-8 
10-12-15 
Ton 
Capacities 


Write for 
BULLETIN No. 77 
and 
“EARN-ITS-WAY 
BUY OR RENT 
PLAN” 





‘has givenus... 


A SOLID YEAR of 
UNINTERRUPTED 
SERVICE.... 


“NOT A SINGLE MINUTE 
LOSS DUE TO BREAKDOWN 
OR REPAIR... 

FROM THE FIRST DAY 

OF OPERATION .. .” 


ponsored by the National Visual Pre 
sentation Association, Ine., and the 
Sales Executives Club of New York 
The award, in the films-slides category 
in the field of sales training, was a 

cepted by sales training manager Wil 
liam A, Bates of the Gold Seal Divi 
ion of Congoleum-Nairn, Ine., Kearny, 
a aA Bird & Son, Ine., announce 

the establishment of the eastern divi 
sion of its building materials division 
Vice-president E. L. Chamberlain ha 

named A. Rogers Weed, Jr as mar 

ager of this division, in charge of both 
production and sales, and Henry Ff 
Davis as general sales manager. The 
new division includes the Norwood 
Roofing Plant, the sales office at Kast 
Walpole and the three sales districts, 
New England, New York and Middl 
Atlanti 


T HOIST 





y, 





. SO WRITES 


A SATISFIED OWNER 


This large FLOORING PLANT works LIFTRUK 


round the clock 


capacity ) 


Their Model FK-15 (15 tons 
handles 8 foot packages, on all yard 


and kiln track handling operations 


Previously, continuous breakdowns had been 


prevalent they report, but since switching to 
LIFTRUK uninterrupted, full-time service is 


assured for the 


first time.” 


P.S. Additional LIFTRUKS ordered! 


SILENT HOIST & CRANE CO. 


860 63rd Street 


Brooklyr 270 WN Y 
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INTERIOR 
ARD@OO0 FLUSH DOOR 
< . nue 


ExTERIOR 
HARDBODO FLUSH DOOR 
ise CORT wwNe 
PREMIUM GRADE PREMIUM GRADE 

inTERIOR 
naROoeo0n 

” 


ExTERiOR 


HAROBUDD FiuSe COUR 
Ow COME wae 


cooo GRADE cooo 


INTERIOR 
MAROWOOD FLUSH GOOF 
. 


ExTERIOR 


HAROBOOD FLUSH DOOR 
an CE mm 


Paint GRADE PAINT GRADE 


NWMA 


aoot! 


tablished by 


GRADEMARKS « 


for hardwood hollow-core 


Grademarks for Hardwood 
Hollow-Core Flush Doors 


“The authority given to the grade 
labeling system for hardwood hol 
low-core flush doors by a new com 
mercial standard, CS 200-55, ranks 
as a positive step forward in the 
trend toward greater use of quality 
materials,” according to Ormie C 
Lance, manager of the National 
Woodwork Manufacturers Associa 
tion 

“The reason,” Lance adds, “is 
that only doors measuring up to the 
provisions of the standard qualify 
for NWMA labels.” 

Standard 200-55, recently promul 
gated by the U. S Department of 
Commerce, officially recognizes the 
grademarks for hardwood veneered 
hollow-core flush doors developed by 
NWMA. NWMA acts as licensing 
agent for labeling of the doors in 
three grades—Premium, Good and 
Paint—applying to both interior 
and exterior doors. The grades are 
stamped on the edges of the doors, 
exterior in red and interior in green 

Copies of CS 200-55 can be ob 
tained from the NWMA office, 332 
S. Michigan Ave., Chicago 4, or 
from the Superintendent of Docu 
ments, Washington, at 10¢ each 


46 Receive Awards 
for Product Literature 


Top honors for excellence in 
building product literature and 
space advertising directed to ar 
chitects was presented to the 
Acoustical Materials Assn., 
American Brass Co., Armstrong 
Cork Co., Aluminum Company of 
America and Knoll Associates 
Each received a certificate of ex 
ceptional merit, the highest award 
conferred by the Jury of Awards 
for the Building Product Litera 
ture Competition 

This competition is co-spon 
sored annually by the American 
Institute of Architects and the 
Producers’ Council, the organiza 
tion of building products manu 
facturers and associations. En 
tries in the competition are judged 
by a jury of well-known archi 
tects. This year’s competition, 
which attracted nearly 300 en 
tries, was the eighth. 
l.UMBERMAN ANI 
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Here’s how the Lehigh Lumber Company 
merchandised HARDWOOD PLYWOOD 


and TRIPLED SALES! 


z af Mr. John Snyder Building Expert at Lehigh Lumber Co 


**... In our showrooms, we have placed full sheets of 28 different types of paneling 
so that our customers can visualize the appearance of a panel applied to the walls of their homes. Prior 
to the installation of these panels, we found that a customer had difficulty in making a decision by 
looking at small samples. Since we have placed full size panels of hardwood plywood on our walls for 
display, we have more than tripled our sales in hardwood plywood. Now our customers see the product 
on a wall, can touch the wood, and we find they buy far more readily than before. In addition, we of 
course advertise hardwood plywood in newspapers and by direct mail, and are always ready to help 
the ‘Do-It- Yourselfer’.” pe 


NO DOUBT ABOUT IT...YOU TOO CAN CASH-IN ON rs ae COMPANY 
HPI’s NATIONAL CONSUMER ADVERTISING BY DISPLAY- ALLENTOWN, FA 
ING HARDWOOD PLYWOOD AT POINT-OF-SALE. 


FOR SALES HELPS...MAIL THIS COUPON, TODAY 
HARDWOOD PLYWOOD INSTITUTE, Dept. 22-F 


600 South Michigan Avenue, Chicago 5, Illinois 
Gentlemen: | am interested in making Hardwood Plywood 
profits. Please send complete information on current HPI 
dealer promotions, Hardwood Plywood Displays and Nea 
THIS SEAL HELPS YOU SELL! i 

tional Advertising 

The HPI seal identifies American mills operating under 

a rigid 5-point quality control program—with full su NAME 

port to Hardwood Plywood dealers through nationa 


COMPANY NAME 
advertising in leading consumer magazines 


HARDWOOD PLYWOOD INSTITUTE ADDRESS 


600 South Michigan Avenue Chicago 5, Il TY ZONE 
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Wholesaler News 


Lampland Is Appointed 
Field Representative 


president of Re 
Paul, an- 


Johnnie Giles, 
serve Supply Co., St. 
nounces the ap 
pointment of 
Charles Lamp 
land as field 
representative 
of the corpora 
tion. Giles em- 
phasizes this 
important staff 
addition was 
made to aid the 
achievement of 
the following seven objectives: 

1, Increased volume and in 
creased resultant net operating 
profits; 2, increased effectiveness 
of Reserve Supply’s merchandis- 
ing programs; 3, more effectively 
integrate the merchandising pro 
grams of manufacturing suppliers 
with those of Reserve Supply and 
its stockholder dealers; 4, keep 
management advised of important 
current market trends and condi- 
tions; 5, discuss and consult with 
stockholders on policy as well as 
all general matters of importance 
to both them and the corporation; 
6, handle field service matters 


Lampland 





more promptly and more satisfac- 
torily and 7, to further accom- 
plish a more personalized relation- 
ship between Reserve Supply and 
its stockholder customers. 

Giles adds, “Charles Lampland’s 
wide experience in the retail lum- 
ber and building materials dis 
tribution in the upper midwest, 
coupled with his experience gained 
through several years on the ex 
ecutive board of NRLDA, plus his 
long tenure as a member of the 
board of directors of Reserve Sup- 
ply, ideally qualify him for the 
executive type of field representa- 
tion required for this new and im- 
portant expanded merchandising 
activity of Reserve Supply.” 


NAWLA Will Convene 
In Vancouver, B. C. 


The National-American Wholesale 
Lumber Association will hold its 
64th annual meeting in the Hotel 
Vancouver, Vancouver, B. C., June 
19-20, reports Sid L. Darling, secre- 
tary of the association. Between 500 
and 600 registrants are expected. 
Guest speaker will be Arthur H. 
“Red” Motley, president of Parade, 
a Sunday picture magazine, who will 
speak on “Use It... or Lose It!” 


Michigan Wholesalers 
Now Malta Distributor 


More than 600 lumber dealers in 
the area of Jackson and Kalamazoo, 
Mich., and Toledo, Ohio, were re- 
cent guests of Michigan Whole- 
salers, Inc., at a series of family- 
style chicken dinners. The meetings 
served to introduce Michigan Whole- 
salers as the Malta distributor at its 
Jackson, Toledo and Kalamazoo 
warehouses. 

Michigan Wholesalers’ division 
managers, Lloyd Price at Jackson, 
Car! Howard at Toledo and Charles 
Myers at Kalamazoo, acted as em- 
cees at the meetings, at which com- 
plete presentations on the entire 
Malta window line were given. 

Michigan Wholesalers is now in 
its 25th year of service to the re- 
tail lumber dealers in the midwest. 
Headquarters for the organization 
are maintained at Jackson, Mich. 


National Building Material Dis- 
tributors Association announces it 
has occupied new offices at 22 
West Monroe St., Chicago 3, IIl. 
Telephone: DEarborn 2-7127. The 
new offices provide the association 
with increased floor space. 
(continued on page 120) 





Mobile Showroom 


Interior walls and wainscoating in the trailer are 


redwood. 


Flooring is hardwood, and the ceiling is 


Rolls Bulky Samples to Dealer's Door 


To present retail dealers with a complete display 
of bulky windows and other millwork items it handles, 
Great Lakes Distributing Corp., South Bend, Ind., de 
signed a 32-foot-long mobile showroom. Now, if a 
dealer wants to set up a contractor meeting to demon 
strate building products, Great Lakes will roll up to 
his showroom and the distributor’s representative will 
handle the meeting 


MOBILE SHOWROOM rolls up to the dealer’s door to 
present the distributor's complete line of windows, plastic 
laminates and millwork 


118 


perforated acoustical tile. Samples of Bilt-Well case- 
ment, double-hung and awning window units are 
hinged to the interior walls. A cabinet display is used 
to house speakers for the 16mm. motion picture pro- 
jector. A 60-inch-wide screen is recessed into the 
ceiling. 

The trailer can be converted from a showroom into 
an auditorium capable of seating 50 in a few minutes. 
Upholstered, folding chairs are stored in a compart- 
ment in the front of the trailer 


THOMAS NUSBAUM is in charge of the Bilt-Wellmobile, 
which will call on dealers in the South Bend, Logansport 
and Fort Wayne areas 
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FOUND THE ANSWER TO COLOR... 
REPUBLIC STEEL KITCHENS 
IN HARMONY HUES! 


Your exciting display in subtle tones of Prelude Pink, 
Tempo Turquoise, and Largo Yellow sold her! Any color she 
chose would live happily with modern decorating 
materials through the years .. . or blend with the appliance 
color she had in mind. And at no extra cost—that cinched 
it, even before you had finished demonstrating the dozens 
of wonderful features a Republic Steel Kitchen 

can provide. So you helped plan ser kitchen, com- 

plete with built-ins, a worksaving sink center, 
special-purpose cabinets—a truly custom kitchen 

from stock units, all readily available 


from your distributor, 


THIS PROFITABLE OPPORTUNITY IS YOURS 
WITH REPUBLIC STEEL KITCHENS! 


Get the straightforward story on what's happen- 

ing from now on in the kitchen business. 

Find out how Republic Steel, with “mine to market” 
facilities, can offer you more. This free booklet 


tells the basic story. Send for it now! 


REPUBLIC STEEL 


Kishen 


IN CLASSIC WHITE + LARGO YELLOW 


TEMPO TURQUOISE + PRELUDE PINK 


= REPUBLIC STEEL KITCHENS 
1038 Beiden Avenue 
Canton 5, Ohile 


C) Send my free copy of “Why Get in 
the Steel Kitchens Business? 


C) Have my Republic Steel Kitchens 
distributor call on me 


Dealership 
Individual 


Address 


Circle No. 102 on Coupon, page 172. 





How to make money on Onan 
Electric Plant Sales & Rentals 
> , 

with a minimum investment! 
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Medel 205A5-1P 
2,500 watts A.C 


Medel 5CCK-1P 
5,000 watts A.C. 


You're set up for business 
with a few units and this 
ONAN Catalog! 


Several Onan plants in the range of 1,000 to 5,000 watts 
make a practical setup in getting started with this 
profitable extra business, The rental units do three jobs 
they make money, bring in new customers, and at 
the same time demonstrate dependable Onan perform- 
ance, paving the way for future sales. A unit like the 
popular 2,500-watt Model 205AJ-1P, displayed on your 
sales floor, takes care of the contractor who wants 
immediate delivery. Your distributor can quickly re- 
»lace it. . . or you can order other sizes and models from 
bim for immediate delivery. 
Get the jump on your competitors with this Onan 
Electric Plant Rental and Sales setup. Call your Onan 
distributor or write to us. 


Write for information on the Onan 
Rental-Sales Plan today ! 
D. W. ONAN & SONS INC. 


———<—=$ A A TT A NS ee me em cee IY 
2696 University Ave. $.£. © Minneapolle 14, Minn 


Circle No. 61 on Coupon, page 172. 








Wholesalers 
(begins on page 118) 
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EASTERN DISTRIBUTORS of St. Regis Panelyte plastic 
laminate discuss details of the company’s Tool Jamboree 
promotion with company officials at dinner-meeting in New 
York. Points will be awarded to dealers and fabricators by 
St. Regis for every square foot of Panelyte purchased 
during a 90-day period. Distributors can win power tools, 
hand tools, accessories, at no added cost to them. 





Southern Hardwood Meets in Memphis 


The Southern Hardwood Traffic Association held its 
annual meeting recently at the Peabody hotel in Mem- 
phis, Tenn. Highlight of the meeting was a joint 
luncheon attended by the association and the Lumber- 
men’s Club of Memphis, at which Bob Quirk, genera] 
counsel of SHTA, discussed the general transportation 
situation and prospects for securing reductions in 
freight rates 

New SHTA officers elected at the luncheon are: 
George McCall, president; James E. Stark, vice-presi- 
dent; M. B. Hyde, treasurer. Cecil New, secretary- 
manager of SHTA, was elected to the new post of ex- 
ecutive vice-president. 


Report on Southern Sash Jobbers 


Results of a recent statistical survey present a com 
prehensive picture of the combined facilities and man- 
power of Southern Sash & Door Jobbers Association of 
Memphis, Tenn. The association consists of 157 mem- 
er companies in 18 states. Secretary-treasurer Thomas 
Birchfield of SS&DJA, in reporting on the survey, ad- 
vises that member companies have over 1000 delivery 
trucks in operation, use 254 warehouses and handled 
36,329 carloads of building materials in 1955. 

Total average monthly inventory is over $45 million ; 
average member company monthly inventory is over 
$250,000. Total investment in leasehold improvements, 
warehouse and shop properties, machinery and all 
equipment is over $35 million. The 157 member com 
panies have an average of 33 years in business 





More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 
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A DIRECT 


| la at @ 
PROFITS... 


TUR Vi" 


You'll line up more sales more 
satisfied customers more repeat 
business with MALTA window: 


because they fill every building need 





MALTA’S wide range of modern functional styles please 
the most discriminating home buyer and adapt to any building 
design. All units have special features to help builders cut in 


stallation costs . speed up construction. Quality material 








precision milling and chemical treat- 
ment assures windows that are right 
from the start and that will stay right 
for the life of the home 


Get in line now for your share 
of the profitable, big volume busi 





ness that will come your way 
when you sell MALTA the 
finest wood window in the 


building industry 


| 
A modern, versatile unit i 7 } \ 
for stacks, ribbons or win- i 2 } 
dow walls. Installs in3 po- /f lj {| = 
itions as awning, hopper f d i 


or casement style window J} 
, Removable sash 


Fifteen size -— A | 
MALT-A-VENT a | MALT-A-MATIC 


This favorite double hung, fully 
modular window adapts to every 
ill thiekne every type ol 


construction. Sash removes for 








cleaning rust prool 
loaded, metal weather 
f permits finger-tip oper 
without ticking or rattling 


allabke 











horizontal sliding 
A ith remo\ able 
Smooth, silent op 
1, fully weather 
a Water proof 
full range of 32 
single or mul 


tallation 





Contact your MALTA _ JOBBER 
or write——— 


BUILDING Propucts MERCHA) Circle No. 64 on Coupon, page 172. 





mann, manager, building products, 
jarrett Div., Allied Chemical & 
Dye Corp.; E. J. O’Leary, vice- 
president, The Ruberoid Co., and 
Rogers Weed, Jr., vice-president, 
Bird & Son, Inc. 

The panel recognized the job- 
ber’s position has been challenged 
and weakened from two direc- 
tions: 


RA ARNE REM IOI 


1. The tremendous expansion of 
production facilities has generat- 
ed pressure for ever-increasing 
sales volume to use up this pro- 
duction. 


2. The parallel expansion of 
large scale retailing chains has 
generated a counter pressure for 
direct buying in the hope of secur- 
ing lower prices. 

In the middle of an economic 
tug-of-war, the distributors are 

ARMSTRONG CORK CO. was cited by NBMDA for its outstanding advertising looking for a clarification of their 

campaign on behalf of distributors. NBMDA treasurer D. N. Peterson, left, pre position. To give them an answer, 

sented the award to J. V. Jones, general sales manager of Armstrong's building the panel members replied to writ 

products division ten questions submitted from the 
floor before the meeting. 

NBMDA Meeti “Roofing is one product that 

eerTing must be distributed through a job- 

ber,” Weed said, kicking off the dis- 

e e e e cussion. “I can’t conceive of a 

Discuss Distribution Pattern manufacturer’s credit department 

carrying on business with small 

retailers some of whom may be 





Panel of manufacturers 


° hint 
for Roofin poor credit risks. 
G uphold jobber’s position as “Among the manufacturers,” 
. Weed continued, “red figures on 
‘ ee ” = 4 e ’ 
Class “A” distributor at St. the books have changed many 


Louis session. points of view about distribution 
methods. The role of the legiti- 
mate jobber is again becoming im 
portant.” 

Replying to a question asking 
when the class B distributor will 
be outlawed, O’Leary said: 


Reassurance that the legitimate “The roofing industry and the 
jobber has an important function distributor” was the subject of 
to perform in the orderly distribu a panel discussion which drew 
tion of building materials was an overflow crowd of jobbers 
spelled out by representatives of and manufacturers representa A fh : a 
the roofing industry at the recent tives. Moderated by NBMDA Qualifications stiffer. I think 
spring meeting of the National president, C. A. Haag, Springfield, he’s outlawed today. New classifi 
Building Materials Distributors Ill., the panel of roofing manufac- cations offer no attractive goals 
Association in St. Louis. turers consisted of: C. B. Haus for retailers to take on the job 

ber’s function. No longer is the 
6% discount in the picture and 
we, as manufacturers, have tight 
ened up the qualifications for a 
distributorship. 

“We're not doing business with 
paper corporations,” O’Leary re 
plied to another question. “Our 
jobber customers must be legiti- 
mate distributors employing out- 
side sales people. As an industry, 
we've made forward steps in 
avoiding misclassification of class 
A and B jobbers. These classifi- 
cations are spelled out in your as 
sociation’s by-laws.” (A class “A” 
distributor is one with no retail 
outlets; a class B distributor has 
a retail outlet.) 

Edward S. Hartman, vice-presi- 
dent, National Tax Equality As 
sociation, drew a standing ova- 
tion after he described current 
trends in co-op taxation. 

AMERICAN LUMBERMAN’S Master Wholesaler Award was presented to “Nobody is trying to put the co- 
Knecht’s Lumbermens Supply, Rapid City, S. D., by NBMDA president Cc. A - out ‘of business * Hartman 
Haag, Springfield (Il).) Supply Co. Shown, left to right, are S. M. Van Kirk op! + ‘ : rangi: SO ce 

NBEMDA general manager, Don Knecht, who accepted the citation for his firm, said. “All any businessman wants 
and Haag (continued on page 171) 


122 June 11, 1956, AMERICAN LUMBERMAN AND 





more and more dealers 


are saying: 


f 


Wrought Steel Butts 
Cat. R240 


“Let’s handle 


Builder's Special 
Cat. 2540 


“A good line of hinges to handle’’ .. . that’s 
the trade’s way of saying, “We like to sell 
Griffin products”... “Griffin gives good 
service ... they back up their product 
they never have and never will cut their 
quality . . . our wholesaler-supplier likes 
everything about the firm’s policy... and, 
our customers like the product.” 


Display them and you'll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 


NEW VISIPAKS — Order by 


the carton of individual VisiPak 


carded items 


Te : % 
Cat. #8B197 Template Butts, Button Tips 
with permanently attached Bearings 


“since 1899" 


MANUFACTURING CO. ERIE, PA, 


Circle No. 63 on Coupon, page 172 123 





THE LUMBER MARKET 


See Further Breaks 
In Fir Plywood Prices 


TACOMA An $% break in the 
price of Douglas fir plywood in the 
past fortnight, with a further drop 
a distinct possibility, is the most 
disturbing factor affecting the 
lumber industry in this area. Al 
though spokesmen for the Douglas 
Fir Plywood Association, the in 
dustry’s marketing organization, 
discount the break as being spot 
ty and of a temporary nature, the 
fact remains that the price on 
quarter-inch stock has dropped to 
$80 a thousand and less. There are 
strong indications that a $76 price 
is being quoted in some quarters. 
Last winter, the price was raised 
from $85 to $88 

Industry sources say that the 
downward trend started when one 
big producer sold 3 million board 
feet to the government at $80 a 
thousand. Although the sale, con 
sidering the absence of selling and 
discount costs, might be ecynsid 
ered scarcely any lower than the 
prevailing $88 price, it had an im 
mediate effect 

Big buyers, one broker ex 
plained, figured they could get in 
on a lower price, too. That helped 
drive down the market. Some 
wholesalers have been critical of 
of $85, which had prevailed for 
the industry for raising the price 
almost a year and a half to $88 
last December, contending that 
there weren't enough orders to 
justify the rise. Other factors con 
tributing to the slowing of de 
mand are unfavorable weather in 
many parts of the country and the 
fact that major building opera 
tions are just beginning in the 
midwest and east 


Generally Weak 
Market at Seattle 


SEATTLE 


The market is most 
ly on the weak side. A sluggish 
demand is credited to tight money, 
less housing starts, the [CC ruling 
on transits now in the courts and 
other factors 

Green fir dimension is weaker up 
to $2.50 but upper items and boards 
are steady at previously quoted 
figures. Studs are very weak. Dry 
hemlock is in good supply and con 
struction and standard dimension 
is quoted $2 less while uppers 
remain steady. Shingles are in fair 
demand with prices unchanged ex 
cept for differences between 
atraight and mixed cars 

California leads the demand 
Cedar siding is weak but prices are 
holding. Pine prices are the same 
and fairly firm. Both pine and 
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spruce sales are helped by dry lum 
ber entering the market. Spruce de 
mand is good 

Transits are still being sent out 
but many cars have had to be sold 
at a loss. The trade is anxious to 
have ICC Order 910 clarified. The 
United Kingdom is out of the mar 
ket and US traders may expect 
competition from Canada, 

Inventory of logs as of May 1 
shows supplies are still low due 
to the late spring. Puget Sound on 
May 1 reported 251 million feet 
or 27 less than a month ago. A 
year ago the figures were 291 mil 
lion. Grays Harbor reported 42 
million, a gain of the million for 
the month. The yearly figures were 
70 million. Columbia river went up 
16 million 


Expect Price Jumps 
By Many Redwood Mills 

SAN FRANCISCO The red 
wood lumber industry has pretty 
well overcome the terrific setback 
of last winter’s floods. The big 
mills are in full production though 
some of the smaller ones are not 
finding it easy to rehabilitate their 
plants. 

Marketwise, there can be no 
complaints. Business is excellent, 
prices are trending upward. That 
is, those wholesalers who were a 
little under in some grades have 
upped them so that thev are uni 
form with the leaders. There is a 
very good possibility that there 
will have to be a price increase 
within the next 30 days. 

In whitewoods, the picture is 
more variable. Studs dropped $5 
or $6 from the first of May, but 
there is no feeling that this is per 
manent. Douglas fir, No. 2 and 
better, 2x4s very firm; 2x6, 2x8, 
2x10 in good demand. No. 2 and 
better in 1x4 and 1x12 are easily 
available. No. 3 is very strong. A 
load order of that will get a deal 
er 5,000 to 10,000 ft. of No. 8 and 
the rest in whatever is readily 
available. 

1x6 and 1x4 boards are firm; 
1x8 dropped from the first of May. 
There is a strong demand for any 
thing in No. 4 grade. There is a 
little more white fir available now 
but prices are holding very well. 


Retailers Feel Price 
Concessions Are Coming 


KANSAS CITY A definite lull 
developed in lumber sales in the 
southwest in the first half of May. 
The development, mills said, was 
contra-seasonal and the sudden 
drying up of orders was blamed 
to the heavy rains, fewer new 
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house starts and the tightness in 
the money market. 

Home starts in the 
area are down fully 20% from a 
year ago. New loans to finance 
construction are down 10 to 25%, 
depending on the area. In Kansas 
City, for instance, loans made by 
savings and loan associations thus 
far this year are off 25% from a 
year ago. 

Retailers do not have much in- 
ventory, but still are not inclined 
to make commitments. Price lists 
haven’t changed any but retailers 
feel that some concessions will be 
made if ordering is held off for a 
while. Mills with a surplus of 
finish are offering the lumber at 
the low end of the price range 
that has existed for several 
months. In other words, C & btr 
finish has been quoted at $150 to 
$160 a M, and currently the gen 
eral price is $150 and the high end 
is a fictitious quote. 

Prices on No. 2 boards, 1 x 8, 
kiln-dried, are holding at $90 a 
M and air-dried is running $85 to 
$87. On 1 x 6 grades. kiln dried (of 
which there is very little around) 
is selling at $87 and $88 and air 
dried commands $85 for what little 
business that is available. 

Dimension stock is _ holding 
steady at $90 for longer lengths in 
2x 4s and 2 x 6s and $85 for 
shorter-lengths No. 2 gum is 
steady at $52 


southwest 


Southern Pine 
Prices Advance 


BALTIMORE Southern pine 
has advanced considerably in the 
past 15 davs both in price and 
demand Wholesalers say that 
vellow pine prices have jumped as 
much as $8 per M. Georgia pine 
is in very great demand and prices 
have risen accordinglv. It is felt 
that this upward trend is due pri 
marily to a surge in construction, 
brought on by improved weather 
conditions. 

Green Douglas fir from the west 
coast is in more demand than it 
was two weeks ago, but prices are 
off as much as $5 per M on some 
items. Cargo space is at a pre- 
mium due to the increased freight 
rate. Fir can now be transported 
by water for around $32.50 per M 
whereas freicht rates range close 
to $36 per M. Fir timbers are ex- 
tremely hard to procure, and on 
this item prices have advanced 
somewhat Dimensional Douglas 
fir in construction grades and bet 
ter is quoted at $110 to $115 ner 
M in the random lengths, while 
the specified brines about $3 ver 
M more. The 2 x 4s, however, bring 
onlv about $106 per M 

Hardwoods are holding their 
own very nicely, with little change 
in demand. 

AND 
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r | Barn Door Hangers 
a and Track 








WAREHOUSES GARAGES 


Order the right size track and 
hanger for any Size door from _ asy-setting r-w 429 hanger 


is designed for barn doors 

. weighing up to 300-lbs. Roller 

one rel iable Sou rece R bearings. Lateral and vertical 

— aad adjustments. R-W 36 self 

cleaning type track is weather 
and bird-proof. 





RICHARDS-WILCOX~— is the one, all- 
important name you need to sell build- 
ers and contractors. They know door 
hardware from R-W gives superb 
service year after year—even on doors 
weighing over a ton! Each part must 
meet rigid, quality-controlled stand- 
ards, from raw material to finished 
product. That’s why you can recom- 
mend R-W with complete confidence. 
And more than 75 years of manufac- 


turing experience backs you up. For all doors weighing up to 
300-lbs., and 1% to 2\-in 
, ‘ ‘ thick, R-W No. 20-2 Hanger 
A "Glide-Ride"’ For Doors That Slide! is a top performer. menge 
bearing steel wheels. Lateral 
and vertical adjustments. No 
31 Lock Joint Trolley track is 
available in 4, 6, 8, 10 and 
12-ft. lengths. 


“EaR-Way” Track and Trolley — Noiseless, smooth, ef- 
fortless in operation—the No. 239 ''EaR-Way”’ track is 
designed for barn, garage and other doors weighing up 
to 200-lbs. Ears, spaced on 12-in. centers, are attached 
to walls by lag screws. Bosses hold track away from 
the building, allowing free passage of air, and prevent 
ing rust. No. 346'< B hangers have ball bearings with 
vertical and lateral adjustments. 


ICHARD. 
t] wiicox ” 


MANUFACTURING COMPANY 
"A hanger for any door that slides’’ 


226 W. THIRD STREET, AURORA, ILLINOIS © Branches in Principal Cities 


SLIDING D R HANGERS & TRACK + ELECTRIC DOOR OPERATORS «+ FIRE DOORS 4 
FIXTURES + INDUSTRIAL DOORS & EQUIPMENT + INDUSTRIAL CONVEYORS & CRANES 
SCHOOL WARDROBES & PARTITIONS 


BuILpING Propucts MERCHANDISER Circle No. 93 on Coupon, page 172, 125 





Lumber Prices at Press-Time 


The following index is intended merely as @ check on buying practices. It is « compiletion 
end average of mill prices at press time and should not be considered as current on the dey 


the magazine is received. The prices should be useful in followin 


market trends and as « 


check on purchases mede approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
BLBtr. 
iA 170.00 
Fiat Grain Flooring 
1x4 145.00 
xb 165.00 
Drop Siding 
inh (Pat 
ind (Pat 
Celling 
Yer4 125.00 
1x4 115.00 
Boerds and shiplep and 2" (Green) 
1x6 x8 


160.00 
160.00 


#106) 
$116) 


70,00 
68.00 
59.00 


Construction 71.06 

Standard 64.00 

Ut ty 6] 00 
Construction Dimension 

14 \6 
83.00 64.00 
84.00 61.00 
63.00 6.00 
85.00 62.00 
82.00 83.00 


63.00 
62.00 
84.0 
2x10 84.00 
2x12 82,00 
Standard Dimension 
x 4 78.06 78.06 79.0 
2x 77 &X #8 ” 
 @ 81 00 , 
2019 82.00 87 41.00 
2412 78.00 / 
Utility Dimension r/| only 
2x 4 


2x 4 
2x 6 
2x 8 


7 


Zn 6 
4n0 
Za il 


Cc 
169.00 


140.00 
160.00 


155.00 
155.00 


120,00 
110.00 


1x0 

72.0 
66.00 
69.00 


is’ 
80.00 
83.00 
82.00 


RED CEDAR SHINGLES 


Royals 
No. 2 24 4/2 
No. 3 24" 4/2 
Perfections 
No 
N d 
No. 3 
MERKKEX 
No, | 


No. 2 
N j 


16.00.16. 
950-10. 
Le 
12.75-13.25 
7.0 
4.00- 4.15 
1100-11 .25 


5.75- 6.00 
4.2 


WESTERN RED CEDAR 


Prices for Western Red cedar siding in mixed 


cars, new bundling, &' to 16° are: 
Beveled Siding, Va Inch 

Clear 
7.00 
100.00 


105.00 


i} by 4 inch 
y by § inch 
2 by 6 inch 
Clear Bungalow Siding, % Inch 
8 inch 180.00 
10 ineb 205 .00 
12 inc! 225.01 
Finish, 6 and Bir. $2 of 45, 
6’ to 16’ of Rough 
ix 8 
1xl0 
tx!2 
yoy | or Flooring, 8 and Btr. 
T to 16’ of Longer 
B&Btr. 


x3 135.00 
ix4 145.00 


Cc 
126.00 
145.00 


Discount on moldings, 6 te 20° odd lengths. 


Series 6,000 
Listing under 2.00-—list plus 35% 


WESTERN PINES 


Ponderosa Pine 


Shop, $25 


5/4 
6/4 
Commons, $2 or 45 


Ix 8 RL 
txl2 RL 
Idaho White Pine 
Selects $2 or 45 
x4 
295.00 
255.00 
Commons, $2 of 45 
ix 6 
tx!2 
Sugar Pine 
Selects $2 or 45 
C&hBtr, RI 
D RL 
Shop, $25: 
c /4 
6/4 


5/4 kW 
and 
4/4 RW 6/4 RW 8/4 RW 
275.00 290.00 300.00 
735.00 245,00 


’ 
‘ 


42.00 
44.00 


No.3 
82.00 


265 .00 
No. 2 


150.00 
160.00 


OAK FLOORING 


Clear Plain 
x2\/, 
214.00 


222.00 


White 
Red 
Sel Plain 
White 
Red 
#t! Com. 
White 
Red 
#2 Com 
Pin Wi 
#1 Com 

Shorts 


‘4 


204.00 
212.00 


8x!" 
178.00 
185,00 


171.00 
175.00 


53.00 
53.00 


SOUTHERN PINE 


Vertical Grain Flooring 


1x4 
Fiat Grain Flooring 
ix4 
ix6 
Drop Siding 
ind $2106 
xe Hilé 


Boards & Shiplep 
ixé 
No. | (D grade) 120.00 
No. 2 69.00 
No. 3 78.00 
No. | Dimension (Dense) 
12’ 14° 
98.00 98.00 
100.00 104.00 
2x 8 99.00 99.00 
110.00 


2x10 110.00 
2x12 130.00 130.00 


No. 2 Dimension (Dense) 
95.00 
94,00 
90.00 


99.00 
100.00 


2x 4 
2x 6 


BABtr. 
230.00 


160.00 
165.00 


170.00 


REDWOOD 


Bevel Siding 


Cleer All Heart 


DOODOHOHHE 


Note: A grade V.G. 
for '/2, % and % in above 
Finish 

ix 4 Clear Heart S45 

x 6 Clear Heart S45 

ix 8 Clear Heart S4S 
x10 Clear Heart S4S 
ix!2 Clear Heart S4S 


WESTERN 
Vertical Grain Flooring 
1x4 


Fiat Grain Fiooring 
1x4 
x6 
Drop Siding 
ixo (Pat. #106) 
ixo (Pat. #116) 
Ceiling 
gx4 
1x4 


Boards and Shiplap and 2’ 


1x6 
74.00 
67.00 
60.00 


Construction 
Standard 
Utility 


Construction Dimension 
4 84.00 


84.00 
84.00 


2x 6 
2x 8 
2x!0 84 00 


84.00 


Standard Dimension 


ENGELMANN 


Boards and Shiplap (dry) 


Ixé 


110.00 
84.00 


No. 2Btr. 
No. 38tr, 


Dimension 
1? 14° 
80.00 80.00 
78.00 78.00 
84.00 84.00 
81.00 83.00 
82.00 82.00 
Dimension 
14 
74.00 
72.00 
78 00 
77.00 


Clear Ail Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart on 
Redwood Siding $5.00 less 


sizes 


HEMLOCK 


B&Btr. 
150.00 


135.00 
140.00 


135.00 
135.00 


110.00 
115.00 


* (Dry) 
1x8 


115.00 
88.00 


16 

80.00 
78.00 
87.00 
8! .00 
82.00 


16 
74.00 
72.00 
76.00 
75.00 


SPRUCE 


18" 
74.00 
72.00 
76.00 
75.00 


76.90 76.00 78.00 


Mills are now grading boards No. 2 and 3 com- 
mon. Mills do not grade out No. 3 dimension 
as In fir 


Listing 2.00 and over—list plus 40% 
Clear Lattice, 5/16" « 1%" —6' to It 
100 lin, ff 


126 1956, AMERICAN [LUMBERMAN AND 








BurLp1Inc Propucts MERCHANDISER 


Cugle Mees Exhia 


BRADLEYX'S 
STRAIGHT-LINE 


OAh FLOORING 


Straight-Line ripping by specially designed 
saws for processing rough oak for our flooring 
machines produces precisely straight strips. By 
this exclusive method, finished tongue and 
groove draw up exactly parallel from end to 
end. Result: a stress-free, stabilized floor that 
stays mirror smooth, Available in unfinished 
or prefinished by Bradley's special method, Can 
load with Bradley Brand paneling in famous 
Arkansas Soft Pine, satin-like interior trim, 
mouldings, finish, glued-up treads; siding, 
sheathing, boards and dimension, Bradley 
Standard-of-Comparison quality in every item! 


WARREN, ARKANSAS 


Circle No. 65 on Coupon, page 172. 





NEW 


Tool Accessories 


A handy new accessory for the rout 
er is announced, It is the Vernier at 
tachment, an adjustment gauge which 
is used with the router straight and 
circular guide, It allows for a very 
exact cut for close fitting inlays and 
ion cut Another new ac 
cessory by Stanley is the Groov-a- 
matic router guide, which extends the 
cutting width of any groove bit 
Stanley Tools, Dept. AL, 111 Elm St., 
New Britain, Conn 


other preci 


Cirele No. 201 on Coupon, page 172 


Hudee Frame 


A new Hudee Clamp-Down “E” 
Frame is available for use with built 
in gas and electric burner plates and 
ranges. The main advantages of the 
use of Hudee are the sanitary fea 
tures and ease of installation, reports 
the manufacturer. Walter FE. Selck 
& Co., Dept AL, 225 W. Hubbard St., 
Chicago 10, Ill 


Circle Ne, 202 on Coupon, page 172 


Locksmith's Service Kit 


A new locksmith’s service kit, pack 
aged in a clear plastic box, to service 
and repair Yale key-in-knob locks, is 
available. The new kit is designed to 
facilitate bench repairs and rekeying 
of Yale 65200, 5300, 5400 series of 
tubular and cylindrical locksets. The 
new Yale lock service kit contains 18 
transparent compartments in which 
are clearly visible springs, top pins 
and master wafers for resetting Yale 
cylinders. Yale & Towne Mfg. Co., 
Dept, AL, Chrysler Bldg., New York 
RT, Be Bs 
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PRODUCTS 


Vaporstop & Moistop 


Sisalkraft Vaporstop, a _ utility 
vapor barrier, is now available. Its 
principal use is under concrete slabs 
and over craw! spaces—it is claimed 
to assure dry, moisture-free floors. 
A premium’ material,  Sisalkraft 
Moistop is especially manufactured 
for commercial and industrial con 
struction as a permanent vapor bar- 
rier under concrete and as a ground 
cover in crawl spaces of residences, 
says the manufacturer. American 
Sisalkraft Corp., Dept. AL, Attleboro, 
Mass. 


Cirele No. 204 on Coupon, page 172 


10" Table Saw 


A new 10” table saw with improved 
floating-pulley drive is available. The 
new power drive makes the motor an 
integral part of the unit, but the 
unique rolling-type of floating pulley 
makes tilting the motor unnecessary. 
Belt tensioning is automatic, Another 
feature of the new drive permits pow 
ering for heavy work by motors up to 
1% hp, Boice-Crane Co., Dept. AL, 
1000 W. Central, Toledo 6, Ohio. 


Civele No, 205 on Coupon, page 172 


Red Devil Point Drivers 


of aluminum, rather than 
the heavy cast iron previously used, 
new DP1 and DP2 automatic point 
drivers also have several other im- 
provements, reports the manufac- 
turer. For example, the new nylon 
bumpers on the forward part of the 
ram are replaceable simply by re 
moving the guide plate. The same Red 
Devil diamond points may be used in 
the new, as well as the old drivers, 
it is said. Red Devil Tools, Dept. AL, 
Union, N. J. 
Cirele No. 206 on Coupon, page 172 


Die cast 


The Alpride 400 


The new Alpride 400 aluminum 
double-hung window is equipped with 
complete built in stainless steel 
weatherstripping. The unit is de- 
signed so that it can be marketed at 
a low cost, says the manufacturer. 
Said to be ideal for apartments, smal] 
commercial buildings, as well as for 
general residential installation, the 
unit is available in 27 stock sizes and 
in eight various glass arrangements 
The Alpride Div., Weather Wizard 
Aluminum Mfg. Corp., Dept. AL, 
Garden City Park, N. Y 

Cirele Ne. 207 on Coupen 
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Slugin Compounded Anchors 


compounded anchors mini- 
masonry at the 
uniform radical 


Slugin 
mize fracturing of 
surface because of 
pressure exerted on the outside cir 
cumference on the masonry hole, it 
is said. The anchors can be used when 
fastening machinery, conveyors, rail- 
ings, etc. Threaded and plain type 
anchors can be used to fit bolts rang- 
ing from 4%” to 1%” in size, with 
%” range between each size. Star 
Expansion, Dept. AL, 142 Liberty 
St., New York 6, N. Y 


Cirele No, 208 on Coupon, page 172 


Sterling Rinse-Off 


Sterling Rinse-Off, a new paint and 
varnish remover, is said to eliminate 
the unpleasant task of sanding and 
scraping. All you do is simply apply 
the product and rinse off with clear 
water, it is claimed. Rinse-Off is avail- 
able to dealers packed six gallons, 12 
quarts or 24 pints to a case. Sterling 
Paint & Varnish Co., Dept. AL, Mal- 
den, Mass 

Cirele No 172 


209 on Coupon, page 


Terra-Flor Flooring 

flooring, a terrazzo 
material, is available for the first 
time in roll form as well as tile, The 
complete selection includes 12 beauti- 
ful colors with complimentary pat 
terns in shades of red, green, yellow, 
brown, black and gray. In standard 
%” gauge, the new Terra-Flor pro- 
vides all the cushioning, richness and 
long service advantages of rubber, 
it is said. The R.C.A. Rubber Co., 
Dept. AL, Akron 5, Ohio 


Cirele No. 210 on Coupon, page 172 


Terra-F lor type 





The Lock-Tite Bar 


The Lock Tite, Hold Down 
a load-holding device, which makes 
possible the transportation of long 
lengths of lumber in small pick-up 
trucks, The 56” model is designed to 
fit all model Chevrolet and GMC 
one-half, three-quarter and one ton 
box type pick-ups The 50” model 
weighs approximately 43 pounds. For 
full information on other model 
write Scott Enterprises, Dept. AL, 
3419 S. Downing, Englewood, Colo. 


Cirele No. 211 on Coupon, page 172 


Bar j 


late 


Insulating Siding 


Wood-grained two-toned color pat- 
tern Dura-Lap features color plastic 
coating on edges and a new reversible 
thick butt panel that saves material. 
The Dura-Lap Wood-Grain panel is 
10” high to the weather and 48” long. 
Available in four colors. Edeo Prod- 
ucts, Inc., Dept. AL, Hopkins, Minn 

Cirele Ne. 212 on Coupen, page 172. 
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P ° SHUT THE DOOR with GER- 
This new film licks a lot of ae: PAK FaIA...ne bab eck aul 
builders’ headaches—gives you 
: . i : Ger-Pak on large wooden 
a high-profit item... with — / forms that can be placed 


Tack film to studs or staple 


unlimited sales future! where needed quickly 


QUICK TENTS for bulldozers, 


Your customers lose plenty when it storms— 
tractors. Just spread Ger-Pak 


but here’s how they can lick the bad weather problem 
with Ger-Pak film...an opportunity for you 

to help your customers and ring up extra sales for 
yourself at the same time! 


film over them and fasten. Pro- 
fects against rain, dew, hot 
sun. Saves plenty cash and 
trouble. 

For Ger-Pak is completely moisture-resistant! 

It installs quickly when a storm is brewing—or at 
days end...stands up to winds. Very light 

and easy to handle with ease...rolls of film up to 
20 feet wide, 100 feet or more long. Ger-Pak 

film can be used over and over again—so handy the 
builders always find new uses that keep 

orders coming back to you. 


KEEP LUMBER DRY with 
GER-PAK FILM. Cover mill- 
work, cement bags, iron pipe, 
concrete blocks—anything that 
needs sure moisture protection, 
Cover goes on and off quickly, 
lasts indefinitely. 

You know you’re selling top-quality poly- 

ethylene film when you sell Ger-Pak too—for 

it’s produced by Gering, pioneers in modern plastics mn ee SURE CURE FOR CONCRETE 
for over 30 years! Ger-Pak film is available : Lianf is the new, easy Ger-Pak way. 
transparent or black color. For complete details After levelling concrete, con- 


and free sample, mail the coupon today. / = tractor merely sprinkles lightly 
No obligation, of course. with water and covers with Ger- 


Pak film until cure is complete! 


leeesheeterienteriesierterteriertetetenterierieclerterien 


GERING PRODUCTS INC. 
Kenilworth, N. J. Dept. AL 


MAIL COUPON 
FOR FREE SAMPLE! 


POLYETHYLENE FILM 
GERING PRODUCTS, INC. 


KENILWORTH, N. J. 
Pioneers in modern plastics for over 30 years! 


For complete details and free sample, fill ovt coupon 
and attach to Company letterhead 

Name 

Company 

Address 


oe. ee oe 
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A NEW Moneymaker (amine 


Hardwood Paneling 
Two new interior wall panels, made in V-grooved, 
random widths from the finest birch and red gum 


woods ae? comeneny refinished ready to install now 

ty are available. e quarter-inch-thick hardwood is 
a LLG * CUTE e A ccents especially processed 5 accentuate the beauty of the 
natural grain. Panels are back sealed for stability 
and are packaged 10 panels to a carton, They are 
available in 4’x8’ and 4’x7’ size panels. Georgia- 
Pacific Plywood Co., Dept. AL, 270 Park Ave., New 


: York 17, N. Y. 
- of be: % ‘ Cirele No. 213 on Coupon, page 172. 
at ay 


Cabinet Hardware 


Latest addition to the Ajax line of cabinet hard- 
ware is Early American cabinet hardware in the 
popular heart-shaped design. Each item is designed 
to blend with either contemporary or traditional in- 
teriors. All items are furnished in hammered antique 
copper, hammered black and forged-edged, smooth- 
surface polished brass finishes. Ajax Hardware 
Sales Co., Dept. AL, 4355 Valley Blvd., Los Angeles 
82, Calif. 








i 


Circle No, 214 on Coupon, page 172 


4-Hole Saw 


A fast-cutting, easy-to-use hole saw is announced 
Called the 4-Hele Saw, it is designed to cut a smooth 
> Knotty Pine “ ~S , 4 hole in wood, plastic or metal. The tool has a cast 

‘ alloy saw body light in weight and comes with four 
& Clear Pine = : saw blades (8 or 14 tooth) and a centered 4” drill 
\ Saree bit. Extra blades with a %” cutting depth are 
* Cherry ‘ available for wood or metal in 1”, 1%”, 2” and 21%” 
=... al diameter, Aladdin Mfg. Co., Dept. AL, 3125 Harri- 

@ African Mahogany . son, Kansas City, Mo. 

A really new decorative use for ae 
wood — welcomed by builders, in- | ; 
terior decorators, home craftsmen. | Louver Door Hinge 


_ Tyler tiles give the luxury of [a A new louver door spring hinge, with a unique 
rich, solid paneling in choice automatic hold-open feature, is announced, The hold- 
woods — at a fraction of the ex- l - open feature engages only if the door is opened 
pected cost. slowly, so that the door may be held open or not, 
On walls or ceilings as desired, A slight push on the door, in either direc- 
te mew construction oF tion, releases the hold-open. Two sizes are available: 
over present surfaces, the one for % ss to 1%” thick doors and the other for 
large tiles go on fast — Ae 0h * — wie Spring Hinge Co., Inc., 
with no waste and no ce- CPt. Aly SANGIEM, ©. v. 
menting. Just nail the 
edges to furring strips, 
studs or joists, on 16” Folding Door 
centers. Interlocking edges 
hide the nails and assure The addition of a new line of folding steel doors 
perfect alignment. Use for closets, storage-walls, etc., is announced. Con 
plain %” square strips to structed of heavy-duty 24-gauge steel, the door 
finish inside corners, and panels are a full one-inch deep and incorporate 
wood moulding for top sound-deadening material. Available in standard 
edges and outside corners. heights of 6’8” and 8’ with widths to meet most re- 
quirements, the new doors fold back to the jambs 

The new tiles come in two sizes, 16” square and 16” x giving full-width access to storage areas and con- 
32”, with beveled, interlocking edges. Each tile is dipped in | serve floor area. Fenestra, Inc., Dept. AL, 2250 E, 
a clear solution that prevents warping, checking, or shrinking, Grand Blvd., Detroit 11, Mich. 
yet does not affect the natural wood color. They are shipped | Cirele No. 217 on Coupon, page 172 
in sealed cartons of twenty tiles, steel-strapped face to face, | 
with corners wood-protected. Mod Pull 
Another profit-making style leader is the Tyler line of oceora Fu 
louvered products — swinging and sliding doors, exterior and This new pull features flowing lines. Designed by 
interior shutters. Competitively priced, this popular line sells | Richard Earl, it can be used either vertically, as on 
to the fashion-wise home owner. swinging doors or cabinet doors, or horizontally, as 
Make money with Tyler wood tiles and louvered prod- a drawer pull, or on communicating doors, ete. 
ucts. Write today for etalon and descriptive bulletins A all Available in several sizes, 4%, 5% and 6%” long 
Tyler products with a projection of approximately 1 3/16”, Available 
in a polished or satin finish, 2 gg oy Cag 
or aluminum, Builders Brass Works Jept 4, B474 
ARTHUR F. TYLER COMPANY Union Pacific Ave., Los Angeles 23, Calif. 


Cirele No. 218 on Coupon, page 172. 
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PADVERTISED IM 
Products that are 


As the move to home improvement keeps on growing, 
your market of ‘‘do-it-yourself’’ customers steadily in- 
creases. It gets bigger every week. 

Whether the man of the house is handy himself, or 
whether he calls on the experts for aid, he wants the 
household products and materials he sees advertised 
every week in the pages of LIFE. 


That’s because he’s already pre-sold on them. LIFE 


Audience source: A Study of the 
Household Accumulative Audience of LIFE 


BUILDING PropucTs MERCHANDISER 








rate high with home handymen 


does that for you. In the course of 13 issues, LIFE 
reaches 3 out of 5 households in the average community 
It pre-sells at the local level... reaches your best pros 
pects... sets up your sales week after week. 

Take advantage of the power of LIFE. Display the 
‘‘Advertised-in-LIFE” symbol, Feature LIFE-adver- 
tised products regularly. You'll find your store rates 
mighty high with a mighty lot of home handymen 


9 Rockefeller Plaza, New York 2U, N. Y. 
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NEW PRODUCTS 


(begins on page 128) 





Patching Plaster 


A new patching plaster, called 
Plix, is announced. It can be applied 
to plaster, dry wall, cinder and con 
erete block, brick, stone, tile, metal 
and almost any stable base, even 
giass, it is said. It is simple to use, 
just mix with water, One hour after 
Plix is applied, you can paint or deco- 
rate, says the manufacturer. Plix can 
also be used in tile setting, cementing 
bathroom fixtures and as a permanent 
filler between tile and bathtub. Book- 
edis Industries, Inc., Dept. AL, 724 
Russel Ave., Indianapolis 25, Ind. 

Cirele No, 219 on Coupon, page 172 


Plastic Wall Tile 


Classic, a new fluted surface plas 
tic wall tile, introduces a feeling of 
texture to plastic wall tile by com- 
bining Granitone with three soft, 
parallel surface flutes. Because of its 
surface treatment, Classic lends itself 
to new and unusual wall patterns, 
Subtle checkerboard, inlaid and striped 
effects are quickly achieved, Available 
in Wilson Lockback 44” tile in six 
Granitone shades with matching ac- 
cessory trims. Wilson Plastics, Inc., 
Dept. AL, 1531 Milan Road, Sandusky, 
Ohio 

Cirele No, 220 on Coupon, page 172 


Jalousie Door improvements 


A pre-installed door handle, built 
like an automobile lock with push- 
button action, is one of three new 
improvements reported for the new 
Vacol Aluminum Jalousie Door, The 
second improvement consists of con 
cealed stainless steel hinges with 
Oilite bearings, pre-installed, yet 
fully adjustable to most door varia- 
tions. The third improvement is the 
completely reversible rim, making the 
door adaptable for either right or left 
opening. V. E. Anderson Mfg. Co., 
Ine., Dept. AL, Owensboro, Ky. 


Civele Ne, 221 on Coupon, page 172. 


Air Conditioning System 

waterless central 
home air conditioning system is an- 
nounced, Designated the Airtemp 
1118, the system contains in one pack- 
age everything required, including 
ductwork, to air condition a new or 
existing home up to 1,100 square feet, 
it is said. Though particularly adapt 
able to attic installation, the system 


A new two-ton 


Z7 BESSLER 


DISAPPEARING STAIRWAY MODELS 
to meet EVERY need! 


FREE CATALOG 
AND 
WALL CHART 


AS LOW AS 


$5 3° 


Generous Trade 
Discounts! 


made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear... 


W Beautiful. Practical 


ted in 


Write for 
Free Catalog 
and Wall Chart 


can be paw 


two tone colors to 


BESSLER 
DISAPPEARING 


STAIRWAY CO. 


match or harmon 
ze with any color 


scheme you choose 





1900.8 East Market St 
Akron, Ohio 





BESSLER DISAPPEARING STAIRWAY CO. 
1900-8 Bast Morket $t., Akron 5, Obie 
Nome 

Address 


City 





Please send free Catalog, Wall Chart, Prices and Discounts 











FOND 
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THE COMBINATION DOOR CO. 


DU 


may be located in basements or craw! 
space and can be tied into existing 
warm air heating. Airtemp Div., 
Chrysler Corp., Dept. AL, 1600 Web- 
ter St., Dayton 1, Ohio 

Cirele No. 222 on Coupon, page 172 


Por-Rok Cement 


Por-Rok, a 15-minute cement, is now 
available in new, handy one pound 
and five-pound packages. Packages 
are pouch-type, moisture-proof plas- 
tic, may be opened and resealed over 
and over again, it is said. Por-Rok is 
merely mixed with water to a “bat- 
ter” consistency and poured into place. 
For vertical application, a “putty” 
consistency is used. Either mixture 
hardens in 15 minutes, it is c'aimed. 
The Hallemite Mfg. Co., Dept. AL, 
2446 W. 25th St., Cleveland 13, Ohio. 


Cirele No. 223 on Coupon, page 172 


Plastic Color-Spree 


Kyanize announces a new odorless 
interior paint for walls, woodwork 
and ceilings named Plastic Color 
Spree. Plastic Color-Spree is not only 
dust free in one-half hour, it is fully 
set and scrubbable in 48 hours, states 
the manufacturer. It is made ready 
mixed in white, off-white, and 14 new 
magazine-featured colors, and in 
bases for the Kolormatic Tube System, 
making it available in custom colors. 
Kyanize Paints, Inc., Dept. AL, Ever 
ett Station, Boston 49, Mass. 

Cirele No. 224 on Coupon, page 172. 
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Look for the 
EASY-CHANGE trademark 
branded on the edge 

of each door. 


eeefor further particulars ask your 
Sash and Door Distributor or write - 


LAC WISCONSIN 
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New LOW PRICES: 


G 
ROLLING DOOR HARDWARE 


Leigh Leads the Industry With Low-Cost 
Door Hardware. New Low Prices Now In Effect. 





LEIGH LOK-TAB SETS LEIGH EXTRUDED ALUMINUM SETS 


These smooth-operating aluminum hardware sets include 


These builder-accepted sets of sliding door hardware 


are complete. They include everything needed to a handsome facia strip and door pulls. Yet they are priced 


install two to four by-passing doors, either 34” or to compete with other brands which do not have these 


134” thickness. The new Leigh price is the lowest important elements in the set. Leigh installation sets for 


on the market, making Leigh LOK-TAB Hardware two to four 34” or 134” doors are priced so low they will 


cut the cost of every by-passing door installation. 


only Leigh could, do it! 


Look to Leigh for leadership in building products design. High volume 
sales, coupled with increased manufacturing efficiency, have lowered our 
costs. And we’re passing the savings on to you. Compare the price .. . 
compare the quality with any other make . . . and you'll see the value, 
Order from your favorite jobber. 


@ =10]| Mell (em -)-le)»)Ulous—-me)hil-jle). 
Teg 


your best buy. 


AIR CONTROL PRODUCTS, INC. JAMES ST., COOPERSVILLE, MICHIGAN 
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NEW PRODUCTS 


(begins on page 128) 





Circulator Fireplace 


An extension plus new design fea- 
tures to its line of popular circulat- 
ing-type fireplace units is announced 
by the manufacturer. To expand the 
scope of usage and to comply with 
current size preferences, a new 382, 
56 and 654” (width of fireplace open- 
ing) have been added, providing a ful! 
range of sizes from 28 to 54”. Reshap- 
ing and lowering of the full smoke 
dome permits the unit’s use in both 
the conventional as well as the newer 
lower type mantel designs, The Ma- 
jestic Co., Inc., Dept. AL, Hunting- 
ton, Ind. 

Cirele No, 225 on Coupon, page 172 


Zinc Finishes 


Redi-Bolt threaded steel rods and 
Redi-Rod steel bars are available with 
zine finishes, These new zine finishes 
are offered in addition to the blue, 
ruat-resistant coating, which has been 
furnished previously. The new finish 
is electro-plated zinc. Redi-Rod steel 
bars are available in three shapes 
rounds, flats and angles. Rounds and 
flate with the new finish are electro- 
plated with zinc; angles are hot-dip 
galvanized. Redi-Bolt, Inc., Dept AL, 
5334 Indianapolis Bivd., East Chicago, 
Ind. 

Cirele No. 226 on Coupon, page 172. 


Steel Edge Guards 


Two improved designs (#133 and 
#134) all-steel Edge Guards for dry- 
wall construction are available. De- 
sign #133 gives a protective finished 
edge at door jamb or window, Also 
used for capping wallboard where 
window-reveal meets steel windows 
or for the top of wallboard in ranch- 
type homes with open ceilings. De- 
sign #134 is similar to #133, but re- 
quires a slotted jamb, Drywall Trim, 
Inc., Dept. AL, 2408 N. Farwell Ave., 
Milwaukee, Wis. 


Cirele No. 227 on Coupon, page 172, 


Aluminum Ladder 


The fold-away feature of this new 
aluminum ladder makes it easy to 
carry to the nlace where needed. An 
automatic safety stabilizer at bottom 
locks in position when ladder is 
opened. Finger-tip release allows you 
to fold it up for storage in a wink. 
Made of Reynolds aluminum for 
light weight, the ladder has 2” x 1%” 
side rails and 1” diameter hinged 
rungs. Dalton fold-away aluminum 
ladders are available in 6’, 8’, 10’, 12’ 


and 14’ lengths. Dalton Mfg. Co., 


Dept. AL, 20 S. Central Ave., St. 
Louis 5, Mo. 


Cirele No. 228 on Coupon, page 172. 


Shingle & Shake Paint Base 


A new shingle & shake paint base 
has been added to the manufacturer’s 
Redi-Tint Universal Tube System, 
This new formulation is a heavy 
bodied material that protects, pre- 
serves and beautifies all wood shingles 
and shakes, it is claimed. It is said 
to offer fast, easy application and 
through the Redi-Tint System, is 
available in almost 300 colors in keep- 
ing with the modern trend for more 
colorful exteriors. Adelphi Paint & 
Color Works, Inc., Dept. AL, 86-00 
DuMont Ave., Ozone Park 17, N. Y. 


Cirele No. 229 on Coupon, page 172 


Steel Staircase 


This new, self-leveling one-piece 
steel staircase is designed for base- 
ments in residential and light commer- 
cial structures, allows adjustment 
within 1%’, and can be used during 
construction. Featured are heavy 
gauge steel, riveted construction, 
safety-tread steps and self-leveling 
shoes. Standard model is 10’ long with 
11 treads 3’ wide x 9” deep. Stairs 
can be installed as soon as the sub 
floor is installed. Standard size fits 
any basement 6’6” to 8’ ceiling height, 
it is said, Trimco Metal Products, 
Dept, AL, 6304 Olive St. Rd., St. 
Louis 5, Mo. 

Cirele No, 230 on Coupon, page 172. 
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__ EXCHANGE SAWMILLS Sazes Co. 
lace antenitieemeneneiidielll Ss ieieciaaiaaiiiall 

Since 1879 

1400 R. A. LONG BUILDING 


KANSAS CITY, MISSOURI 








PHONE: VICTOR 2-6560 
TWX KC-484 


Manufacturers and Distributors 
SOUTHERN AND WESTERN WOODS 


Seles Department for YONCALLA LUMBER CO., YONCALLA, OREGON »% Green Fir Dimension ¢ 


Boards ©* Cutting 
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Trade Mark 


Registered 





PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


DOUGLAS FIR 


INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 
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for the best in 


Simpson REDWOOD COMPANY — 


ARCATA+ CALIFORNIA 
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109 McCloud Lumber Co. Fj |? History 
i” a 
rr Executive Office ‘sf OF 
900 First National-Soo Line Building 3 
MINNEAPOLIS 2, MINNESOTA QUALITY 
Selling the Products of ; 


The McCloud River Lumber Co, 
McCloud, Calif. 


customer 
satisfaction 


Ihrough the years, Mt. Ver- 

non flooring has delivered 

beauty, endurance and repeat sales. That's because 
there’s no substitute for quality—and it’s traditional 
that each strip of Mt. Vernon flooring be made of 
finest timber, and carefully manufactured and graded. 
For satisfaction and sales, make your next order 


NOFMA-certified Mt. Vernon Brand flooring. 


OAK ALSO BAND SAWN HARDWOODS 


BEECH Latest equipment; dry kilns, 
planing mill and flooring plant. 
PECAN Send us your Inquiries. 


Pn ronocrose mt == HM MOBILE RIVER SAW MILL CO., Inc. 


SUGAR (Genuine White; PINE 


DOUGLAS FIR, WHITE FIR MT. VERNON, ALABAMA 
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stairway creates KS LLE & Ss 


$200 MORE IN © TO THE DO-IT YOURSELF MARKET! 
TIE-IN SALES ! | 


Because EZ-Way Disappear- 
ing Stairways give easy access 
to attics, it starts home own- 
ers thinking about ATTIC 
CONVERSION. You know 
what that means: more tie-in 
sales, often adding up to $200 


or more! “ee 1 < YOuRS 


And the snowball doesn’t 4 
stop rolling there—for just FREE 
one or two E:Z-Way units in a i WITH ALL ONE- 
housing development creates ? F: . GALLONS OF 
a big demand bor more! “4 f 

Take advantage of the easy ; 
sales-pulling power of EZ- > am: 
Way Bise »pearing Stairways. B. DEEP-TR EAT 
Five handsome models-—one Bee 
even works in a closet! All are 
obviously safe and sturdy. 
Prices are sales-compelling! 
Write today for our free EZ- ‘of 
WAY PROFTT KIT with sales Wire @ The “salesmaker” display is also free with gallons of 
aids and more information. Seal-Treat, Coppo, and Coppo Clear. 


° g as F furthe formation and A » of -arest jobbe : 
PATTERN fe) raft7he infomation and name of nearest Jobe 


Box 300-21 St. Paul Park, Minn. | 
By Noi KING CHEMICAL Co. 


4 ; 
; iwi MEMPHIS, TENN. 
LJ . re cee 
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@ Low-cost, general purpose Penta Preservative that 
kills termites, stops rot, mildew and decay 











BUILI 


Sherman Fork Lift Loads and Delivers 
5,300 Feet of Lumber in Less Than an Hour! 


It was a busy Saturday morning at the Hudler- 
Moore Lumber Co., LaMarque, Texas. Do-it-your- 
self homeowners were coming in at a steady rate, 
keeping every man busy taking orders. Right at 
the peak of this activity, a local builder called for 
a rush delivery of 5,300 feet of lumber. He needed 
it in a hurry. Less than one hour after the call was 
received, two trucks had been loaded, driven to 
the delivery site, unloaded and the driver was 
back at the yard servicing customers, If hand 
labor had been used, it would have taken nearly 
a day to deliver the order. 


See Your Local 


FORD TRACTOR DEALER 


ROYAL 
For a Demonstration 


be. 


MERCHANDI 


ING RODUCTS 


juni, 


PRODUCT: 
OAK, 
POWER DIGGERS + FRONT END 


[oa y 


c ircle Vo. 


Yet, one Sherman Fork Lift and one man did 
the job in less than an hour. The customer was 
delighted at the excellent service and the driver 
was able to resume his regular duties at the yard. 
As Mr. Hudler puts it, ‘““The Sherman Fork Lift 
is very definitely in our picture. Aside from cut 
ting costs at the yard, we are able to pass along 
the savings to the customer.” 

The Sherman Fork Lift will lift 4,000 pounds 
10 feet high and will travel over almost any ter 
rain. Make arrangements now to see it in action 
at your own yard. 


Write 
INC, 


CHIGAWN 


OADERS © FORK LIFTS, 


Today For 
Bulletin No. 1147 


115 on Coupon, page 172 





More people buy 
Super Kem -Tone 
and Kem-Glo 


than any other paints 


zy -¥ 


They're presold by 


more consumer adver- 
tising than any other 
paints... 1956 bigger 





than ever! 


... 0 wonder Super Kem-Tone and 


: © 
June I] 1956, AMERICAN LLUMBERMAN 
’ . N ND 








Th ay Alkyd ied fo 


chen Bathrooms and Finest Wooo » 


Made and Distributed by the Allied Paint Leaders of the World 


The Sherwin-Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit « John Lucas & Co., Philadelphia 
W. W. Lawrence & Co., Pittsburgh « The Martin-Senour Co., Chicago 
The Lowe Brothers Co., Dayton « Rogers Paint Products, Detroit 


Kem-Glo make more money for dealers! 
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Ke ee ew em em me mow eo meee 


save... 
space, time, 
work, money 


He with 
, 


A REAL DOOR 
THAT FOLDS 


iu (rae ; On 


VINYL MATERIAL 
THE GENER AL TIRE & RUBBER CO 
JEANNETTE, PENNA 


WIPES CLEAN .. . with sudsy cloth! 
RESISTS . . . staining and scuffing! 
WON'T . . . support combustion! 


SEND COUPON TODAY! 
GRANT PULLEY & HOWE. CORP. 
31-85 Whitestone Parkway, Flushing 54,N. Y 
Please send me complete information on GRANT folding doors 
and room dividers 
Name 
Firm 
Address 


City Zone State 


Se ee ee SE Oe Oe Oe Oe Ge Oe Oe ee ee ee ee ee Oe oe oe oe ae oe oe ee oe oe ae oe 
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NEW PRODUCTS 


(begins on page 128) 





Cast-Iron Damper 


A new cast-iron damper featuring a new 10” 
deep throat for better draft is announced. The 
Bennett Steep Slope Cast-Iron Damper also reduc 
es construction costs by eliminating the need for 
specially engineered fireplace construction, it is said. 
Damper is available either with a cast-iron valve or 
with a guaranteed steel valve. Damper is available 
in five full-rated sizes: 30”, 33”, 36”, 42” and 48” 
Bennett-Ireland, Inc., Dept. AL, 15 Exchange St., 
Norwich, N. Y¥ 


Cirele No. 231 on Coupon, page 172. 


Soss Olive Butt 


The new Soss Olive Butt is as inexpensive and 
easy to install as a butt hinge, yet it retains all the 
graceful beauty associated with olive knuckle hing- 
es, according to the manufacturer. A door mounted 
on these hinges can be removed when open without 
taking out any pins or screws. When door is closed, 
it cannot be removed and is therefore burglar-proof. 
Right or left-hand hinges are available in various 
finishes for either 1%” or 1%” interior and exterior 
doors. Soss Mfg. Co., Dept AL, P. O. Box 38, 
Harper Station, Detroit 13, Mich. 


Circle No. 242 on Coupon, page 172 


Random Cork Pattern 


A new Random Cork Pattern is now being intro- 
duced in pre-pasted Bolta-Wall vinyl tile. Having 
the texture and appearance of a genuine cork sur- 
face, the new tiles are packaged in three shade 
variations, Each box contains light, medium and 
dark shades, Available in size 8” x 8”, the tiles are 
easily cut with scissors and tailored to fit any wail 
area. Full directions are included in each box of 
tile. Also available in bamboo and mahogany pat- 
terns. Bolta Products Div., The General Tire and 
Rubber Co., Dept. AL, Lawrence, Mass. 


Cirele No. 243 on Coupon, page 172 


(continued on page 151) 











What's Your Answer? 


(Answers on page 165) 


What manufacturer is offering a Colonial De- 
sign lock, shown actual size in the advertise- 
ment? 

Name the Minnesota dealer who staged an Open 
Barn Day to sell farmers on the idea of better 
barns. 

Who manufactures a portland cement advertised 
as “Whitest in the bag—whitest in the mix— 
whitest in the completed job!” 

What is the name of the price list expert who 
tells you “How to Have a Better Price Book.” 
What company manufactures EverSide, a plas- 
tic-faced beveled siding? 

What Wisconsin dealer utilizes a complete floor 
of his new store as a selling headquarters for 
home improvement projects. 

Who is offering you a “Free Idea Book” to show 
you how to save money on all your cutting op- 
erations? 

How many residential aluminum windows as- 
sembled in wooden frames did the Washington 
Lumber Co., Baltimore, Md., sell last year? 
Name the manufacturer who is introducing 
“Balsam-Wood with Reflective Liners” as the 
newest addition to its famous insulation line? 


What name does the Valley Lumber & Supply 
Co. of Decatur, Ala., use when referring to its 
popular new repair service? 
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FIRST PRIZE: 


SPECIAL DEALER PRIZE: 


NATIONALLY ADVERTISED 


_ 











poaser 
' 

















“gl the weather-proof co. <i 

















Easver TO CUT 


Mr. W. George Anderson of Riverside 
Ill.) Hardware test-cut four leading 
brands of single-strength window glass 
He didn’t know the brands-——they were 
identified only as A, B, C, or D. After 
severa! cuts on each, he picked brand “C” 
as easiest to cut. Brand “C” was L’O'F. 
28 out of 30 dealers who took this test 


picked L:O-F! 


Easier TO SELL 


This L°O'F label identifies quality glass 
wherever it is seen. People know this label 

it is appearing 216 million times in 1956 ad- 
vertising alone! And every time it appears 
it adds to the already strong preference for 
L.O-F glass. This preference means faster, 


easier sales for you. 


Easier 
TO MERCHANDISE 


” ) 


Visualize this full-color, 20” x 27” mobile 
hanging in your store. (There’s a stand for 
it, if you want to put it on counter or in 
window.) It’s beautiful-—-it rotates in the 
slightest breeze. Your customers are sure 
to see it. And that means extra window 
nosy to install glass sales for you! Only 25c. Order one 
now from your L’O:-F Distributor. Or 
write Libbey*Owens' Ford Glass Company, 
608 Madison Ave., Toledo 3, Ohio. Ask 
for WG-50 


LIBBEY: OWENS: FORD the easy-to-cut WINDOW GLASS 
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Demands 


PENTRA- 
SEAL 


the 
MIRACLE 


FINISH 


that lasts until 
the wood itself 
wears or is 
sanded down 














Editor after editor is pre-selling your customers on Pentra-Seal . . . \erso=t ee: 
. with article after article in national publications telling about this 
miracle wood finish that defies scratches, stains, wear! Ink wipes 
off! Water or alcohol can’t discolor, Goes on without lap marks— ae 
the do-it-yourselfer can't do a poor s of applying! Even touch 
ups don’t show. 


‘ide wsntgite dais Aetloiact Vat et Waddle doe vives. 
tised to the consumer. Ideal for all interior wood . . . floors, panel- 
ing, kitchen cabinets, doors, window sills, stairs, baseboards, 
Seais in beauty, locks-out damaging dirt. No trick to apply .. . 
spreads quick with lambs wool applicator, brush, rags or mop 
without lap marks. American Pentra-Sea] is the most exciting all- New merchandising rack ties in your 


purpose interior Wood Finish in the last 30 years! It's modernizing finishes with your entire Sander-Polisher 
magic for your customers profit magic for you! Rental Department. Display message 
ati can be frequently changed, Also—to 
: help you quickly recommend the proper 
finish, wax or cleaner, we have pre- 
pared a handy size finish chart that 
gives all the answers, Free on request 
..» write for it, 


MERICAN | 








! is 521 So. $4, Clak $1, Toledo 3, Ohio 
é, : 
te PROFIT PROVED DO-IT-YOURSELF RENTAL TOOLS...WORLD-WIDE SALES AND SERVICE 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information write for Bulletin 
Dept. U4 


STANDARD CONVEYOR CO 
General Offices 
North 9. Paui, Minnesote 
Sales and Service in 
Principal Cities 





GIVE CONDENSATION 
THE AIR with 
“MIDGET LOUVERS” 


Efficient sidewall ventila. 
tion for new or old strue- 
tures! Helps prevent con- 
densation and moisture 
blistering. Easy to install. 
2 styles—for indoor or out- 
door use—both with built- 
in insect screens. All- 


aluminum. 5 sizes—1” to 4” 


Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 
basement walls, cupboards, closets, storm sash, 


te. Write for information 


MIDGET LOUVER CO. 


6 WALL STREET NORWALK, CONN. 
Circle No, 83 on aly page 172, 











, GROW 


- 


\. 


nt 


pal 
wit 


aground a 


Rod Devil 


paint conditioner 


It allows you to sell more than just a 
can of paint—you offer your custo- 
mers factory fresh paint at no extra 
charge. And no stirring is required. 
The live-action of this patented con- 
ditioner as it puts pigment back to 
work is a regular traffic-stopper, so 
feature related Red Devil items near 
it and watch paint profits soar. Also 
your standard equipment 
for blending “store-mixed” 
paints 

Display this two-color ' 
decal to identify yourself 
with Red Devil’s national 
advertising the * 
sign of fresh con- 
ditioned paint 


PAINT CONDITIONER Z 
Red Devil's exclusive pot | 2 
ented eccentric-action de-~ 
velops 700 vigorous shokes 

a minute Thoroughly 
freshens paint in less than 2 min 
utes. Complete with automatic timer 
7964 See Your Jobber 


PRODUCT OF 


Rad Devil Toots. 














Union, N J, U 
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FROM STOCK! 


PARKER 


Continuous 


Hinges 


UNBEATABLE 
VALUE! 


PROMPT 


SHIPMENTS! FINEST 


QUALITY! 


LOWEST EVERY 
PRICES! PURPOSE! 


BRASS & CHROME 


STAINLESS ¢ STEEL ¢ ALUMINUM ¢ NICKEL 
Btock lengths: 6 ft. Can be furnished in quantity in any width. 
length. or gauge for special purposes. Prices upon application. 





WRITE OR WIRE FOR COMPLETE | 
INFORMATION AND STOCK LIST Today! 


5. PARKER HARDWARE MFC. CORP. 
Siace 1900 


New Yor 
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SLIDING DOOR HARDWARE NEWS! 
+ 


NEW HAR-VEY HARDWARE 


cuts your costs and your inventory 


...» yet it's GUARANTEED to be the 
smoothest, quietest you ever used! 


Now one packaged set fits both 
3%,’ doors and 13% doors 
v eR, . 4 








New Challenger 707 Series 
LIST PRICES 


Freight prepaid on orders 
of $25 or more net 








707-4 for two 2’-0” doors 4.87 Set 
107-5 for two 2’-6"' doors 5.56 Set 
707-6 for two 3’-0" doors 6.25 Set 

7-8 for two 4°-0" doors 8.32 Set 


includes 4 hangers, aluminum track, 


nylon door guide and 2 flush pulls 


ORDER STOCK TODAY! 





I} “ simple reversing of Hangers between outer and inner di 


hown above permits one set to accomn odate either 


NOW you can offer customers the same famous 
Har-Vey quality at a new low cost — and you cut your 
own cost and handling by using the one packaged set 
for both %” and 1%” door requirements!—you'll 
double your turnover and cut your inventory almost 


in half! 


GUARANTEED SMOOTH OPERATION 
or your customers get DOUBLE THEIR MONEY 
BACK! When you sel! this new series or any Har-Vey 
hardware, you can assure builders top performance, 
proven by their own comparison test. A builder simply 
makes his own test in the next home he builds. If the 
Har-Vey Hardware he uses in that home isn’t the 
smoothest, quietest sliding door hardware he’s ever PROVEN FEATURES 
used, we’ll give him double his money back! ee ee mane Cae 0 


¢ Self-lubricating oilite bearings 
¢ Nylon rollers last a lifetime 


= 
ORDER STOCK TODAY! te ¢ Aluminum V-grooved track can't ruatl 


AMERICAN SCREEN PRODUCTS COMPANY 


HOME OFFICE: B07 Northwest 20th Street, Miami, Meride 
Midwestern Division: 505 W. Harrison, Plymouth, Indiar Western Division: No. Temple City Bivd., El Monte, California 
Southwestern Division: 8416 Lofland Drive, Houston, Tex Eastern Division: 1001 Roosevelt Ave., Carteret, New Jersey 
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Cash in on giant Ohi 
=,’ with the new 


oe 


This giant Operation-Home-Improvement “package” 


is designed to really build your profits to let you 
take full advantage of your local home-improvement 
market. And you'll be backed to the hilt by the nation 
wide ohi fall push, topped off with a special adver 
tising section devoted to home-improvement products 
in the September 29 issue of The Saturday Evening Post! 
A hot sales combination! The Post and ohi are proud 
to offer this kit designed to make customers home 
improvement-conscious. Hard-selling posters, banners, 
sales talkers, newspaper ad mats, plus an 8-page Idea 
Plan Book, tie you in with the famous brands advertised 


in the Post section each one imprinted on a colorful 


The Saturday Evening 


pennant, Remember, your own Association is behind 
ohi the ohi symbol gives added weight to the timely 
“Fall Home-Improvement Fair’ theme, “Be wise, mod- 
ernize have your home of tomorrow, today!” Re 
serve your kit today, only $2.50, and worth far more in 
profits to you. Kits will be mailed approximately 3 


weeks before this special Post hits the newsstands 





lf you are one of the 1,600 dealers who have already sub 
scribed at $5.00 to the Post's 1956 Monthly Merchandising 
Display Kut Service, you will receive automatically the 
10-piece Fall Home-Improvement Fair Kit as a bonus, Use 


coupon at right if extra kits are desired 











ROY M—gets to the heart of America 
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Fall Promotion 


#7 be wise.. 


OME) AG 


be Bode ni Ze--: 


BD have youl 
home of 
xomorrow 

roday ! 


with 


p))) 


ao TD 


Channing Wa 


The Saturday | 


Th ;m 


ohi fall program. Here's my che« 


N aine 
Vame o/ ¢ 


Addres 


eNo 


order for { ) Po 


Post Promotion Kit 


have your 


home of tomorrow... 


today ! 


with 


Manager, Building Products AL Division 
ening Post, Phila 


Penna 


promotion kit(s) for the 
(or money order) for 


irtis Publishing Co 
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DENISTON — 


“LEAD-SEAL” NAILS 


are engineered 
q) 





to stop roof leaks! 


It may seem odd to picture 
a group of engineers busy 
engineering euch an item as 4 
rooting nail, But it became 
necessary a8 complaints 
developed from farmers on 
damaged stored crops, equipment 
and machinery caused by leaks 


LEAD. SEAL 


around ordinary roofing nails 


So Deniston engineered a 
roofing nail specifically for any 
type metal roofing with a 
“‘lead-seal,”’ triple-lock and 
drive acrew shank. Now, 


TRIPLE 
LOCK 





when the hammer atrikes 

the nail, the “bump” 

and the lead are forced 

through the sheet, the 

sheet aprings back over 

the “bump’’—this solidly 

locks together the nail, 

lead and sheet. Result: a 
permanent seal through Also 


furnished 
in Ring 
Shank and 
Straight 


Shank 


DRIVE SCREW 
SHANE 

which no moisture can 
penetrate, Deniston 
“Lead-Seal” Roofing Nails 
will not leak in any kind of 
weather and will outlast 
any kind of roof 


You won't find a bad 
Deniston nail in a carton as 
they are manufactured under 
rigid specifications from raw 
material to the finished nail 
All Deniston nails can now 
be shipped in either 50 Ib 
or 100 Ib. sturdy 3-ply cor 
rugated color-board cartons with hand grips for easy handling 


With customer satisfaction so important to your profits, it 
will pay you to investigate the full details on the unusual 
advantages of Deniston “Lead-Seal”’ Roofing Nails. Ask your 
jobber or write to us direct for descriptive circulars and com 


plete price information no obligation 


THE DENISTON COMPANY 


a'S> 49th & South Western Avenue 
Ag ale “ Chicago 9, Illinois 





IN CANADA 


EASTERN STEEL LTO 


PRODUCTS CO., 
PRESTON, ONTARIO 
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We know how to 


makea GRAND 
ENTRANCE 


ae 
The curtain rises on a 


ALUMINUM big Money- Maker 


AL-WEL-DOOR 


a dealer’s dream for sales 


N aluminum storm-screen door so packed 
A with fine features is bound to be a sensation 
in the building supply field. Not only is AL-WEL- 
DOOR the strongest di 


invisible welds but it is designed with utter simplic- 


vor made, due to 16 


ity and clean balanced proportions to go with 


classical, traditional or modern archi- 


Send for beautifully. It has all the 
illustrated 


door folder 


ae 


tecture 
conventional appointments and then 
some Investigate this smart looking 
storm-door and add a profit-line to 
your stock. It’s the prettiest thing in a 


frame—it’s the Minerva Masterpiece 


The MINERVA 
Aluminum Co. 


Minerva, Ohio 


\A FEW CHOICE DISTRIBUTORSHIPS OPEN — WRITE! { 
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THERE ARE NO KNOTTY PROBLEMS 
WITH PACK RIVER 


WRITE FOR sie DETAILS NOW PACK 


TREE FARM T PRODUCTS 
4 « ¥ 
P. O. BOXK.1452, SPOKANE, U. 5. A. 


BuiLtpiInc Propucts MERCHANDISE! 


Those who enjoy working with wood will like TENEX. 
Just use regular hand or power tools without changes. 
Pack River TENEX works just like wood because it is solid 
wood all the way through. No special treatment of edges 
needed .. . every edge is solid. 


TENEX is available in 4’ x 8’ and 4’ x 16’ panels, '4-inch 
thick. Ask your distributor today about this handsome 
new decorative material for many interior uses. 


TENEX is a made-to-order profit-builder 
for you in “56 -- the Year to Fix.” 


\< RIVER 
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Report on “‘Tynex”’ from successful retailers: 


“They’‘re tops in sales and please all our customers — 
so we stock only brushes with TYNEX nylon bristles” 


Chey practically sell themselves that’s why we stock 


only brushes with “Tynex' nylon bristles. Both home 


owners and professional painters say these brushes do a 

eal streak-free job—and they keep coming back for more, 

Mr. Jones reports 
Remarks like thes 


complete line of brushes with ‘Tynex 


are typical in stores that feature a 
nylon bristles 
Yes, a complete line because now your manufacturer can 
offer brushes in the popular narrow widths, thanks to new 
bristles. See for yourself 


short-length tapered ‘’Tynex 


how ‘“Tynex’ pays off in customer satisfaction and in 


creased sales 


TYNEX” is the registered trade-mark for Du Pont nylon bristles 


“TYNEX" bristles 
are the most widely 
advertised bristles. . . 


Haier WON 


OLA ty 
AAN TS n 
74) 
scl 


c ¢ ) 


mich 


backed by a cont 
campaign in these 
leading national 
magazines 


mi 
act 
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Says Mr. Clayton L. Jones, Paint Department Manager 
Co-Op Coal & Heating Co., Battle Creek, Michigan 





WELL-MADE BRUSHES WITH “TYNEX” BRISTLES 
HAVE ALL THESE ADVANTAGES: 
1. Full paint pickup 2. Smooth, even flow 


3, Right for all paints, varnishes, lacquers 
4. Easy to clean 5. Last 3 to 5 times longer 














QUPOND 


ete us wat orf 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


.. PLUS free booklets 
and streamers... 
available from your 
brush supplier 
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NEW PRODUCTS 
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Preformed Calking Ribbon 


Perfection of Parflex extruded calk- 
ing compound composed of 100% 
solids to eliminate shrinkage is re 
ported by the manufacturer. Parflex 
is said to afford excellent adhesive 
qualities for use with stone, alumi- 
num, etc. As the ribbon can be lightly 
pressed into position as it is unrolled, 
the calking operation itself is speeded 
up, says the manufacturer, Off-white 
in color, the compound is available in 
extruded widths up to 3” wide and 
1/16 to 3/4” thick. The Parr Paint 
& Color Co., Dept. AL, 18400 Syra- 
cuse Ave., Cleveland 10, Ohio 


Cirele No. 234 on Coupon, page 172 BECAUSE... 


© OWNERS EVERY 
@ BUILDERS q ; FIREPLACE 
@ MASONS JOB IS A 
© ARCHITECT" fear aTOR 


u weed 
Star Rosette “4h 


A new star rosette provides accent Y — 


to the mitre line treatment on mirrors 
when mounted with the four points 
directional to the mitre lines. Modern 
classic in design, it can be used ef- 
fectively on many contemporary 
models of plain, Venetian or frame 
mirrors. Available in crystal clear 
polystyrene and in special finishes of IT HAS AM 
gold, silver and dull black. Bull Dog 
Lock Co., Dept. AL, 4636 N. Ravens 
wood Ave., Chicago 40, Ill 
Cirele No. 235 on Coupon, page 172 


SATISFIED 
OWNERS 


3S 


Nifty Chain Saw 


The Nifty chain saw is designed to 
sell for less than $150, reports the 
manufacturer. It is a compact, light- 
weight saw with an efficient 3 > 
cooled, 2-cycle specially built chain 
saw engine, The engine is equipped Builders and Home Owners Prefer it 3 to I! 
with automatic cut-off switch, The wielte fer Golder end epedifentions' 


saw is available with 14”, 16” or 19” 
guide bar. It comes complete with the Heatilater, inc., 665 E. Brighton Ave., Syracuse 5, N. Y. 


14” guide bar and chain. Chain Saw 


Div., Lancaster Pump and Mfg. Co., a 
Dept. AL, Lancaster, Penna. 
Cirele Ne. 236 on Coupon, page 172. 


(continued on page 156) 
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WORLD'S LARGEST MANUFACTURER OF METAL GARAGE DOORS 
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GARAGE DOORS 
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THE Pag FOLDING 


THE HOTTEST ITEM IN THE INDUSTRY! 


At last, a really wide-open closet door 
Fast, easy installation. Requires no 
special framing. All-Steel construction 
(can't warp or swell). Glides and 
folds on nylon bearings. Maintenance- 
free (can’t come off the track). Call 
your jobber for full details. 


Available in the following sizes: 
3'—0", 45—0" and 5'—0” x 6'—8% 


3’—0", 4'—0" and 5’—0" x 7’—11% 


pei lole) Miao) ite) 7 Vale) 
Dept. 15 
2400 E. Lincoln Road, Birmingham, Michigan 


You and your customers now get a better 
garage door at a better price because 
of this new Berry plant. This building 
was specifically designed solely for the 
manufacturing of garage doors. Within 
this plant are machines, automation 
techniques and manufacturing facilities 
that are the most modern available. Con- 
sequently Berry Garage Doors are made 
faster, better and more economically. 
This is only one of the major reasons 
why Berry Doors are the world’s finest. 
Call your jobber now for the full story 


on what Berry Doors can do for you. 


CLOSET DOOR 


_ 


N,N I 
NE SMO MS AN a OE 


ee ayer 








(tal evesum BOARD NAILS 
= /mplove 
—— 


for longer-lasting 
installations 


These new CF&I Nails make gypsum board installations 
last longer and stay tighter; yet these nails are quicker and 
easier to use than the old types. 








ANNULAR THREADS 


— ———— > 
Recommended by the Gypsum Association, these nails 


offer new, fully-proved concepts in gypsum board nails. 
They can be driven faster because they are shorter. 

Yet their ring shank gives them greater holding power than 
the longer cement-coated nails which have previously 

been used for this purpose. 


What's more, the large head is slightly countersunk and 
tapered to minimize breaking the wallboard’s surface. 
These features also provide a surface that’s easier to 
MEDIUM decorate and assure maximum strength to hold the board 
DIAMOND POINT > against the framing. 
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See your nearest CF&I Representative for the full story 
on improved CF&I Gypsum Board Nails. 


Don't forget! CF&! offers many of its popular sizes and types of nails in 
handy 5-pound boxes as well as standard 100-pound containers. This 
enables you to stock what you need in the quantities you need... 
frees valuable floor space ... eliminates weighing and measuring ... 
ond mokes inventory and re-ordering much easier. Be sure to ask your 
CF&I Representative about this modern way to stock nails. 


THE COLORADO FUEL AND IRON CORPORATION 


DENVER ° OAKLAND 


Albuquerque « Amarillo « Billings * Boise « Butte « Casper « Denver « El Paso « Ft. Worth « Houston e Lincoln (Neb.) 
Los Angeles * Oakiand « Oklahoma City « Phoenix « Portland « Pueblo « Salt Lake City « San Francisco 
Seattle « Spokane « Wichita « CANADIAN REPRESENTATIVES AT: Calgary « Edmonton e Vancouver 
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—or send coupon below for your free personal copy 


Because redwood grows differently — behaves 
differently —and should be manufactured differently from 
any other wood, it possesses certain highly desirable 
qualities. But these advantages can be realized fully only 
when specifications call for the grade and type best suited 
to the intended service. In brief, simple form, The Pacific 
Lumber Company has outlined some basic considerations 
not generally known—and fully recognized only recent!) 
even by the Redwood industry itself. This information is 
now available to the builder or architect who specifies 
redwood in Section 5a-Pa of the 1956 Sweet’s Architectural 
File—or as a direct reference bulletin available on re 
quest. Send the coupon at right for your personal cop) 


S pouty the teit-in Kidd PALO’ 


THE PACIFIC LUMBER COMPANY 


Since 1869 « Mills at Scotia, California 


35 E. Wacker Drive 2185 Huntington Drive 
Chicago 1 San Marino 9, Colif 


100 Bush St. 
San Francisco 4 


*Trade Mark ® 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 


Burmping Propucts MERCHANDISER 


DEALERS! 


This is one of a series of advertisements telling the 
exclusive PALCO Architectural Quality Redwood story 
over two million times each year through the 
building and architectural publications your cus 
The bulletin described on this page 
18,000 


leading architectural and building firms through 
Sweet's Architectural File, This is part of a long 


tomers read 


is also now a permanent reference for 


range program to help you build your PALCO 


premium quality market 1.505 


SEND FOR THIS FREE BULLETIN ’ 
or refer to it in your 1956 
SWEET'S ARCHITECTURAL FILE 


THE PACIFIC LUMBER COMPANY 


100 Bush St., San Francisco 4, Calif, 


Please send me, without obligation, the new bulletin 
redwood specification data, with 


grades and grains 


ovtiining basic charts sthewing 


standard Palco*® redwood patterns, sizes 
Name 

Title 

Compony 

Address 


City 
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DUOFAST 


STAPLE TACKER 


Your customers need and want these 
one-hand tackers for the job pictured 
above, as well as many other jobs 
speededand simplified by DUO-FAST 
TACKERS and STAPLES. 


You will like dealing with DUO-FAST. 
You will like our FREE SERVICE 
POLICY, You will like the dealer aids 
available. 


Write today for the Duo-Fast Story. 


DU0-FAST 


FASTENER CORPORATION 


860 Fletcher—Chicago 


No Screws 
No Bolts 


All-Welded 
Construction 


Set up or knocked down 

instantly. Each set of 2 packed 

in a colorful display box. 12 ¢f 
sets to a carton, Nationally / 

advertised; dealer helps 
free, Order from your 
wholesaler, or direct 

if he cannot 

supply you, 


GRAND HAVEN 
STAMPED PRODUCTS CO 
Grand Haven, Mich. 
Circle No. 136 on Coupon, page 172 
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NEW PRODUCTS 


(begins on page 128) 





=) 


Dual-Range Wire Cutter 


The dual-range utility cutter has 
two jaw-capacity ranges. The nar- 
rower range gives powerful cutting 
action on wire, steel strapping, soft 
bolts to 4%” in thread, and soft steel 
rods to 7/32” diameter. By moving 
two bolts, the jaw capacity is in 
creased to accommodate larger mate- 
rial such as lead battery posts and 
straps, etc. Called the No. 99 Utility 


Cutter, its overall length is 16-7/8”. 
Champion DeArment Tool Co., Dept. 


AL, Meadville, Penna. 


Circle No. 247 on Coupon, page 172 


Multi-Diameter Anchors 


The revised Multi-Diameter wood 
screw anchor line includes additional 
sizes, also incorporates changes in 
construction and design that greatly 
increase the holding power, it is said. 
The split and shift principle used in 
the new S-n-S Lag Screw Shield re 
cently introduced by USE also has 
been applied to the Multi-Diameter. 
The anchor now has four-way expan 
sion instead of the conventional two 
way. This principle permits the an- 
chor to be installed in brick, plaster, 
stone, ect. U. S. Expansion Bolt Co., 
Dept. AL, York, Penna 


Circle No. 238 on Coupon, page 172 


Fiberglass Panels 


New decorative fiberglass panels, 
developed and designed by Luis Car 
denas, are available. The Pagoda line, 
which is oriental silhouettes in color, 
includes natural leaves and butterflies 
that are artistically placed. The Na 
ture line is a composition of natural 
leaves and plant life. A third line is 
the Custom line, which is created to 
the customer’s§ specifications. The 
panels are effective as screens, room 
dividers, shower enclosures. Glass 
Laminators, Inc., Dept. AL, 524% 
First Ave. South, Seattle, Wash. 

Cirele No, 239 on Coupen, page 172 
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YE$CREEN 
Rollers 


Concave Face 
2 models, for fibre glass or metal screens. 


Standard 2’ dia. 
For inserting spline into frame after 
screening has, been positioned. 
Standard stock sizes are .093, .105, 
125 and .170 width of face 
For fibre gloss roller model, send 
1” section of channel, screen and 
spline to insure correct size roller 


Convex Face 


Stondord 2° dia. x 
1/16" face 


Primarily used in putting the screen- 
ing into the frame slot. Can be sup 
plied with 3/32" rounded edge 


Standard stock size is 2° and 
1-5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made to order. Send specifications 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN., U.S. A. 
Circle No, 137 on Coupon, page 172. 
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®@ Linoleum Paste 

® Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 

Patching Ploster 
Plaster of Paris 
Crack Filler 
Spackling Compound 
Wood Putty 

Daisy Brush Cleaner 











. and many other Products of Merit 
SOLD THROUGH LEADING WHOLESALERS 
EVERYWHERE 
Consumers Glue Company 


1515 Hadley St. 
St. Louis 6, Mo. 
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HYSTER BUILDS INDUSTRIAL 
TRUCKS FOR THE 
LUMBER DEALER 


ster BO with End Loader picks 144 pieces of 2x6-12' directly off 


HYSTER ALSO OFFERS A COMPREHENSIVE —— pie. Grae is loved Siveciy om lot bed ot delivery hue 
YARD-PLANNING SERVICE 


@ Specially-trained Hyster Representatives are ready 

today to show you a yard-planning kit designed to help SEE THIS MOVIE! 

you improve your yard layout. This kit is part of a com- 

prehensive program specifically developed as a service bt ROFIT’’ 

to the retail and wholesale lumber industry. Included OPERATION Pp 

are: Every \umberman, retail or wholesale, should see the latest 

@ A 43-minute, 16-mm sound movie, in full color methods of handling lumber shown in this new Hyster 43- 
showing latest handling methods used in lum- minute, 16mm sound, color film. Your Hyster dealer will be 


ber yards. giad to show you this interesting movie, filmed especially for 
@ Salesmen specially trained in retail and whole- retail and wholesale lumber yard operation. Call him todayl 


lin r ther ildi 
rele nanating of lumber and other building SEE THIS YARD-PLANNING KIT! 
A newly-developed yard-planning kit designed gt 
for retail or wholesale lumbermen. It can be used cs z 
to determine how to lay out a yard to increase ; Lumber dealers, large or small, can ben 
efficiency in all phases of operation—receiving, oe, efit by reducing operating costs aie 
storage, order picking. — , - improvement of storage and handling in 
@ Case studies of newly improved yard operations. Fh © simplitied step-by-step manner, Ask 
@ Demonstrations which can be arranged on your ae 
premises. 
Any or all of these services are available from your 
Hyster Representative today. You will find him listed * ‘ 
under ' Tree ks —Industrial” in the yellow pages of your Materials Handling Trucks from 


telephone directory. 1,000 to 30,000 pound capacities 


2939 N. E. CLACKAMAS, PORTLAND 8, OREGON 


1039 MYERS STREET DANVILLE, ILLINOIS y T 
MYSTER WLV...... NIJMEGEN, THE NETHERLANDS i S E Re co M PA | Y 
FOUR FACTORIES: Portland, Oregon; Donviile, lilinelis; 

Peoria, Illinois; Nijmegen, The Netherlands 
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SAVE MONEY! GET 
NEW GUARANTEE 


Good as new! We, as country’s 
best qualified equipment dis- 
tributor, guarantee it! 2,000 to 
15,000 lb. models with solid or 
pneumatic tires; any size; lift- 
ing height. Clark, Towmotor— 
Moto Lift, Ross and Hyster. 


Write for prices, delivery, 
information. 


Mements Eouremesr) 


CONSTRUCTION AND AVTOmoTive \‘ ompany 
EQUIPMENT AND PARTS 
76660. THIRD GT MEMPHIG, TENNESSEE 
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Recommended Reading for Lumber Dealers 


SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


very lumber dealer should read these case his 
tory articles on what other dealers are doing 
materials handling 
llere are ideas you can adopt in your vard 
today svevcwee 


to wlve thelr problems 





ROOM 2000, REPRINTS 
139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


mal 


WAME 
COMPANY 
ADDRESS 








NEW BATU 


Hydrahoist 


Known as the Hydrahoist, a new 
truck body mechanizes loading and 
unloading operations through the use 
of hydraulic power activated by the 
truck engine. No auxiliary engines or 
motors are needed, it is said, A 
bridge-type superstructure of light- 
weight tubular steel is the distinctive 
feature of the Hydrahoist. Feather- 
edge controls at the rear permit one 
man to regulate vertical and hori- 
zontal movement. Russell Mfg. Co., 
Dept. AL, 1328 Maple Ave., Haddon 
Heights, N. J. 


Cirele No. 240 on Coupon, page 172 


Ottawa Tracto-Lift 


The new Ottawa Tracto-Lift is 
available in three basic models: 5,000 
pound capacity, 6,000 and 7,000. It 
has shuttle gear transmission with 
control lever on steering column, pro- 
viding 6 speeds forward and 6 speeds 
reverse, Available with pallet forks 
of various lengths, as well as con- 
crete block tine forks. The standard 
load carriage is 48” wide, but a 64” 
carriage is also available. Ottawa 
Steel Div., L. A. Young Spring & Wire 
Corp., Dept. AL, P. 0. Box 39, Ottawa, 
Kansas, 


Cirele No. 241 on Coupon, page 172 


Heavy-Duty Truck 


International Harvester announces 
International V-line trucks equipped 
with the new International heavy 
duty truck type V-8 engines. Develop 
ment of the International heavy-duty 
truck V-8 engine began in 1948 with 
adoption of the initial design from 
which ultimately were drawn three 
engines—the 206 hp V-401, the 226 
hp V-461 and the 257 hp V-549. 
Quietness of the V-line’s cab, dura- 
bility and comfort, along with new 
steering and handling ease, are also 
announced. International Harvester 
Co., Dept. AL, 180 N. Michigan Ave., 
Chicago 1, Ill 

Circle Neo, 242 on Coupon, page 172 
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Cargo-Scout Fork Truck 


A new 3,000 pound capacity model, 
the second of its Cargo-Scout fork 
truck series, is announced by the 
manufacturer. The new model has a 
3,000 pound capacity at 24” on a 68” 
high model and a 3,000 pound capacity 
at 20” on an 83” high model. It fea- 
tures compact design with a short 
wheelbase and fifth wheel steering to 
permit maneuvering in narrow aisles 
and inside box cars. The Ewell-Parker 
Electric Co., Dept. AL, 4205 St. Clair 
Ave., Cleveland 3, Ohio. 

Cirele No, 243 on Coupon, page 172 


Hyster Monomast 


The Hyster Monomast Lift Truck 
is now available for the first time on 
a pneumatic-tired truck, the Hyster 
QN-20 of 2,000 pounds capacity at 
24” load centers. Compactness and 
maneuverability permit the Hyster 
Lift Truck to work rapidly in nar- 
row aisles and crowded warehouse 
areas. The lift truck is powered by 
a heavy-duty air-cooled Wisconsin 
gasoline engine. Hyster Co., Dept. AL, 
2902 N. E. Clackamas St., Portland 
8, Ore. 


Cirele No, 244 on Coupon, page 172 


Super 55 Fork Lift 


A new Super 55 Fork Lift has a lift- 
ing capacity of 4,000 pounds, Models 
are offered with 8 and 10’ tilting mast 
to accommodate different attachments, 


including standard forks in four 
lengths, concrete block fork, % yard 
hydraulic scoop bucket and dozer 
blade. Six forward speeds provide a 
range of from 1% to 14% mph in 
addition to high and low reverse 
speeds, it is said. The unit is ex- 
tremely maneuverable with a turning 
radius of only 10’, The Oliver Corp., 
Dept. AL, 400 W. Madison St., Chi- 
cago, Ill. 
Circle No. 245 on Coupon, page 172 
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tr ee 


Maroon and White 
with easel and 
hanger. 24” square. 


have the 
edge in 
PO) SEBS 4g You are looking at a 
counter-display that carries 
the keenest array of aluminum mouldings on 
the market. This compact, colorful, well- 
planned Silent-salesman holds 33 sparkling 
samples of a line that speaks of quality. Here 
are just a few of the features that help sell 
ARTRIM on sight: — price — uniformity — 
exciting new shapes — gleaming finish — nail 
and screw holes precision aligned with no 
burrs, or rough edges. There’s a lot to be 
said for ARTRIM but it talks for itself. 
ARTRIM your sales and you're heading for 
a shipload of easy profits. A card or call 
will get you one of those attractive display 
panels for your counter, a brand new wall 
chart and catalog. 


A few good distribu- 
torships are open. 
Write for informa- 
tion on territories 
available. 


JPERIOR INDUSTE 
YOUNG OWN. OHIO 
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home buyers are 
learning ... 
turning to... 
the advantages of 


The great natural strength of this 
seasoned, cupentes wood assures 
maximum stability. 


Southern Pine fits so many places in 
the plans of modern construction 


The inherent warmth and beauty of 
this wood lends itself to an endless 
range of finishes 


Specify Grade-Marked Southern 
Pine... now more saleable, 
more available than 


ever. 





_- SPIBNaICD Spa 


SOUTHERN PINE ASSOCIATION *¢ NEW ORLEANS 
Circle No. 96 on Coupon, page 172, 
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Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods 


*+),W. Wells Lumber Co, . . . « « Menominee, Mich, *tAhonen Lumber Co. . . « « « + © ~=(bronwood, Mich. 


Hard Maple and Oak Fleoring. Strip, Herringbone, Block patterns. Northern Hardwoods, Hemlock, White Pine, . hanes Mil) 
Custom kilo drying. U H M i lumber, Mod Dry Kilns. “AAA” brand MPMA rdwood Flooring 
® drying pper oom! ard Maple and Birch — oad oad Patten 





*Edward Hines Lumber Co, . . « « « «  Chileago, Ill, “Kimberly-Clark of Michigan, Inc. . . Smite Neenah, Wis. 


Mil) at Bergland, Michigan Mills at Marenisco, Mich. 
Sales Olfice-—77 W. Washington &t.—Chicage 2 Northern Hardwoods, White Pine. 


Hardweeds, Hemlock and White Pine. Planing Mill and Dry Kilns Modera Dry Kilns. Expert Millwork. 


“Copeland LumberGo, . . » « « « » » Chicago, Ill, *Goodman Lumber Company . . . . « Goodman, Wis. 
Mille—-Marquette and Newberry, Michigan North Herdw Hemlock, White Pine, B ot, Minteed 
; 2 ort . . ’ wood, rdwoo 
Sales Otfice — CHICAGO — 228 N. La Salle St. 2 wien belle Sey Mies. fotary Gat Voncere. 
Hardwoods. 
Planing Millis and Dry Kilns. 


*Roddls Plywood Corporation . Marshfield & Park Falls, Wis. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod.. Le seg 
bone, Parquetry types: all types Heavy Duty Flooring. Birch, Pig. Hdwd. Ven'r'd Doors. Piywd. Modern Dry Kiln facilities. 


tMember Maple Flooring Mirs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Asan. 
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Builder Rows W. Cortese, Anaheim, Calif., chose Potpoor 


vable partition in Frematic Homes 


Sell the door the builders buy ! 


Builders favor folding doors because they sell houses fast 
er. But builders like Ross W. Cortese of Anaheim, Cali- 
fornia, have still another reason for specifying folding 
doors by Holcomb & Hoke. These are the doors that 
operate easiest—with 61% less hinge friction . . . and 
look better—with exclusive cornice for a “‘finished”’ look. 
Home-makers know and prefer these doors. For the 
builder they make houses sell faster. For you, as a dealer, 
they are assurance of fast, easy sales, and steady, high 
ticket profits. Look up your Foldoor Distributor—under 
“Doors” in the yellow pages. Find out the full “‘profitun 


ity” offered you by Holcomb & Hoke’s complete line of 


fabric-covered folding doors. Only line with three separate 


price ranges to sell all the market—all the time! 


INSTALLING DISTRIBUTORS IN ALL PRINCIPAL CITIES 


In Canada: FOLDOOR OF CANADA, Montreal 26, Quebe 


HOLCOMB & HOKE 


FOLD OOR 


THE SMARTEST THING IN DOORS 


HOLCOMB & HOKE MFG. CO., INC, 
1545 Van Buren St. 
Indianapolis, Indiana 


Please send full detaila on FoLpoor 


NAME 


ADDRESS 
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The perfect mixer for small plants \ 


“Little” 3% truck mixer does BIG jobs fast 


Mounts on your single axle or tandem truck 


For thoroughbred performance, every time, 
the T. L. Smith “31” work pony 
of the complete Smith line of mixers — 
is the odds-on favorite all over the country. 
If you furnish cement, and the 
nearest ready-mix plant is miles away, then add 
this new profitable service to local contractors. 
Or, if you're already in the ready-mix business, 
you can branch out by adding one 
or two of the ready and willing Smith “31's.” 


Guaranteed to mix 4 full cubic yards + Low over-all height — 


fits portable and semi-portable plants 


WRITE FOR FULL DETAILS 


The T. L. Smith Company 
2844 North 32nd Street, Milwaukee 10, Wis. 
711 Industrial Road, Lufkin, Texas 

Affiliated with Essick Manufacturing Company, Los Angeles, Calif. —_a8783-1P 
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MODEL M 
PUSH BUTTON—AIR DRIVE 


Dependable pneumatic Spotnailer 
drives heavy favge staples or pins in 
lengths up to 14 inches at high speed. 


Use high speed 


te HEAVY DUTY—MALLET pRivE production line 


For driving longer heavy-gauge 
and pins 


Magazine holds up to 200 fa: r methods on 


SPOTNAILERS N AIL Roofing Sheatt fe dozens of 


For Faster - Lower Cost wall Sheathing and Pane 


NAILING 


. . . 
Flooring, Floor Underlayment nailing jobs 


h, etc 
and PINNING! Shingles, Lath, etc 


MODEL AF 
STANDARD MALLET DRIVE SPOTNAILERS 


Extremely dependable, medium if 
machine widely used for fastening mil 
work, floor underlayment, etc 


Your Spotnail Man can 
help you solve tough 
fastening problems. Call 
him now 


Save more 


than 60% 


HIGH VELOCITY on labor 
MODEL P AIR DRIVE 
Well balanced tool speeds faster with 


operations with a minimumof 
fatigue. 





Spotnailers 





WE HAVE YARDS SAVE ON 


AT THESE POINTS OUR NEAREST POINT 


as well as 
TOLEDO, 
OHIO 


yrs RESIDENTIAL 
FF ae * is 


/ POST and RAIL 
2 € SCREEN TYPE PICKET 


TRANSPORTATION 


WE CAN HOW TO GET ON THE PROFIT SIDE 
vour WITH PREHUNG DOOR UNITS 


You can be the one in your 
area to offer complete pre 
ae cision Master Prehung Door 
Units (exterior or interior) at 
an unbelievable low cost 


The demand for prehung 


OOD PRODUCTS CO., Toledo, Obie “> door units is growing rapid 


WRITE for CATALOG we ly ane 


—~ 
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1! you can be the one 
to develop this business in 


your area 


With Master Prehung Door 





Manufacturing Eauvioment* 
hial speed trouble free as 
sembly of wood doors, split 
jambs and trim both sides 
car now be accomplished 
economically Machines 
come pre-set so the first unit 
and every other unit will be 
perfect 
WRITE TODAY for 


y Pot. & Pat. Pending complete information 


MASTER PREHUNG DOOR EQUIPMENT 


Z & K Tool Company 
407 Sand Hill Road, Lebanon, Peo 
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Mack B-60T with trailer hauling Marietta precast con- 
crete panels (approx. 3,200 Ibs. each) to construction site. 


relies on MACKS to deliver 


big precast concrete panels on schedule 


When a contractor is ready to erect precast concrete 


siding, deliveries must be made promptly on schedule. 

That’s why the Marietta Concrete Corporation of 
Marietta, Ohio, chose Macks. They were convinced 
that these rugged, dependable tractors would main 
tain a steady flow of their unique concrete-and 
insulation “‘sandwiches’’ from production line to 
building site 

Marietta uses Mack B-60T’s with special trailers 
to transport these big precast concrete insulated 
wall panels, which measure up to 8’ x 20’, and weigh 


3,200 Ibs. and more. Although many deliveries are 


made as far away as 200 miles over all types of roads, 
Macks’ dependable and versatile performance keeps 
these big slabs rolling on schedule. 

Whenever maintaining tight schedules is of the 
utmost importance, you can depend on Macks’ 
stamina and roadability for round-the-clock reli- 
ability. And you can count on Mack Thermodyne® 
Diesels for unmatched fuel economy. It will certainly 
pay you to find out how Mack can help you make 
the Mack- 
sized jobs. Contact your Mack Branch or Distributor 
today. 


more money on the important jobs 


MACK TRUCKS Empire State Building, New York 1, N.Y. 





Merchandising Aids 


Plymouth Cordage is offering its 
Plymouth Ship Brand Manila Rope 
in varied putups. The Plymouth 
HandyPak unit contains 13 packed in- 
dividual coils in 50’ and 100’ lengths 
in 4%”, %” and %” diameter. The 
SalesRak display unit is available for 
dispensing %” and %” diameter 
ropes in lengths up to 300’ and %” 
diameter rope in lengths up to 200’. 
The unit is supplied free with the 
basic 16-spool inventory. Plymouth 
also offers a hexagonal carton putup 
for displaying the rope by the coil. 
Plymouth Cordage Co., Dept. AL, 
Plymouth, Mass. 

Circle No. 246 on Coupon, page 172. 


American Pentra-Seal 


New labels, new product colors and new package 
sizes, designed with the do-it-yourself customer in 
mind, herald the launching of an expanded marketing 
program in which American Pentra-Seal “miracle” 
finishes are offered and promoted to consumers on a 
nationwide basis. The seal is available in natural as 
well as seven exciting colors. Product literature, 
prices and complete information are available. The 
American Floor Surfacing Machine Co., Dept. AL, 
521 S. St. Clair St., Toledo 8, Ohio. 

Circle No, 247 on Coupon, page 172 


Unitint Colorant Container 


Cook’s new Unitint colorants are 
packaged in translucent, eight-ounce 
polyethylene squeeze bottles, which 
permit quick, precise measurement. 
Bottle cap is removable for quantity 
pouring. The unique container pre 
vents skinning or drying, it is said 
The handy, polyethylene bottle is re 
usable. Cook Paint and Varnish Co., 
Dept. AL, P. O. Box 389, Kansas City 
41, Mo. 

Cirele No. 248 on Coupon, page 172 
(continued on page 166) 








What's Your Answer? 


(Questions on page 140) 


Dexter Lock Div., Dexter Industries, Inc., whose 
ad is on the inside front cover. 


Spitzack Lumber Co., Inc. Article on page 42. 
Trinity White, whose ad is on page 12. 

Bb. B. Barber, Jr. See article on page 66. 
Walton Plywood, whose ad is on page 30. 

J. H. Findorff & Son, Inc. See article on page 86. 
DeWalt, Inc., whose ad is on page 51. 

30,000, See article on page 100. 


Wood Conversion Co., whose ad is on pages 
32-33. 


Dr. Fix-It. See article on page 76. 




















BUILDING Propucts MERCHANDISER 





SOUTHWEST 


Trademarked * 


Ponderosa Pine 


¢ Cut from perpetual 
vield virgin Ponderosa 
forests high in the 


Arizona mountains 





¢ Precision manufactured in 


modern mills 





e Scientifically dried 


e¢ End-waxed and stamped 
with the famous “Indian 


Sign” trademark 


¢ Quick delivery on straight 


and mixed cars 


e Write for name of your 


nearest representative 





LUMBER MILLS, INC. 
General Offices 
P.O. Box 908 ©¢ Phoenix, Ariz 
Mills at : 
Flegstaff outhwest 
Elevation: 7000 ft trademarked 


McNary lumber 
Elevation: 7300 ft 


Finer 
lumber Yords 


‘ 


sell 


Circle No. 101 on Coupon, page 172. 











SALES AIDS 


(begins on page 165) 














These are the things 


of which sales are made 


Ci) GD eon 2 wereee 
(8) cee ce } cee; 
ta ee fa > Sam 


The little extra that makes the difference 
between the commonplace and the OUT- 
STANDING 

Ihe additional quality that assures longer 
years of SERVICE 

The greater distinction of design that swells 
the pride of ownership 

These are the things of which Raynor Doors 


are made. 


Enjoy the greater profits of the faster moving 
quality items —the things of which sales are made. 


R py NOR 














RAYNOR MANUFACTURING CO 
DEPT. A.L. DIXON, ILLINOIS 


Please send me FREE Raynor Literature 





Name 


Address City 





County State 














Circle No. 105 on Coupon, page 172. 


Pocket-Size Calculator 


A pocket-size calculator which simplifies aluminum 
roofing calculations is made of heavy cardboard and 
operates like a slide rule. Called the Conversion Cal- 
culator, it quickly estimates the number of sheets of 
Kaiser Aluminum farm roofing required for a given 
area, or it may be used to determine the square foot- 
age covered by a given number of sheets. The calcu- 
lator is available free. Kaiser Aluminum & Chemical 
Sales, Inc., Building Products Dept., Dept. AL, 919 
N. Michigan Ave., Chicago 11, Ill. 


Circle No. 249 on Coupon, page 172. 


Washington Line Display 


This counter display shows the use of the new 
Washington plaster ground-aluminum track. This 
track is attached to the header and may be used with 
wallboard, plaster or wallboard with wood trim. This 
No. 643 mounted display has actual samples of the 
Washington aluminum valance track in two door 
sizes and also demonstrates the action of the new 
sealed-in, nylon hangers. Washington Steel Products, 
Inc., Dept. AL, 1940 East 11th St., Tacoma 2, Wash. 


Cirele Neo. 250 on Coupon, page 172 


Screen Door Hardware 


Sargent & Co. announces a screen door hardware 
promotion designed to help dealers sell doors com- 
pletely equipped with Sargent’s powerful 2000 pneu- 
matic closer, Sargent’s easily installed One-Bore 
Catch 2010 or luxurious Bored-In 5777 and a set of 
hinges. Sargent is backing dealers with a complete 
promotion that includes consumer ads in American 
Lumberman’s Home Maintenance and Improvement 
magazine, ad mats, hang tags for doors, consumer lit- 
erature and counter cards. Sargent & Co., Dept. AL, 
New Haven 9, Conn. 


Cirele Ne, 251 en Coupon, page 172 


Two-Tone Entrance Locks 


A new Dexter Regal two-tone entrance lock fin- 
ished in brass and black is announced. The six-inch 
diameter brass outside rose of the colonial design 
lock has a wear-resistant, flat black finish. Knob and 
inside rose are brass. The Regal Colonial is also 
available in two-tone chrome and bronze and in 
standard finishes. New two-tone Regai Colonial locks 
mounted on counter displays in decorator colors 
red, blue, green or ivory—are available to dealers. 
Dexter Lock Div., Dexter Industries, Inc., Dept. AL, 
1601 Madison Ave., S.E., Grand Rapids 2, Mich. 


Cirele No. 252 on Coupon, page 172 


Floating Block Display 


This display is based on the principle that a por- 
ous block or firebrick coated with Medusa Masonry 
Paints will float in water, while an uncoated block 
will fill with water and sink. Display invites cus- 
tomer to make the “floating block” test. Eye-level 
display stands about 67” high and is constructed 
mainly of strong wire rod, with printed metal top 
signs. Wire rack about half-way down holds coated 
and uncoated blocks, with pockets at side for cus- 
tomer literature. Medusa Masonry Paints. Dept. AL, 
1308 Court Square Bldg., Baltimore 2, Md. 

Cirele Ne. 255 on Coupon, page 172. 


(continued on page 174) 


June 11, 1956, AMERICAN LUMBERMAN AND 





god nk at (I CQIER RED CD) 


one of 10 woods from the 


WESTER N y NE region 


Great resistance to decay, dimensional stability, high 
insulating qualities, workability, nailability, light weight 
make Western Red Cedar an excellent and economical 
wood for all residential construction—and preferred 
for weather-exposed usage such as poles, greenhouses, 
boats and floats. 


Western Red Cedar comes in 3 select and 5 common 
grades. You can order it in mixed cars—together with 
other woods from the Western Pine region—from most 
Western Pine Association member mills! 


IDAHO WHITE PINE 


the Western Pines @ roroeross rime 


SUGAR PINE 


the Associated Woods @ wire” 


lp you ot WASIERN RED CEDAR 


write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 
Yeon Bidg., Portland 4, Oregon 








TODAY'S WESTERN PINE TREE FARMING GUARANTEES LUMBER TOMORROW 
Circle No. 103 on Coupon, page 172. 
BurLpinc Propucts MERCHANDISER 


There's a type, size and price 
window well or vent for 
every job in USF’s complete line. In- 
cluded are round, straight, 
casement, accessway, shallow, founda- 
tion vents and other special 
types. Heights available 
from 12” through 60” in widths 
up to 94”. 
Complete information given 
in new folder. Send for 
free copy today. 





NEW 


Electric Tools. Thor’s complete line 
of Silver Line and Speed Pool elec- 
tric tools is illustrated and described 
in a new 44-page catalog (No. 39-C). 
Actual photographs of basic Thor 
tools with sub-illustrations picture the 
tools in use. Also ae a is a full 
listing of attachments, accessories and 
replacement parts available with all 
tools. Thor Power Tool Co., Dept. AL, 
175 N. State St., Aurora, Il. 
Cirele No, 254 on Coupon, page 172 


ITERATURE 


The Signode Seal. Articles on the 
latest money-saving developments in 
handling lumber, unitizing brick and 
tying forms in concrete construction 
appear in the Spring 1956 issue of 
“The Signode Seal.” This publication 
also contains stories on Signode’s new 
air power tools and how to save when 
ordering hardboard products. Signode 
Steel Strapping Co., Dept. AL, 2630 
North Western Ave., Chicago 47, Ill. 


Cirele No. 255 on Coupon, page 172. 


IT’S A PLEASURE 
| MR. DEALER Oe es ed te 


FINEST LUMBER AND PLYWOOD 
FROM THE U.S.’ LARGEST 
STAND OF VIRGIN TIMBER 


a cek- 3-207 fe 
eS) i) 4 goiek 


f 


Send for 
tree 


oy of the 


ROSEBURG QUALITY PLYWOOD 


Nature's finest 1s matched by preci 
sion production. Texture One-Eleven 
architectural siding in 8, 10 and 12-ft 
le ngth, 48, 32 and 16 inch widths 
Hardboard Face Plywood. Plyform 
Oiled and Fas ‘ 1. Knotry Pine 
Face Plywood. All 
and imteror panel 


and DFPA grade 


types ¢ xterior 
Trademarked 


tammy d 


ROSEBURG QUALITY LUMBER 
Modern | lant ta 


j 

r customer satisfaction. Old growth 
Douglas Fir, Pine and He mlock 
Yard stock uppers, Flooring, Siding, 
Ceiling, Finish Dimension, Boards 
ind Shiplap, Plank and. Timbers, 
Rough or Surfaced All stock, except 
Plank and Timbers, end stamped 
ind thoroughly kiln dried 


ities assure great 


Order from your nearest 


ROSEBURG wholesaler or jobber. 


ROSEBURG LUMBER CO., ROSEBURG, OREGON 


Please send us the name of the neoress ROSEBURG 
umber ond /or plywood wholesoler or jobber 


} Please send ut the ROSEBURG WOODSMAN, 





ROSEBURG 





City 








| 
| 
| 
I 
| 
| 
WOODSMAN l 
I 
| 
| 
| 
} 


Circle No, 107 on Coupon, page 172. 





Grille Work Products. A new cata- 
log of standard (“stock”) grille work 
products shows a great variety of 
standard, adjustable ornamental cast 
iron and wrought iron columns, 
matching brackets—plus stock rails 
to fit all types of jobs. Also contains 
information about the manufacturer's 
E-Z-N (a new gadget for simple, in- 
expensive column installation) and 
flower pot rings. Tennessee Fabricat 
ing Co., Dept. AL, 1490 Grimes St., 
Memphis 6, Tenn. 

Cirele Neo. 256 on Coupon, page 172 


Oak Floors. A wealth of flooring 
information helpful to anyone plan 
ning to build or buy a home is avail 
able without charge in a revised edi- 
tion of “Oak Floors for Your Home,” 
a 32-page pocket-size booklet pub- 
lished by the National Oak Flooring 
Manufacturers’ Association. Included 
are details of the modern, cost-cutting 
installation method by which strip 
oak floors are laid over concrete with 
out wood subflooring. Oak Flooring 
Information Service, Dept. AL, 75 E 
Wacker Drive, Chicago 1, Il. 


Cirele No. 257 on Coupon, page 172 


Steel Strapping. A new idea book- 
let shows 50 practical applications of 
how steel strapping is providing 
faster handling of products, savings 
in packaging materials, better use of 
warehouse space and increased prod 
uct protection. The entire bceoklet 
deals with unitizing. All unitizing 
ideas in the booklet are actual photo- 
graphs of field-tested applications 
Acme Steel Products Div., Acme Steel 
Co., Dept. AL, 2840 Archer Ave., Chi 
cago 8, Ill. 

Cirele No. 258 on Coupon, page 172. 


Stairways. A new catalog shows 
how easily and economically you can 
use Bessler disappearing stairways 
Includes illustrations demonstrating 
the simplicity of operating seven 
models. The Bessler Co., Dept. AL, 
1900-B E. Market St., Akron 5, Ohio 


Cirele No. 259 on Coupon, page 172 


Flooring. A new bulletin (Form No 
1089) describes Nu-Flor, ready-to-lay 
flooring. It gives complete product 
specifications, application data. instal 
lation sketches and photos. Nu-F lo 
consists of hard, durable 2’ x 3’ pre 
formed sections that can be laid with 
a special adhesive to form a _ solid 
new floor. Sections are 4” thick. The 
Monroe Co., Inc., Dept. AL, 10703 
Quebec Ave., Cleveland 6, Ohio 

Cirele No. 260 on Coupon. page 172 


Asphalt Shingles. An _ attractive 
four-color booklet entitled “Choosing 
the Right Roof for Your Home” gives 
complete data on Barrett asphalt 
shingles. Illustrates and describes the 
type of roof you should have, how it 
should be applied and what color 
scheme is best for your particular 
home. The booklet also describes 
danger signs to watch for; how to 
avoid unnecessary repair expenses and 
what shingle is best for re-roofing 
Barrett Div., Allied Chemical & Dye 
Corp., Dept. AL, 40 Rector St., New 
York 6, N. Y. 


Cirele Ne. 261 on Coupon, page 172. 
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“Facts at a glance— 


for FA ST 
EX 


ge, 


# 


PRICE 
RECEIPTS 
STOCK 


ee | jVacts AT A GLANCE” inventory control builds 
extra sales .. .extra profits, reports the Savan- 


nah Planning Mill Co. Kardex Visible control gives 
you the facts you need when you need them. There’s 
no more asking a customer to wait while you check 
stock on an item... search invoices for prices... 
scramble purchase orders for vender delivery. A 
mere glance at the Kardex Visible margin tells you 
current stock status on any item. Kardex Visible 
control puts complete information at your finger 
tips, assuring prompt service, more orders and 


extra profits. 


ILDING Propucts MERCHANDISER 


SELLING... 
TRA PROFITS 














. 


BS 5 . 
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Send for your free copy of “Extra Profits 
Through Inventory Control In The Building Mate- 
rials Business” to help you get effective inventory 
control, or call the Remington Rand office near you. 


Ask for CR875. 


Remington Rand, Room 1660 
315 Fourth Avenue, New York 10 


ease see that I receive a tree 
copy of “Eatra Profita Through 
/ tory Control In T he 
Building Materiala Business,” 
CR&75 


Circle No. 121 on Coupon, page 172. 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 
1 Time — 2c per word tor each insertion. 
Minimum charge of $1.00 per line. 


3 Times — lS5e per word for each consecutive 
insertion. Minimum charge of 75c 
per line, 


Add $1.50 per insertion tor blind ads bearing 
box number. 
Ne agency 
allowed. 


All ads tor classified section must be in Pub- 
lishez's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cute or special borders 
allowed, 


commission ot cash discount 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box numbers or mailing copy 
for ade address them to: 


AMERICAN LUMBERMAN, INC. 
136 N. Clark &t., Chicago 2, IU. 





HELP WANTED 





HELP WANTED 





LUMBER & DIMENSION WANTED 





Wanted: Office Manager, preferably one who 
has had some experience in the lumber and 
building supply industry. Located on the West 
Coast of Plorida in the thriving town of 
Sarasota. Salary will be liberal according to 
duties and responsibilities delegated and also 
as to the ability of the applicant in this 
position. Will pay upwards to $125 to $150 
week to the right party. Complete control of 
office will be required. Please apply direct to: 
Walker & Hallowell, Inc., Box 832, Sarasota 
Plorida 


LUMBERMAN 

We are looking for a man with at least five 
years of retail lumber experience. We have 
two positions open. We are a large mid 
western firm, not a chain operation, doing a 
volume of more than a million. Opportunities 
are unlimited for a qualified man with ambi 
tion. Apply by letter, giving all pertinent in 
formation to American Lumberman, Box N-4l, 
139 N. Clark St., Chicago 2, Illinois. 


SIDELINE: Make your expenses selling our 
famous “DO-IT-YOURSELF” Sign making kits. 
Write for circular and sales plan. 
FPRUCHEY SERVICE CO., NAPOLEON, OHIO 





SITUATIONS WANTED 








MILLWORK DETAILERS AND BILLERS 


Wanted by a reputable custom millwork con 
cern in hio, Experienced in making shop 
drawings of Architectural Woodwork for pub- 
lie buildings, churches, schools, etc. ive 
complete iniormation regarding experience, 
age, seery, availability and a sample of 
drawings, possible, when replying. iene 
nent a and excellent tte «A con- 
ditions. Reply Box No. K-49 American Lumber. 
man, Inc. 


MILLWORK ESTIMATOR 


Unusual opportunity offered to man of good 
character seeking connection with reputable 
architectural woodwork concern specializing 
in custom millwork. Must be competent, re 
liable, under 50 years of age, knowledge of 
Cost Book “A” helpful but not essential. 
Salary to start $7000.00 per year plus other 
benefits. In replying state experience, qualiti 
cations, when available and enclose photo. 
Reply Box M-55 American Lumberman, Inc. 


WANTED: Yard Foreman that can tell a 
2 x 6-18 from a 20 without measuring it 
Generous pay for a man who knows his job 
Southeastern Michigan. Address Box N-21 
American Lumberman, Inc. 


WANTED: Experienced Estimator and capo*'e 
retail yard assistant to the proprietor. No tem 
permental prima-donna, Generous compensa 
tion. Southeastern Michigan. Address Box N-3! 
American Lumberman, Inc 


WANTED: Lumber Grader—of West Coast Pir 
and Pine. Large retail establishment. South 
eastern Michigan. Address Box N-32 American 
Lumberman, Inc 


Wanted: Salesman for consumer selling for 
the Nation wide Home Improvement. Location 
of this position will be on the West Coast 
of Florida in one of the fastest growing towns 
in the nation. Salary and liberal commissions 
will be id on all sales. Please write direct 
to WALKER & HALLOWELL, INC., Box 832 
Sarasota, Florida. Applications will be re 
ceived for a period of sixty days. 


Merchandising Assistant. Experienced in sales 
premenes. budget planning, direct mail, etc. 
hould be interested in printing, artwork and 
copy writing. Previous contact with millwork 
distribution would be beneficial. Write fully 
stating age, salary requirements, references 
and educational background. Address Box N 
39, American Lumberman, Inc 


MILLWORK JOBBER POSITION 

Young man wanted for detailed general office 
work with aggressive stock Millwork Jobber 
Some experience preferred but not essential 
Good salary for the right man plus pension 
profit sharing, hospitalization and disability 
lans-—excellent opportunity for advancement 
Reply Box N-40, American Lumberman, Inc 


DETAILER AND BILLER 
Florida Special Millwork Company wishes to 
employ experienced Draftaman who can make 
details and bill into Mill. None but competent 
sober mon need appl Address Box N-42 
American Lumberman Tnx 


170 


Manager, building supply concern, 8 years 
experience, purchasing, estimating, drafting 
and sales, desires change. Would consider 
construction company, wholesale or retail 
building supplies. College graduate, age W 
married, good health, Prefer southern location. 
Reply giving particulars. Box N-43, American 
Lumberman, Inc 





SALES REPRESENTATIVES 
WANTED 





MANUFACTURER'S AGENT 


to handle line of nationally advertised putties, 
glazing and caulking compounds. Several ex- 
cellent territories open. Inquire Box J-49 
American Lumberman, Inc. 


Manufacturers Representatives calling on lum- 
ber and building products wholesalers and 
retailers will benefit by sending in their names 
for inclusion in our list of Manufacturers 
Agents. Address Advertising Service Dept., 
American Lumberman, Inc. 


MANUFACTURERS REPRESENTATIVES 
WANTED 


Ten-year-old Michigan concern manufacturing 
ali-steel folding closet doors and patented 
type steel garage doors is seeking represen 
tation in most states. Direct inquiries to Style 
craft, Inc., Roseville, Michigan. 


Manulacturer seeking aggressive reps for 
building products presently distributed nation 
wide and used extensively in drywall con- 
struction, both commercial and residential. 
An exceptional opportunity for right men. Be 
explicit as to your qualifications in your first 
letter. Reply Box N-44, American Lumberman, 
Inc 


SALES REPRESENTATIVES WANTED 
Manulacturer’s representative for one of the 
country's oldest millwork houses to sell the 
retail lumber dealers, building supply firms 
etc. Men needed for states of Georgia, Florida 
Alabama, Tennessee, and Kentucky. Please 
write Box N-45, c/o American Lumberman, 
Inc., with complete details, including products 
you are now selling 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bidg.. Pittsburgh 22, Pa, 
105 Lake Street, Reno. Nevada 


STEEL RAILS 


32, 2, 40% and heavier 


STEEL CORPORATION 
Charleston, West Virginia 


16%, 20%, 252, 


MIDWEST 
518 Dryden St. 


lune 11 


We are in the market for 12,000’. 22 Common 
Siding, Pattern #105, dry Poplar, Bundied 
Just so it meets with NHLA Rules of #2 Com 
mon. 8. B. Harward Lumber Co. 
ienna 


Livingston 





BUSINESSES FOR SALE 





CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest; also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles is, 


Lumber-Hardware, same owner past 46 years, 
grossing $225,000.00 annually with high net 
profit, Only lumber and hardware business 
in town near fabulous Sun Valley Idaho. 
Best fishing, hunting and big game country 
in entire west. Due to retirement, definite! 
priced to sell, terms, free photos. C-6020 CON- 
TINENTAL, 804 Grand, Kansas City, Mo. 


Established lumber business for sale. Wide 
expansion possibilities. Mostly wholesale. 
Only nominal investment required. Inventory 
at market. Will sell or lease improvements. 
Southwestern citv of 300,000. Exceptional o 
portunity. Owner retiring. Address Box N- 
American Lumberman, Inc. 


For Sale: Motorized saw and dressing mill, 
kiln and retail yard business located in north 
central New Hampshire. Reply Box N-47, 
American Lumberman, Inc. 


Lumber & Coal yard, 7 miles from Spild., Ill. 
Comparatively small investment will handle. 
Owner has other interest. Write to Henry 
Cellini, 904 Feldkamp, Springfield, Illinois. 
Are you interested in a good retail lumber 
and building supply business that will net 
$1,000 or more per month, above all expenses, 
from the start, with plenty of room for expan 
sion. Then see this one, located in South 
Central Ohio, in the center of one of the 
richest farming areas. 

E. M. Koryta Company 

National City Bank Building 

Cleveland 14, Ohio 


FOR SALE 
We represent owners who wish to sell three 
excellent Nebraska retail yards and one fine 
wholesale firm. Location, history and terms 
available in persona] interviews only. 
Spelts of Nebraska, Inc. Grand Island, Neb. 
FOR SALE: Lumber yard located on West 
Side of Warren, Ohio, one of the most rapid- 
growing centers in the country, only five miles 
from Lordstown Location of General Motors 
new proposed largest assembly plant. All 
buildings in good condition. All floors con- 
structed and arranged to handle power lifts. 
Present owner a large consumer of lumber 
and mill supplies, who desires a continued 
source of supplies from new purchaser. In- 
ventory optional. Yard consists of the follow 
ing: 
Land: approximately 1.75 acres 
R. R. Siding 
Buildings: 
Office 25 ft. x 64 ft.—A-1 condition 
Warehouse 60 ft. x 84 ft. 
Lumber shed 60 ft. x 105 ft. 
Lumber shed 66 {t. x 121 ft. (new) 
Garage 38 ft. x 105 ft. 
Garage 20 ft. x 40 ft. 
Mill 60 ft. x 144 ft. (optional) 
Immediate possession. 
Contact THE W. B. GIBSON COMPANY 
P. O. Box 430 
Warren, Ohio — Tel. 4257-1 


Modern 


For Sale: Retail and wholesale yard, plan- 
ing mill, moulder, cut up plant, Building 
materials, two modern homes, complete in- 
ventory, trucks and land, in the heart of 
Black Hills. Gross sales $180,000.00. Reason 
for selling Ill Health. Price $75,000.00 plus in- 
ventory sporemuatey $30,000.00. 29% down, 
easy terms. Lorey Anderson, Devils Tower, 
Wyoming. 


Have $600,000 to Invest? 
Profitable, long established Florida retail lum- 
ber and building materia) business, with an- 
nual sales in excess of $2,000,000 for sale. 
Please do not reply unless you have $600,000 
to invest. Address box N-37 American Lumber 
man, Inc. 
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BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





USED MACHINERY FOR SALE 





Retail Lumber and Building Supplies—Mill 
work—Planer Mill, on coast of South Carolina 
in the fastest growing area in the U. S. 
Annual sales over $600.000.00—Inventory $80. 
000.00. If interested, don't wait: inquire Box 
N-36 American Lumberman, Inc. 


FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively small 
investment will handle. Owner wishes to re 
tire. Box N-46, American Lumberman, Inc 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
inneapolis, Minn. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Z Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


Al Clements Lumber Co. 


P. O. Box 908 
Eugene, Oregon 


Phone 6-253] TWX EG-049-U 


4 cars 6 Hardwood stacking sticks 3¢ each. 
Gaiennie Lumber, Box 1774, Shreveport, La 


Used mixed Hardwood Stickers, 25/32 x 1-3/4” 
x 47”—Carload or Truckload, Available alter 
June Ist. Ahonen Lumber Company—lronwood 
Michigan. 


New pine and fir mill cutting Eastern Oregon 
and Southern Idaho pine. fir, etc., desires 
direct customer contacts. Write Amaral, Pen 
dola & Johnson, Inc., Box 868, Meridian, Idaho 


USED MACHINERY FOR SALE 








FOR SALE 


We will be receiving new equipment trom 
Ross and can offer for sale and immediate 
delivery one Model 10H Ross lift truck at 
$4,175. Hydraulic side shift carriage 66”. Op- 
erator’s guard, 72” forks can be cut down to 
any desired width. Lift height 28’. Ross will 
cut down towers if a lower height is required 
for clearance, on the 28’ pistons. Also avail 
able: One Ross Mode! #6 with 16’ tower, fork 
length 42” standard with 60” extension, hy- 
draulic steering, operator's guard and heavy 
counterweights. Price $3,650 f.0.b, Chicago. 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14. Ill. 


FOR SALE 

1 used 137-M Woods electric 6” moulder, with 
1 set each of 2 round and 4 square heads 
and hoods. This machine purchased used by 
us from large piano company having con 
stant maintenance contracts on it. We derire 
to seil without having ever installed it, due 
to change in plans. Price: $6,500.00 


HUSS LUMBER COMPANY 
1350 Fullerton Avenue 
Chicago 14, Illinois 


Mattison 2226 12”x6” heavy duty Electric 
Moulder, 3/60/440 volts. six years old. Per 
fect condition. Immediate Shipment. Boscho 
Inc., 200 Boston Avenue, Medford 55, Mass 


1—W. B. Mershon Company 2754C-54’"’ Band 
Hesaw, Serial 227252 with 40 H.P. General 
Electric Motor, 6” face wheels and tilt rolls 
Including starting equipment Mesh wire 
guard on top and bottom wheels. V-belt drive 
together with 4 same as new saws. Offered 
in excellent condition. Can be inspected in 
operation at Johnston City, Tenn ox N-48 
American Lumberman, Inc. 


G Pre Dp! 
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For Sale — Pia 
inch Fay & Egan No. [ 


knives, 10 Horse Century M 


Central City Lumber 
339 Otsego Av 
Jackson, Michi 


FOR SALE 


V-60 Yates Resaw 60” LH 
new. Pilot wheel set works 
ing. V-belt drive 75 HP. Si 


Last word for complete uni!. § 


HUSS LUMBER COMPANY 
1350 W. Fullerton Av« 
Chicago 14, Illinoi 


FOR SALE 
Complete Sawmill in A 


2—Headrigs 
Complete Filing Room Eq 
|—Resaw 
2—Edgers 
|—Air Trimmer 
1—Slasher 
1—Complete set of Live R 
Transfers 
Hog with al] necessary 
drives 
Filer & Stowell Corlis 
~G. E. Steam Turbine Gens 
Steam Air Compressor 
—Steam Boilers 
Steam Pumps 


LOUISIANA CYPRESS LUMBER CO 


F. J]. GUITEAU, GENERAL MANA‘ 


Day Telephones 7 393 
Night Telephone 776 
PONCHATOULA, LOUISIANA 


PLANING MILL MACHINERY FOR 


Knight Mig. Co ca 
Blocks 20-36' Long. Fri 
100° Track Drive 25 
bearing Motor. 
Berlin Mach. #302 
Band Mill uses f 
Drive Belt 50 H.P 
R.P.M 
Amer. Mach. #1 Bos 
timber sizer—Drive 35 H.! 
Feed—25 H.P. Motor T ead 
25 H.P. Motor. Bottom head-—-al 
Belt drive 
Greelee 2427 sell-te« 
size — 44°’ x68!/,' Drive 
H.P. Motor 
Berlin Mach. 291 | 
and matcher. Drive B:. 
Motor 600 R.P.M 
Baxter Whitney—30 
facer—Round head 
gated feed rolls. Drive 
head 25 H.P. Motor 
Direct Com. 25 H.P. M 
Berlin Mach. 7341-54 
saw L.H. Drive Bel 
Motor 900 R.P.M 
Hermance 12° at 
Direct—25 H.P. Motor 
Berlin Mach 2137 
Grinder 3 H.P 
Oliver Mach. Knife 
H.P. 


Hanchett #207 Band 
3 HP 


Hanchett 10 saw Holler 
stretcher—2 H.P. Moto 
Garden City Fan 60 
25 H.P. Motor 
Bayley Mig. Fan 50” I 
15 H.P. Motor 
Garden City Fan 35" I 
10 H.P. Motor 


Sturtevant 45° Fan D 
15 H.P. Motor 
All Motors 3 Ph 60 44/ 


Mounted on Rockwood ba with 


Prices all F.O.B. cars © 
lf interested come her 
chines operate 
Automatic sprinkling 
106x100 building 
Reason for selling: di 
and Yard 
BISHOP LUMBER 
2315 N. Elston Ave., ¢ 
Tel.;: Humbold 


INC 


7ER 


SALE 


PRICE 


$2000 .00 


$2000 .00 


$3500.00 


$2000.09 


$ 800.00 


5.00 


$ 100.00 


$ 200.00 


i 
$ 300.00 


).00 
5 900.00 
§ 800.00 
$ 900.00 


Volts 


tarter 


FOR SALE 
1—Complete Planing Mill in A-1 Condition 
Band Resaw 


With Motor on Countershatt 


Double Surtfacer 
With Motor on Countershaft 


Matchers 
With Motor on Countershaft 


Moulders 
With Motor on Countershaft 


Swing Cut-off saws, Motorized 
Circular Ripsaws, Motorized 


Band Ripsaws. Motorized 
complete Filing Room Equipment 


1—Planing Mill Hog 


|—Complete Blower System 
LOUISIANA CYPRESS LUMBER CO., INC 
F. J. GUITEAU, GENERAL MANAGER 


Day Telephones 7687 or 393 
Night Telephone 7766 


PONCHATOULA, LOUISIANA 


FOR SALE 
Complete Machine Shop in A-| Condition 
1—Planer 
1—Shaper 
3—Lathes 
1—Threading Machine 
2—-Drill Presses 
|—Steam Hammer 
1—Electric Welder 
Miscellaneous Shop tools and Equipment 
LOUISIANA CYPRESS LUMBER CO., INC 
F. J. GUITEAU, GENERAL MANAGER 


Day Telephones 7687 or 393 
Night Telephone 7766 


PONCHATOULA, LOUISIANA 





NBMDA WHOLESALERS 


(begins on page 122) 





un iitable tax It’s trade 
groups like yours that can get leg 
lation on the books for fair taxa 
tion and put my association out of 
and we'd like to be out 


Citations presented At the 
Donald Knecht, general 
Lumbermens 
Supply accepted = the American 
Lumberman Master Wholesale) 
Award on behalf of his firm. The 
Rapid City, 8.D., company is the 
first of several to be recognized for 
their outstanding work in building 


meeting 
manage? Knecht 


materials distribution 

The NBMDA presented citations 
to Armstrong Cork Co., Lancaster 
Penna., and the Evans Products 
(0 Plymoutl Mich for “their 
outstanding contribution in na 
tional advertising on behalf of the 
building materials jobbers.” 

The three-day session at the 
Chase Hote Wi attended by 400 


peo} lé ra | } NCcreane over! last 


| 
} 
af 


pring meetin President Haag 
innounced thi ince last Novem 
have joined the 


ociation’s next 


ber, 18 distr 
NBMDA 

meeting |} lat lor November 1] 
13 at the Sheraton Hotel in Chicago 
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STARRY-KELLY || BALANCE SPRINGS, 


LUMBER COMPANY, INC. matched to the weight of your lene 


Specializing in Ponderosa Pine P “J . Complete hardware sets for any size 
overhead type door. All parts rolled, 


and Associated Species stamped and formed in our own plant. 
- ; 


Fully protected against corrosion with 


Kiln Dried - Air Dried - Surfaced - Rough Pe sere earns seceseuite 
YARD and INDUSTRIAL STOCK mae “Golden” ieee 


/ 
-" es Agents & Wholesalers Z DOOR COMPANY 
1120 Old National Bank Bidg.—SPOKANE 1, WASH. Monmouth Junction, N. J. 
Phone TEmple 1448 Teletype $P-175 





for information write — POWER DOOR CO., Dept. AL 








Circle No. 143 on Coupon, page 172. Circle No. 144 on Coupon, page 172. 














You sell from sample — we ship promptly 








Let this consumer-wanted item bring you 
added business, without added inventory. 
Just take your customers’ orders from sample 
—~you'll get your shipments promptly—and 
guaranteed satisfactory Shutters come in 


all Standard Sizes for Windows and Doors | H. E. WEBSTER LUMBER CO., eli gry 


MERRICK SHUTTERS ?.O. Box 218, Merrick, N.Y 


Circle No. 145 on Coupon, page 172. Circle No. 146 on Coupon, page 172 





























FOR INFORMATION ON 9 100 14 12 «13 «14 «415 17 
: a1 23 2s 27 29 30 31 32 33 34 35 37 
Advertised Products 41 43 45 47 49 50 51 #52 53 S4 SS 57 
61 63 65 67 69 70 #741 «72 «973~«©74~«O75 77 
a1 83 es 87 89 90 91 92 93 94 95 7 

101 102 103 104 105 106 107 108 109 110 111 112 113 114 115 116 117 118 119 120 

421 122 123 124 125 126 127 128 129 130 131 132 133 134 135 136 137 138 139 140 

141 142 143 144 145 146 147 148 149 150 151 152 153 154 155 156 157 158 159 160 


161 162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 180 
181 182 183 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 


201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 
221 222 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 
241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 
261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 
281 282 263 284 285 2866 287 288 289 290 291 292 293 294 295 296 297 298 299 300 











Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 
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showroom design 


16 NEW SHOWROOMS FOR MERCHANDISING 
BUILDING MATERIALS 

Reprinted from American Lumberman $1.00 
This booklet offers many new plans and ideas to 
help you build or remede!l your showroom for 
greater efficiency and sales volume. A « 


° 
| 
| 
| 
| 


' é 
tions covering such subjects a6 dis- 
play, lighting, self-service and store layout 
AMERICAN LUMBERMAN, INC 
139 NO. CLARK ST, CHICAGO 27, ILL 
Enciosed is my check in the ameunt of $1.00 for 
ook 





Address 








City, State 





. 
! 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE ss 


STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED WATER-CURED 


Rough or Dressed 


Mfrs. of 
Genuine 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 


Established 1842 Member .A.W.L. 








BuILDING Propucts MERCHANDISER 


Circle No. 116 on Coupon, page 172. 
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Her husband returned home unexpectedly. A pair of men’s shoes 
was on the floor and the sight sent jum into a blazing jury Pick 
ing them up he looked at them, compared them with his own 
shoes and then his anger subsided, He put the shoes down gentl 
greatly relieved 

“Kor @ moment I was going to tear down the house,’ he said 
to his wife. “I thought the maid had forgotten to put my shoes 
away but I see these are not mine.” 


* ” * 


Another New Product--2¢4¢1 subfloor underlayment, which 
a 4 framing system. Our DFPA HOT PRESS SHEATH 
this panel immediately available. Ask to have som« 
included in your next car of Sheathing, and 


for this new panel 


allows 
ING plant ha 
14%” 2°41 panel 


be prepared for your customers’ request 


* > . 


lhe Inagest question 
In telewsion now 

Is will she or won't she 
Rend over for a bow 


* * * 


political platforms with wild 


But we refuse to be sea 


It's here agatt the season of 
claims couched in glittering generalities 
sonal 

At MAUK we deal only in specific prices, precise data 
items of proven merit. The MAUK Lumber Co, invites inquiry 
and is prepared to furnish exact information concerning any and 
ill questions relating to lumber and building supplies. So, remem 
ber this election year, whether Democrat, Republican, Technocrat 
or Prohibitionist best in lumber at the MAUK 


Lumber Co 


nar 


you can get the 


* 


Simple Celta sa als to learn how to 


iswtoag canoemgd 
* * ‘ 


Senator: “Did you hear that the Big Four got together yester 
day ?” 
Representative No. Who 


Senator Marilyn Monroe and lane Russell.” 


* * + 


June: “Wasn't that shameful the way those men all stopped t 


stare at that airl aetting on the bus? 
Jim: “What bus?” 
* 


What De pt 


what conscience is 


Do You Know 
Do you know Another name for cold feet 


Do you know what courage is? Something you always have 
until you need it 
Do vou 


MAUK 


vhat Stocking 


product if 


know merchandising is 


They sell themselves 


cracker jack 
ours 


* * 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


Circle No. 109 on Coupon, page 172. 








"SALES AIDS 


(begins on page 165) 





Steel Corner Tape 


Flexible, reversible Steel Corner Tape, which is said to 
produce a perfect corner bead on all drywall construction, 
is offered in a new self-dispenser box. The package contains 
a continuous 100’ roll, permits the user to cut off the exact 
amount needed for the job, eliminating waste. Unused tape 
remains in the box, protected against damage, and instantly 
ready for the next application. Each box measures 9” x 9” 
x 2%”. Tamms Industries, Inc., Dept. AL, 221 N. LaSalle 
St., Chicago 2, Il. 


Cirele No. 262 on Coupon, page 172 


Storage in Motion 


A new floor display demonstrating “movable storage de- 
vices” for the kitchen is announced. Lazy susan revolving 
shelf hardware and shelves; ball bearing rolling drawer 
slides; revolving corner units; swing-up mixer shelf hard- 
ware; metal food drawers; ventilated fruit and vegetable 
bins, all are mounted on the display. Back of the No. 500 
is equipped with a perforated display board, which may be 
used for hanging Clustre-Pac cabinet hardware. Washing- 
ton Steel Products, Inc., Dept. AL, 1940 E. 11th St., Tacoma 
2, Wash. 


Cirele Neo. 263 on Coupon, page 172 


Color Chip Rack 


Two hundred and seventeen Perfection Colors are fea 
tured in Masury’s new color chip rack, which is available 
to Masury dealers. There are separate take-home chips of 
all colors appearing in Masury’s Album of Glorious Colors 
and the Counter Color Album. The color chip rack and the 
album are designed to make it easy to supply the wanted 
color. John W. Masury & Son, Inc., Dept. AL, 1700 Bayard 
St., Baltimore 30, Md. 


Circle No, 264 on Coupon, page 172 


Ray-O-Lite Kit 


Newest aid for Ray-O-Lite translucent fiberglass awning 


dealers is an eye-catching promotion kit. Packaged in a 
two-color, standard file-size folder, the kit features an 
enlarged Ray-O-Lite ad mat section. Sample newspaper 
ads, as well as layout ideas and drawings of outstanding 
installations, are included. The publicity section of the kit 
carries sample publicity releases. Sample radio and tele- 
vision spot announcements are also featured in the kit 
Ray-O-Lite Corp. of America, Dept. AL, 316 Peachtree St., 
N.E., Atlanta, Ga. 


Circle No. 265 on Coupon, page 172 


Fence Plans 


Douglas Fir Plywood Association announces nine do-it- 
yourself plans and instruction sheets for fences that make 
additions to any yard or patio. They range in type from a 
vertical-grooved enclosure made from “Texture One- 
Eleven” panels to a modernistic “Moké” fence made by 
cutting slits and inserting dowels into plywood fence sec 
tions. Plans for the Texture One-Eleven patio fence and 
for the Moké fence are free. All other plans are $3 per 
hundred. Douglas Fir Plywood Assn., Dept. AL, 1119 A St., 
Tacoma 2, Wash. 

Cirele No. 266 on Coupon, page 172 
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\Wee~se 


HARE 


It dresses up the home scene and 
provides step-saving conven- 
iences in the kitchen. Imparts the 


“modern look.” 


Cabinet doors and drawers oper- 
ate with smooth, finger-tip control 
when you install this fine hard- 
ware. The beauty of their lustrous 
finishes reflects a sparkle of clean- 


liness to the over-all picture. 


NOTE THE WIDE ASSORTMENT OF STYLES! 


Here illustrated are some of the many smart designs avail 
able in door and drawer pulls that will enhance every 
installation. The fine basic materials used in their construc 
tion give a look of sturdiness that is further exemplified No. 217 Door and Drawer Pull 


by the service performance delivered. . tp 


’ 


a 


Finished in chromium plating 
or other special finishes for 


harmonizing effects 


No. 218 Door and Drawer Pull 


xi No. 216 
No. 144 Cup Pull No. 142 Cup Pull Round Knob Pull No. 141 Flush Pull 


Circle No. 110 on Coupon, page 172. 
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Drick 

Expect trouble when dry, absorbent 
brick are placed in the wall. If their rate 
of absorption is too high at the time they 
are laid, they will suck the water out of 
the mortar too fast, even though the mor 
tar has high water-retaining capacity 
The result may be a poor bond, and a 


leaky wall 


THIS IS ‘cTele} » 
WORKMANSHIP 


BRIXME 


LOUISVILLE CEMENT COMPANY, Incorporated, LOUISVILLE, KENTUCKY 


Circle No. 111 on Coupon, page 172. 





